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New demonstration display makes sales easy 


This novel display demonstrates the installa- floor or in show window. It has a handy 
tion and operation of the popular new pocket to hold sales literature 


Spt 
cial low price, depending on number er 
Hunter Window Fans you purchase. Contact 
your Hunter distributor for complete infor 
mation -or write Hunter Fan and Ventilat 
demands attention from any spot on sales ing Co., 392 S. Front St.. Memphis, Tenn 


Y—> 


unter 


Hunter Window Fans. Smartly styled in four his new display is offered tree or at 

attractive colors to represent actual installa- 

tion in window of apartment or home. 
Display requires only 45” x 12” space and 


HUNTER FAN & VENTILATING CO. 


SINCE 1686 Exclusive Fan Makers Since 1886 


392 S. Front Street » Memphis 2, Tennessee 


READ THESE IMPORTANT 
FACTS ABOUT THE 
INDUSTRIAL PACEMAKER 


1 The W akefield Pacemaker 
transmits about half the light 
up, half down, 


2 ‘The downward light can be 
shielded efliciently by louvers, 
if desired. (Shielding of 25°-35° 
is provided.) Fleur - O - Lier 
classification—G -40-20-2-P, 


3 Channels, channel covers, 
end panels, side panels and 
louvers areofheavy gauge steel. 


4 All metal parts are processed, 
wior to finishing, with DURI- 
JINE, a modern phosphatie 

and ¢ g rent which 

“bonds” the white enamel dur- 

ably to the surfaces, 


S ETL approved, brick type 
ballasts deliver full rated lamp 
watts and insure full light out- 
put. This feature permits the 
use of fewer fixtures per square 
feet of room area, 


GAIl reflecting surfaces turn 
downward, and do not readily 
retain dust. Lamps are readily 
removed and replaced. In the 
bi-pin types, starters are ac- 
cessible without removing 
lamps. Tests show the Pace- 
maker can be cleaned in half 
the time required for the aver- 
age fixture of like size. 


7 The Pacemaker is designed 
for continuous mounting but 
may he mounted singly also. 
Support chains permit suspen- 
sionof almost any distance from 
the ceiling. 


8 The Pacemaker is designed 
to use either bi-pin (40W) or 
Slimline fluorescent lamps. 


As a leader in the design and manufacture of drafting room and office 


lighting equipment, The F. W. Wakefield Brass Company has contributed 
importantly to the realization of the over-all visual environment as an 
aid to human efficiency and physical comfort. 

Now Wakefield introduces the Industrial Pacemaker—a rugged steel 
luminaire which transmits about half, the light up onto the ceiling, to be 
reflected downward in an over-all distribution pattern remarkably free 
from glare, shadows and sharp brightness contrasts. Such a light distribu- 
tion is basic to the creation of a comfortable visual environment, whether 
in factory, drafting room or office. We'd like to send vou a folder on the 
Industrial Pacemaker. vivinge detailed information. Write to The F. W. 


Wakefield Brass Company, Vermilion, Ohio. 


' CleKefilel Over-ALL Lighting 
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GUARANTEE 


QUALITY ELECTRICAL 


ACCURATE 
FRICTION TAPES 


eRicTyo® 
taPt 


Quality made of highest? 
grade rubber and finest cotton 
base. Affords maximum me- 
chanical protection. Available 
in Standerd and A.S.T.M.- 
A.A.R. Specification grades. 


BLUEPRINT FOR KNOW-HOW! 


ACCURATE 
RUBBER TAPES 


Offers high elasticity, excel- 
lent cohesion, high dielectric 
strength and super aging 
quolities;made in both Stand- 
ord and A.S.T.M.-A.A,R, 
grodes 


ACCURATE 


TAPE TIPS: PLASTIC TAPE 
FOR ELECTRICAL MEN 5 


Using rubber tape that coheres without 

heat or extra pressure, makes taping jobs 

easier, quicker. That’s ACCURATE, and 

super aging means your “wraps” improve 

with age. Remember — friction or rubber, a oo 

ACCURATE Tapes make accurate wraps! ically and offers high dielec 
tric strength. Recommended 


for use wherever plastic tape 
is practical 


ACCURATE sous BEST BUY IN TAPE 


MORE THAN A QWNARTER CENTURY OF TAPE SPECIALIZATION 


L. Morris Lenders Co., 624 Spring St., N.W., Atlante 3, Ge. — Chas. K. Ramond Co., 301 Belloire Dr., New Orleans 18, Lo. — Wynne Snoots Co., 2nd Unit Sente Fe Bidg., Dollies, Texes 
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This Wi lletin tA 


CRESCENT 
IMPERVEX 


TRENCHCABLE 
TYPE RR 


contains much information of value to 
the men who buy and install this type 
of wire ani cable. For example, this 
page shows how to determine the 
’ proper size cable to use under various 
conditions. It gives a complete descrip- 
tion of the high quality materials which 


go into the manufacture of this cable. 


SEND FOR BULLETIN 492 





CRESCENT IMPERVEX TRENCHCABLE — TYPE RR 
The use of this multi-conductor cable in place of multi-conductor lead-covered 
or parkway cable not only will show substantial savings in the initial cost, but 
because of its light weight and ease of installation, splicing and terminating 


will result in installation economies also. 





For single conductor cables and for circuits requiring only two conductors, 


use CRESCENT IMPERVEX TRENCHWIRE. Send for Bulletin No. 491. 


) CRESCENT 


WIRE & CABLE 


CRESCENT [NSULATED WIRE & CABLE CO.—TRENTON, N.J. 
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SS ... invest in EFFICIENCY 
get Beauty and Economy, too! 





Efficiency of highest order, to meet the most rigid standards of performance 
... economy in installation cost and operational expense, to stay within 
modest budgets . . . beauty of styling and material, to please the eye . . . all 
these are yours in Leader’s NEW VARSITY fixtures. Don’t be satisfied with less! 
The strong downward distribution of light, combined with proper shielding, 
makes these fixtures the ideal choice for classrooms, offices, libraries . . . 
wherever “close seeing” is a constant requirement. 


SPECIFICATIONS 


Channel and end caps of steel, finished in white 
baked enamel. Translucent plastic side panels 
and free-swinging plastic louver which provides 
40° x 40° shielding. For two, three or four 40- 
watt lamps, or Slimline lamps in 72” or 96” 
length. Precision engineered throughout for su- 
perb efficiency. 


é 
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Sold and installed by better elec- 


trical wholesalers and contractors 
YMA tes Nes Lighting Eguypment Manuufaciiun 








LEADER ELECTRIC COMPANY ® 3500 North Kedzie Avenue ® Chicago 18, Illinois 
Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-leader, Ltd.: Brantford, Ontario ©® Canada 
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HOW CURRENT EVENTS 


WILL AFFECT 


BUSINESS 


TRENDS 





@ CURRENT economic stability that 
has now overtaken American busi- 
ness and industry appears to be the 
result of several contrasting condi- 
tions rather than any planned. pro- 
gram of business or government 
leadership. Although much of the 
effort of the governmental control 
program has been directed toward 
the establishment of semi-rigid 
controls economic activity, 
powerful non-control 
forces working against each other 
have tended to create a stalemate 


over 
nevertheless 


as far as economic change is con- 
cerned. 


Consumer Buying Cautious 

In the first place consumer buy- 
ing has been characterized by cau- 
tion and oversaving ever since the 
Chinese Korea 
which set off a buying spree of 
great force. In fact, since February 
of 1951 this trend toward caution 


intervention in 


has been increasingly in evidence. 
This fact has caused greater con- 
trol over the economy than probably 
any other factor that 
mentioned. 


might be 


In addition, it has also built up a 
pool of savings in spite of high 
price conditions that should touch 
off another whirl of buying when 
and if prices tend to soften and 
become more Econo- 
mists speak of demand only when 
the desire for an economic good is 
coupled with the ability to buy. At 
the present time, both factors are 
present but the consuming public is 
wary about the expenditure of its 
income. 


reasonable. 


Government Defense Planning 

The second non-control force in 
evidence is the government defense 
program. Due to wise administra- 
tion and planning this force has 
not been allowed to hit the economy 
with a crushing impact of heavy 
expenditure, but has been drawn 
out over a considerable period of 
time. It now will reach into 1954 
and 1955 and, with public approval 


now in evidence, it should be al- 

lowed to continue well beyond that 

date. 
Public 


heavy 


against 
spending, ap- 
pears to favor government defense 
operations in general but questions 
the possibility of waste and ineffi- 


opinion, often 


government 


ciency. This is a healthy sign, both 
for the strength of the economy, as 
well as the strength of the nation. 
So there should be a continuing 
pressure on the economic life of the 
United States for the next several 
years, at least, from governmental! 
defense spending policies. 

As can be readily seen, the two 
with 
about equal strength have resulted 


pressures mentioned above 
in a stalemate as far as business 
expansion or contraction has been 
concerned. It might be said that the 
two factors are more or less in bal 
ance at the close of the first quarter 


of 1952. 


Industrial Expansion 

The third factor noted is that of 
industrial production and expan- 
sion policy. This factor can cause 
widespread havoc in the present 
economic stability picture, if not 
carefully watched and controlled. 
Business leaders have adopted a 
cautious expansion policy so far, 
and it would appear that this same 
condition may continue through the 
greater part of 1952. 

The result has not been a heavy 
oversupply of productive facilities 
or equipment, but rather a planned 
program of expansion designed to 
keep pace with consumer buying 
patterns and the government’s de- 
fense Again, this 


policy. policy 


by J. Whitney Bunting 


This month's contributor 
to Economic Comment is 
tor of the Bureau of 
Business Research, Univer- 
sity of Georgia, and pro- 
fessor of economies. 
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speaks of health in the American 
because, unlike patterns 
evident in the past, business leader- 
ship is not moving for rapid expan- 
sion unwarranted by long range 
conditions. They appear satisfied 
with needed expansion only. 


economy 


Election and the Economy 

Post election years have always 
promoted the idea that election time 
is poor business time. This can be 
borne out by reference to most hotly 
contested political campaigns, and 
it is evident that the warmer the 
election, the colder business pros- 
pects appear to be. Many observers 
feel that the year 1952 will be no 
exception to the general pattern. 

However, certain facts enter into 
the picture this year that have not 
been so vivid in the past. First, 
there is the fact that big business 
will probably not be attacked by 
party this 
vear. Business and government co- 


candidates for either 


operation is needed more than ever 
at the present time because of the 
defense build-up program. 

Neither political party, nor their 
leadership, can afford to alienate 
business interests at a time when 
national economic strength is so 
necessary for the survival of de- 
mocracy. Regardless of which party 
emerges the victor at the November 
polls, business and industry must 
continue to co-operate with govern- 
ment for a strong nation. Any po- 
litical attempt to alienate the two 
would merely court disaster. 

Furthermore, unlike the 
prominent leaders are 
registered in both parties. The Re- 


past, 
business 


publican Party is no longer the sole 
business party, and the support of 
business leaders is being given to 
both political organizations. So, un- 
warranted attacks on “big  busi- 
ness” must be forgotten this year, 
and election campaigning must fol- 
low more valid lines. 

The wave of government scandal 
and the resulting investigations has 
illustrated clearly the fact that 


5 














WANT TO SHRINK Your 
ALUMINUM CABLES? 


es it ate et ese BAS to) ; oe Cia id ah ee ba - 


It is easy to do if you know how. Here’s how. To operate at the same 
temperature, your insulated aluminum cable would have larger size conductors 
to compensate for the reduced conductivity of aluminum. It follows then that 
your conduits, fittings and connectors would all have to be larger than for 
copper. 


But if you buy a cable having approximately the same size aluminum 
conductor that you would ordinarily buy if you were using copper, the aluminum 
cable will run considerably hotter than a copper cable would under the same 
load. So instead of using conventional insulations, which are seldom rated more 
than 140 F. (60 C.), specify Simplex-Anhydrex XX insulation. This will help 
overcome the heat problem, where voltage drop will permit, because Anhydrex 
XX is rated at 176 F. (80 C.). 


Simplex-Anhydrex XX insulation will operate at temperatures up to 
176 F. (80 C.) in either wet or dry locations at voltages up to 17,000. That’s 
how you shrink aluminum conductors. 

If you must use aluminum because of the copper shortage, let our en- 


gineers help you with your problem. 


We would be more than happy to give you the latest specification data 


on Simplex-Anhydrex XX insulation. Simply send your request to the address 


shown below. 


Simplex-Anhydrex XX is a product of Simplex Research. 


SIMPLEX-ANHYDREX XX 
Za SIMPLEX WIRE & CABLE CO. 


79 Sidney St., Cambridge 39, Mass. 
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business is in no worse ethical posi- 
tion than is governmental admin- 
istration. 

The three facts above indicate 
that business should be far less 
susceptible to attack from political 
personages than ever before. The 
result should be a good strong year 
for business development in spite 
of interest in campaigns and elec- 
tion promises. 

And regardless of which party 
emerges the victor, it is certain that 
the defense program will be main- 
tained for several years more at 
least. 


Wholesale trend in 
sales and inventories 


JANUARY sales of electrical goods 
wholesalers, all classes of houses 
combined, dropped 20 per cent be- 
low the level of the previous month 
and also reflected a decline of 29 
per cent below the January, 1951, 
sales. 

All geographic divisions reported 
sales below December as well as 
under January last year. These de- 
clines ranged from 13 to 25 per 
cent below the previous month and 
from 20 to 34 per cent below sales 
a year ago. 

While all classes of houses ex- 
perienced sales lower than a month 
earlier, as well as under January 
a year ago, wiring supplies and con- 
struction materials distributors re- 
ported the smallest declines—2 per 
cent under December, 1951, and 3 
per cent below January, 1951. Full- 
line wholesalers indicated the sharp- 
est decrease (21°) from Decem- 
ber, 1951, sales, while appliances 
and specialties wholesalers report- 
ed the principal drop (479%) from 





January sales a year ago. 

Estimated total sales of all elec- 
trical goods wholesalers for Janu- 
ary amounted to $381 million, $76 
million below the December esti- 
mate and $197 million lower than 
January, 1951, sales. 

Inventories of electrical goods 
wholesalers on January 31 rose 3 
per cent above the previous month, 
and were 37 per cent higher than 
the dollar value of stocks on hand 
January 31, 1951. Only the Middle 
Atlantic and West South Central 
regions (with small declines below 
December stocks) indicated inven- 
tory trends contrary to the national 
pattern. 

At the current rate of sales of 
610 electrical goods wholesalers re- 
porting inventories in conjunction 
with sales, stocks on hand repre- 
sented approximately 69 days’ busi- 
ness, about 15 days’ supply more 
than reported for December, and 33 
days’ more than on hand a year ago. 

Total inventories of all electrica! 
goods wholesalers were estimated 
at $717 million, $46 million above 
the December level, and $95 million 
more than the January, 1951, esti- 
mate. 


Construetion outlook 
improves for 1952 


THE OUTLOOK for the construc- 
tion industry in the third and 
fourth quarters of 1952 has im- 
proved somewhat, as the result of 
an announcement made recently by 
the Defense Production Adminis- 
tration that a substantial quantity 
of controlled materials will be made 
available for new starts in the field 
of industrial and commercial con- 
struction. 


“DPA has just completed a 
study of the material requirements 
of the military and industrial ex- 
pansion programs for the balance 
of the year,” reports Manly Fleisch- 
mann, administrator of the DPA. 
“It appears that the heavy require- 
ments of the industrial expansion 
program will reach a peak in the 
second quarter of this year and will 
thereafter decline. 

“Accordingly, there will be more 
materials, particularly structural 
steel, available in the third and 
fourth quarters for less essential 
industrial projects such as office 
buildings, stores, schools, and hos- 
pitals. 


Normal by end of year 

“A substantial number of new 
starts will be authorized for the 
third quarter, and materials will be 
allocated for that quarter. Permits 
to commence construction will be 
granted for an additional number 
of projects, and if materials are not 
available for the third quarter, ad- 
vance allotments for the fourth 
quarter will be granted at the pres- 
ent time so as to permit complete 
assurance that the project can be 
carried on.” 

The administrator added that it 
is his belief that by the fourth 
quarter of this year, construction 
in the commercial field will be very 
close to normal. However, because 
copper is likely to replace structural 
steel as the principal limiting fac- 
tor on new construction, builders 
and architects are being urged to 
continue maximum conservation of 
copper, and preferential considera- 
tion will be given to projects which 
use a minimum of such scarce ma- 
terials. 





Wholesale trends— 


Estimated total sales of wil 


ELECTRICAL WHOLESALERS—ESTIMATED TOTAL SALES AND INVENTORIES 


ne of Dollars 


Millions of Dollers 





all electrical goods 
wholesalers for Janu- 
ary, 1952, amounted to 
381 million dollars, a 
decrease of 76 million 
dollars below December, 
1951, and 197 million wed 
dollars below January. 
1951, Electrical 
wholesalers’ inventories 
as of January, 1952, 
were estimated at 717 
million dollars, an in- 
crease of 46 million 
above Dec., 1951. 


sales. 





SOURCE: OFFICE 
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by ANY Quality Standard 


by all LIGHTING Standards... When compared 
with the most approved standards in the science of 
illumination. “Magna-Flo” systems exeel: in high 
lighting efficiency, because these units are specifically 
designed for maximum utilization of the highly effi- 
cient T12 Slimline Lamp: in high light output. provid- 
ing high footeandle readings on vertical surfaces and 
horizontal levels: in proper brightness balance, to pro- 
vide maximum visual comfort and seeing efficiency: 
in elimination of direct glare. to reduce eye fatigue and 
interference with vision. 

















quality standards. You'll easily see why ‘*Magna-Flo” 





2 Excels! 


Compare Benjamin **Magna-Flo™ Industrial Lighting Systems with all established 


units excel all ways! The 


**Magna-Flo”™ line is SO COMPLETE that over 300 combinations are possible from 
just 4 basic reflectors and 3 channels. This completeness makes possible TASK- 
MATCHED installations for the proper lighting of practically all types of indus- 
trial seeing tasks. In addition, **Magna-Flo” excels: 


by all ELECTRICAL Stendards... In “Viagna-Flo” 


units you get equipment that meets the maximum 
established electrical standards to assure simplified 
installation, high efficiency and dependable operation. 
Top-of-channel knockouts provide handy line-wire en- 
trances. Channel caps are easily fastened to the channel 
by two screws. For maximum efficiency and continu- 
ously-cool operation only high-power factor “erL”- 
approved ballasts are standard equipment on “ Magna- 
Flo” lighting units. 


by all CONSTRUCTIONAL Standards... You'll find 
“Magna-Flo” excels in all ways to assure longer life 
and quicker, simplified maintenance. Reflecting sur- 
faces are genuine “Life-Time™ Porcelain’ Enamel, 
which does not discolor, scratch or become dull. Year 


. after year. original light-reflecting efficiency can be 


sustained by simple soap-and-water cleaning. Further, 
“Magnadlo” excels because ONLY “Magna-Flo” has 
“Sprnglox™, This all-metal lampholder speeds up re- 
lamping, improves lighting equipment maintenance. 


Write for Bulletin AD-5705; Benjartn Electric Mfg. Co., Dept. Z-1, Des Plaines) TH. 
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WHY WAIT? IN MINUTES 


Stab-lok 


REGISTRATION APPLIED FOR 


Stab-lok 
CIRCUIT 


BREAKERS 


a | 
ee . geo 





NO MORE WAITING for factory panelboard assem- 
blies. Simply get the correct size enclosure and the 
required number of one and two pole Stab-lok Cir- 
cuit Breakers from your distributor's stock and 
assemble your panelboard in minutes. These Federal 
Noark Panelboards meet most any requirement, too, 
for they're available up to 42 circuits. 

And when you install Stab-lok Panelboards you 
get the time- and money-saving advantages of Fed- 
eral Noark modern design. There are 4%” gutters for 


casy wiring... and the whole interior is quickly re- 
movable to give you complete box accessibility for 
wire pulling. The trim lines up automatically. Polar- 
ity sequence bussing provides complete flexibility 
for most any circuit requirement. 

For on-the-spot delivery and today’s lowest costs, 
order Federal Noark Stab-lok Panelboards from 
your distributor. 

Federal Electric Products Company, 50 Paris St., 
Newark 5, N. J. 
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a YOU CAN ASSEMBLE 


~PANELBOARDS 


WHY STAB-LOK PANELBOARD IS QUICKEST, EASIEST TO INSTALL 


BREAKERS SNAP IN PLACE: Just 
snap Stab-lok Circuit Breakers in 
= All you do is slide end of 

reaker over rugged metal hook 
and press the 4-way stabs into 
proper slot in bussing. No screws! 
No tools! Slots take either single 
or double pole Stab-lok breakers. 


REMOVABLE INTERIORS: Stab -lok 
Panelboard interiors are mounted 
on a back plate. Simply lift interior 
from box. This gives complete box 
accessibility for quick wire pull- 
ing. To replace, merely hang the 
interior on support bracket. 


ONE MAN INSTALLATION: Mount- 
ing Stab-lok Panelboard trim is a 
cinch for one man, Trim hangs on 
a support bracket, leaving wire- 
man’s hands free to work. Trim 
mounting screw holes always 
line up automatically. 





AUTOMATIC ALIGNMENT: If box is 
installed at an angle, shift (trim 
front) to vertical and tighten trim 
holding screws. And springs force 
breaker assembly against front, 
giving automatic plaster align- 
ment. 





DEAD FRONT FOR SAFETY: Filler 
plates are available to fill unused 
spaces and give the panelboard a 
solid, unbroken front eliminating 
danger of contacting live termi- 
nals. With trim installed and door 
locked, panelboard is tamperproof, 





COMPLETE FLEXIBILITY: Polarity 
sequence bussing provides a flexi- 
bility that meets most any circuit 
requirement. All breakers are in- 
terchangeable and can be replaced 
by breakers of other ampere rat- 
ings. You just pry them out. 


IT 
FEDERAL NOARK (ged 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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Medium Fluorescent Curtistrip is 
the newest addition to the Curtis 
line of wiring channels. It is ap- 
plicable to all commercial and in- 
dustrial jobs. Constructed of heavy 
gauge steel with baked aluminum 
finish. Raceway and fittings de- 
scribed below are listed by Under- A 


writers. 


COMPLETE WIRED UNITS FITTINGS 


Versatile tong and clamp type hangers. 


Medium Fluorescent Curtistrip wired 
units furnished in 8 ft. sections with 
2-lamp ballasts and 4 ft. sections 
with single lamp ballast. Available 
with closed or open-end Alzak Alumi- 
num or baked white ‘‘Fluracite’’ 
enamel reflectors. Shallow Reflector 
for general lighting, local or indirect 
lighting. Asymmetric Reflector for 
sloping surface, show windows or 
cove lighting applications. Deep Re- 
flectors for semi-concentrating light- 
ing or direct lighting over counters, 
benches, cases, etc. End cap with knockout. 


CURT : Write Dept. 015-05 for free details on. this new Medium Curtistrip and the Small and Mogul sizes. 


SEE US AT BOOTH 51, N.A.E.0. CONVENTION AT ATLANTIC CITY IN JUNE 


LIGHTING, INC. Dept. D15-05, 6135 West 65th Street, Chicago 38, Illinois 


Coupling for connecting two pieces of 
Curtistrip. 


Porcelain socket with shade holder groove 
Porcelain socket, no shade holder groove. 


Female nipple attachment for supporting 
reflectors. 


Plate to connect BX to Curtistrip. 

Single plate for all standard receptacles. 
Switch plate for standard toggle switch 
Duplex plate for oll standard receptacles 


Fivorescent lompholder plate. 


Aer TOA TMM SO0 8 PY 
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Our record of dependability 
speaks for itself 


Power-line companies that use Bell System Communica- 
tions have dependable service. Continuous preventive 
maintenance, backed by 75 years experience in the 
communications business, insures that dependability. 

On the rare occasions when there is interruption, 
trained and experienced men move in quickly to restore 
service. Our nationwide network of circuits also enables 
us to change quickly to alternate routes in cases of 


emergency. 


FQ 
| Men" 


PRIVATE-LINE TELEPHONE TELETYPEWRITER MOBILE TELEPHONE 


We offer a wide variety of services, using cable, radio 
and wire. This enables us to fit communications to vour 


individual requirements. 


You are interested in good, dependable communica 


tions. ‘The record shows we can provide just that. 


Your Bell Telephone Company will be glad to study 
your communications problems and needs without charge, 





(a 


BELL TELEPHONE 


METERING CHANNELS SYSTEM 




















You get single-phase ML32 for same price as 8-step unit. And look at these features! 


+10% regulation. 20% range of regulation in thirty-two °4% steps. 


Complete range of ratings in the 2500-volt class (50 to 150 amps), the 5000-volt 
class (50 to 100 amps) and the 7620-volt class (25 to 100 amps). 


New improved switching mechanism has controlled tap-changing speed that gives 
maximum contact life. 


Class | control accuracy—the highest accuracy classification defined by industry standards. 


New position indicator is large magnetic-type, slanted downward for easy reading from 
ground. 


For more information on today’s best regulator buy get in touch with your local General 
Electric Apparatus sales office. Or write General ElectricCo., Sect., 404-89, Schenectady 5, N.Y. 


GENERAL @@ ELECTRIC 

















a 
. 


factories 
offices 
schools 


H oe liahs: : stores 
miller leaders in lighting since 1844 nubli¢ buildings 


Miller lighting systems give you the maximum benefit 
of proper lighting. Easy, accurate vision for best accomplishment. 
They are engineered for easy installation —for low maintenance — 
for long service —for finest dollar-for-dollar value. Behind them 
are 108 years of pioneering and progress in GOOD LIGHTING. 
There’s no need to compromise on lighting that’s “almost” 























right. Miller has a complete line of luminaires— Fluorescent, 
incandescent, and Mercury-vapor —that cover a wide range 
of industrial and commercial lighting requirements —that have 
been proven in thousands of installations. 
Light with confidence the proven Miller way. Miller field engineers 
and distributors are conveniently located for nation-wide service. 


Luminaire shown is the new Miller Slimline 50 Foot 
Candler Jr. It gives industry the ideal PLUS combination 
of up—and—down lighting. DOWN-LIGHT for overall illu- 
mination, plus UP-LIGHT—from new apertured top re 
flector to minimize brightness contrast. 


THE ” o COMPANY weniven, CONN. 
SINCE 1844 


ILLUMINATING DIVISION 1EATIN ROC v ON RO NG MILL DIVISION 


Fluorescent, Incandescent, Mercury Lightin s in Sheets, Strips and Rolls 
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Meet Contractors’ Needs 


Conduit at RIGHT ANGLE Conduit PARALLEL 


By designing its products to do BEST the jobs for which they are intended 
—providing helpful service of experienced representatives 
—and selling through the most reputable wholesalers 


Steel City Leads In Meeting Contractors’ Needs 
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You should expect the best value 


from G-E fluorescent lamps 

















WATER TOO PURE TO DRINK HELPS GIVE YOUR CUSTOMERS MORE LIGHT. It’s the water 
on the right you wouldn’t want to drink. It’s so pure it’s tasteless. You’d prefer the water on the left. Ordi- 
nary tap water, it’s safe enough for drinking. But not for G-E fluorescent lamps. A chemical reagent shows 
mineral impurities. If they got into the phosphor coating, they would cut light output. On the glass tube, 
they would create a streaked look. So General Electric uses the specially ultra-deionized water shown at 
right in making our phosphors and to wash our lamp tubes. It’s twice as free of minerals as distilled water. 
A small precaution — perhaps. But it helps give your customers more light and better looking lamps. 
It’s another reason why you and your customers should expect the best value from G-E fluorescent lamps. 


You can put your confidence in 


GENERAL @@ ELECTRIC 
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HIGHER PUNCTURE VOLTAGE VALUES WITH 


VICTOR NO. 900 
SUSPENSION INSULATOR 


’ u 
Laboratory tests prove VICTOR PURIFIED PORCELAIN has 18% HER . S PR Oo oO F! 


ay i tiatie 
higher mechanical impact values, an wes ovement - ee a a 
the range of M & E strength values and oil puncture values that 15,000 Ub. Seapenden tustaters picked from prodestion 
are, remarkable (See charts at right!) runs. These charts show test results of puncture under oil 


Secret of VICTOR PURIFIED PORCELAIN is the removal of SERS SE Se Sy ENS Oe ee 
mineral salts from water used in processing. Years of research piranha enon le 
in this field have reduced fluctuations in shrinkage and density demineralization. The second shows percent average 
and practically eliminated the formation of microscopic, glass- deviation of puncture valves. 
like impurities which, up to now, have prevented attainment 


of maximum strength and hardness. Result—the finest insu- TEST RUNS OF PUNCTURE UNDER OIL 


lator porcelain ever made! 


VICTOR INSULATORS, INC. © VICTOR, N. Y. 








es before demine 


BLACK—Average puncture values ofter 
RED —Ave puncture v 


Average Puncture Values of Tests Run 


BLACK—Oil puncture tests after of woter 
REO—Oil puncture tests before deminerclization of water 


SPY ePFNOURwYN— OO KR 


Percent Average Deviation of Puncture Values 
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a new line of Industrial fixtures! 





—_ Nadalite 








Tole} am f 














Special 





J — 


“NO WELDED pars... ARABOLE RepyecTOR...GREATER Lay cy evs 




















A complete new line of more than 150 models in three basic price ranges featuring parabolic re- 
flector for maximum down light . . . normal lamp cut-off of 15°, which is in excess of all laboratory 
requirements . . . and toughest possible resistance to oxidation. There are no welded parts—sec- 
tions are phosphatized and finished before being assembled with plated screws. 





pecoritrs Ushoratoriog 
sptcr 10 Fee 


wan “4 areas 








79102 








a La. 1919 PIEDMONT CIRCLE, N. E., ATLANTA, GEORGIA 
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Midget Size POWER PLUGIN 
Busduct is the ideal system of power dis- 
tribution for small machines and other sim- 
ilar plant equipment. 

Underwriters’ Laboratories approved, this 
modern system of power distribution pro- 
vides 60 amp., feeder capacity for 2, 3 or 4 
wire systems for 14 to 3 H.P., 240 volt 
motors, AC or DC with conventional type 
fuses and 714 H.P. maximum for motors 
with dual element fuses. 

The 2 and 3 conductor types provide 220 
volts single phase or three phase power to 
motors, while the 4 conductor type pro- 
vides single or three phase power for motors 
and 120 volts for machine illumination or 


provides “Plug in and 
Go” Power for smaller 
installations . i EP 


small pump motors on return lubrication 
systems. 

Midget Size ( POWER PLUGIN Busduct 
is only 312 inches wide and 2 inches deep 
in size. It is available in five and ten foot 
sections with plugin outlets every twenty 
inches thus permitting machines to be 
moved in and out of production lines with- 
out slowing down or delaying operations. 
Special lengths and closer spacing of out- 
lets are also available for application on 
production benches and equipment. 

Contact your nearest @ representative, 
listed in Sweet's, or write for Bulletin No. 
704, for further information on this econom- 
ical, flexible system of power distribution. 











ERASE ETRE ES LN ILL Tea a PE ONE Be RL fs RE EE TNE ee aR PS BOT NE RIN Eo TO ST " 


Srank e(dam Electric Co. 


P.O. BOX 357 ST. LOUIS 3, MISSOURI 
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New COOK 
, "Chimney Style” 
Attic Fan" 


A Fan Housed in 
a Steel Chimney! 





vinylite- 
Ided steel 


auto- 


Weatherproof, 
coated, all we 
chimney -¥ ith 
matic dampers- 


*Patent pending 


Direct drive motor, ball 
bearing equipped, totally 
enclosed, rubber mount- 
ed. Two speeds. 3300 
CFM or 2000 CFM. 


\ gaitish velocity movement 
of air from attic. 


ae eEN 


{ Slow ego circulation 











throughout living quarters. — on he —— 
drains. 
EASY TO INSTALL! LOW COST! THIS NEW, 


GOOD LOOKING, “CHIMNEY STYLE" ATTIC FAN 
HAS 10 ADVANTAGES OVER ORDINARY FANS! 


1. Steady air exhaust regardless of outside wind 
pressure. 

2. No large, costly exterior louvers needed. 

3. Saves valuable attic space. 

4. Small, attractive ceiling louvers used. (lower cost) 

5. Quiet! Fan is separated from living area by attic. 

6. Good looking on houses or motels. 

J. Lightweight unit can be placed anywhere on roof 
. locate ceiling louvers in any room, or rooms. 

8. Can be used effectively to draw humidity from 


walls in Spring in colder climates by closing ceil- 
ing louvers. 


9. Costs less to install than other attic fans. 


10. Easy to install. Fits between standard roof raft- 
ers; pitch can be cut on the job or factory cut. 
Self-flashing. 


Write teday for new booklet. 
still open. The -Loren Cook Company, 
664 


Deolerships 


Front Street, Berea, Ohio. 

















NEW 
completely 
grounded 
portable lighting 
M<GILL 5000-G series 


cat ERY | 3-WIRE 
corcenvaut 7" € \ Portable Lamp Guards 






Ne. 5025-SLRG 2 






Now you can have com- 


pletely grounded portable 






lighting that complies with 
‘all Underwriters’ Laborator- 
ies requirements for 3 wire 


, No. 5025-SRG 
Grounded Lamp 
Guard. Closed 
end cage. 
— grounded electrical systems 
in so many modern plants. 
In addition the new McGill 5000-G Series 
Lamp Guards offer industry the first fully 
grounded portable with an Approved 3 
wire convenience outlet. This provides a 
connection for drills, saws or other power 
tools quickly at the working area — with- 
out extra extension cords. 

The 5025-SLRG model has an impact 
resisting molded phenolic handle that is 
positively insulated. It is equipped with a 
lensed cage for illuminating otherwise in- 
accessible areas, a built in LEVOLIER 
switch and 16-3SJT red thermoplastic cord 
and plug. Available without cord and with 
closed end cage as 5000-SG. 

Select a suitable model at your electrical 
wholesalers or write for descriptive litera- 
ture today. 







APPROVED ) WHR CROUNDLO COMVENUCNCE OWTLET 


(mi, MOLL O PHENOLIC PLASTIC MAKE 


LEPOLIER SeHTCH AND 
SOCKET ASSERT 


onty MGILL 


MAKES Yercie- 
SWITCHES 





Mc Gill Manufacturing Co., Inc., 650 N. Campbell St., Valparaiso, Ind 
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Quality is a set of a 


@ teristics that go well beyond 
the surface. For KILLARK, 
it literally means “clear- 
through” dependability: ¢ 
Solid Alumalloy construc- ( 
tion for a lifetime of corro- 
sion-proof service with satin- 
smooth finish for attractive 


appearance. ( 
ws 


_ ELECTRIC MANUFACTURING COMPANY 


VANDEVENTER LAND EASTON! © ST. LOUIS F MISSOURI \ 


\ | 








A man’s work 


Edwin F. Guth, Sr., has given fifty years of his 


life to his work with almost religious devotion. 


His efforts have been rewarded. 


His company, now celebrating its Golden Anni- 
versary, is recognized as one of the leaders in 
the lighting industry. He has achieved fame for 
his contributions to the betterment of lighting. 
We at GUTH pause to honor this man who has 
shaped the past and future of our company. 


Thanks, E. F. Guth, Sr. And thanks to all of you 
who have been so wonderful to us during this 
past half-century. 


THE EDWIN F. GUTH CO. / ST. LOUIS 3, MO. 
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SAVE MAN HOURS—REDUCE OUTAGES 
with the 1) 34 / 63 Vili d/ 
Group Operated 


Rotating Insulator Type 
DISCONNECT SWITCH 


provides Cooler MAINTENANCE-FREE Operation 
\ 





Ny unit that helps keep the meters 
turning and reduces the man hours 
required to keep it operating is worth 
investigation by any power company. 
Here are just a few of the advanced 
design features that make this switch so 
desirable today. (For more detailed in- 
formation write for bulletin 8-33.) 


1. Heavy beryllium copper spring 
contacts with silver overlay at both ends 
of blade. oe 

2. Fully adjustabletocompensateforany 
changes in switch mounting structure. 
3. Positive current path to blade through 
blade contacts at both ends of switch. 
With this switch dependable perform- 
ance under every variety of weather and 
operating conditions is assured. 


JAMES R. KEARNEY CORPORATION 
4224-42 Clayton Avenue + St. Levis 10, Missouri 
Cenedion Plant: Guelph, Ontario 


JAMES R. 


KEARNEY 
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KEARNEY Gives a Little More for a Little Less estsial 





-oeby appearance 


you can always tell HAZACORD 


the METAL MOLD CURE makes the difference 


OU can always tell HAZACORD—first, by appear- 

ance, and second, by performance. It’s the 
metal mold cure that makes the difference... 
makes HAZACORD the best flexible cord you’ve 
ever used. 

When the metal mold in which HAZACORDS are 
pressure vulcanized is stripped away, the name 
HAZACORD appears in raised letters on the sheath, 
as shown in the illustration. This embossing is your 
proof that every foot of HAZACORD is mold cured. 

But it’s in performance that you find the real 
difference. Mold curing makes the Hazaprene 
ZBF Sheath denser, smoother, and tough enough 
to take the worst kind of beating. Despite oil or 
grease, heat or flame, moisture, weather, abrasion 
or mechanical damage, HAZACORDS keep your 
portable power tools and equipment on the job 
at all times. 


Inside this rugged mold-cured sheath are extra- 
flexible conductors, a carefully compounded rub- 
ber insulation, and strong fibrous laterals. The 
design, construction and materials of each com- 
ponent adds to the longer service life and superior 
performance of HAZACORDS. 

But it’s the metal mold cure that makes the big 
difference ...that tips the balance between an 
average portable cord and high performance 

HAZACORDS. It’s why produc- 
tion and maintenance men 
everywhere are saying HAZA- 
Corps last longer, perform bet- 
ter and save money. Write for 
HAZACORD BULLETIN ES-444, 
Hazard Insulated Wire Works, 
Division of The Okonite Com- 
pany, Wilkes-Barre, Pa. 


GJINLND led wie ad ea frre 
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CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on pages 29, 91 and 93) 


1008—Electrical Equipment. The latest edition of the 
Federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 


1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 


1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 


1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 

1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 


1068—Wire and Cable. Rome Cable Corporation, Rome. 
N. Y., has just published a new “Bare and Weatherproof 
Wire and Cable” catalog, No. 22. By word and picture 
the story of Rome wire and cable including specifications 
and a technical section, is brought to the reader. 


1076—Modular Lighting. A 20-page booklet containing 
interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
cago 14, Il. 

1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. This 
covers full engineering data and full engineering informa 
tion and layout help for architects and engineers. 


1086—Connectors and Couplings. Tomic Sales and En- 


‘gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 


have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con- 
nectors. 


1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 


1090—Midget-Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, available from Frank Adam Electric Co., 
3650 Windsor Pl., St. Louis 13, Mo. 


1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 


1094—Photoelectric Controls for Street Lighting. A 
four-page catalog sheet. Bulletin 63300B, gives full infor- 
mation on photo-electric controls available from Fisher- 
Pierce Co., Inc., 59 Pearl St., So. Braintree, Miss. 


1110—Flexible Cords and Portable Cables. Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa. 


1124—Crouse-Hinds Condulets. A newly compiled 
“Abridged Listing” features over 85% of the complete 
line of C-H Condulets, plugs, receptacles, industrial light- 
ing fixtures, controls, panelboards, and signalling devices 
in a 168-page catalog. Quick reference is provided by a 
detailed contents page and an alphabetical index. The book 
is designated as Catalog 3100 and is available from 
Crouse-Hinds Co., Syracuse, N. Y. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 

Please send me the bulletins and catalogs indicated. 
(Print Plainly) 

Name 

Company 


Address 


City & State 





April, 1952 


Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 
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HUBBARD 4-WAY 
WOOD STRAIN INSULATORS 


for 


maximum strength 


WY en Tension is applied to the Hubbard Wood Strain 
Insulator, the interlocking plates move forward simul- 
taneously, and the inclined planes under the heads and nuts 
of the assembly bolts move uniformly inward, exerting a 
pressure in a direction 90-degrees to the line of pull on all 
four sides of the wood member. The design takes advantage 
of a higher percentage of the fibre strength of the wood 
than any other type of wood strain insulator. 


The end plates almost completely enclose the wood, 


Large arrows indicate direction of pull. 
Small arrows show the direction of re- 
sultant forces on wood member when 
strain is applied. Pressure is inward 


on all sides of the wood. 


preventing end-checking over long periods of service. The 
wood member and the mechanical attachments of the fit- 
tings to the wood are the strongest parts of the strain 
insulator. When pulled to destruction, failure occurs at the 
clevis end of the attachment strap. This is desirable. as the 
strength of these straps is fairly constant and can be pre- 
determined, whereas wood, and attachments to wood are 
variable as to strength properties, especially over long 
periods of exposure. 


ESTABLISHED 1843 


HUBBARD.» COMPANY 


PITTSBURGH * CHICAGO + OAKLAND, CALIFORNIA 


ee | flaceg the Load on fhibbard thardiware!” 
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1128—Display Lighting. “The New Idea In Display 
Lighting”, a colorful, well-illustrated 12 page catalog has 
been recently issued by the Amplex Corporation to describe 
their new Swivelite Accent Lighting Fixtures. The com- 
plete line includes canopy hood units, cluster assemblies, 
portable bases, screw-in hood units and hi-hats. Catalog 
may be obtained from Amplex Corporation, 111 Water 
Street, Brooklyn 1, N. Y. 


1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of conduit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10, Mass. 


1134—Portable Cables For Low Voltage. A well illus- 
trated 24-page catalog. Describes and illustrates the wide 
variety of single and multi-conductor cables for this volt- 
age. Complete splicing instructions included. Copies may 
be obtained from Simplex Wire & Cable Co., 79 Sidney 
Street, Cambridge 39, Mass. 


1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp. Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 


1140—Pole Line Hardware. Catalog No. 50 has just been 
announced by Hubbard and Co. Hundreds of new products 
in the pole line hardware and accessories line are included 
in this new edition which is bound in burgundy fabricoid, 
embossed, and printed in two colors throughout. 


1142—Time Switches and Timers. Catalog 1010, describ- 
ing time switches and timers, available from Sangamo 
Electric Co., Springfield, Ill. Detailed information is pro- 
vided about various units, and specifications and illustra- 
tions are liberally sprinkled throughout. Information for 
ordering switches is included at the back of the catalog. 


1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 
has just been issued by Lithonia Lighting Products Co., 
Lithonia, Georgia. It contains descriptive material and 
specifications on a wide range of fluorescent equipment 
suitable for residential, commercial, industrial and other 
applications. 

1146—Ceil Heat Electric Radiant Heating Cables—New 
illustrated folders, fully describing Ceil Heat invisible 
Electric Radiant Heating Cables, have just been issued by 
the Ceil Heat Division of Homes, Inc., 5212 Homberg Dr., 
Knoxville, Tenn. Consumer explanation of radiant ceiling 
heat as well as technical installation instructions are in- 
cluded in the literature. 


1150—Fluorescent Fixtures. Colorful, 20-page catalog. 
Front cover shows interesting illustration of “Light 
through the Ages.” Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by 
Light & Power Utilities Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn. 


1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE 
industrial and residential wall and ceiling fans. Write to 
Perfect-Line Manufacturing Corp., Old Country Road and 
Railroad Avenue, Hicksville, L. I., N. Y. for a copy. 


1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial, industrial floodlighting equipment manufactured 
by the Jones Metal Products, Inc. of West Lafette, Ohio. 
Several new sections have been added and all major light- 
ing units have revised illustrations, cutaway views, di- 
mentional drawings, plus typical installation diagrams and 
photos. 


1166—Electrical Fittings. 40-page illustrated catalog 
and price list and wide Gedney line. Shown and listed are 
conduit, threaded entrance, SEC, EMT and ground fittings, 
and box connectors for both armored and non-metallic 
cable. Most of the line is made of tough malleable iron and 
hot dip galvanized. Desired copies available from Gedney 
Electric Co., RKO Bldg., Radio City, New York 20, N. Y. 


1172—Bus Duct Manual. A new 68-page manual describ- 
ing types of bus duct and accessories available, and pre- 
senting application and test data, specifications, informa- 
tion on pricing a typical bus duct installation, and a typi- 
cal bill of materials, is available from Westinghouse Elec- 
tric Corporation, Box 2099, Pittsburgh, Pa. The manual 


is designated as Bulletin No. B-4272A. 
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1178—Remote-Control Wiring System. Bulletin 16-200 
is a 36-page manual describing layout and installation of 
remote-control wiring, and is available from General Elec- 
tric Co., Construction Materials Dept., Bridgeport 2, Conn. 
Advantages and explanation of the system are followed by 
illustrated installation procedure. System components, cir- 
cuit diagrams, and a typical home layout round out this 
completely descriptive manual. 


1180—Fluorescent Lighting. 24-page catalog describing 
complete line of commercial, industrial strip and kitchen 
lighting units, shielded and open, showing installation and 
maintenance data and price lists. Available from Louisville 
Lamp Co. Louisville, Ky. 


1182—Switch and Bus Insulators. A new bulletin giving 
specifications engineering data, contours, dimensions, etc. 
on its full line of Switch and Bus Insulators has been re- 
cently published by Victor Insulators, Inc. of Victor, N. Y. 
Write for Bulletin No. 5 or use reply coupon below. 


1184—Underground Cables. Complete 16-page catalog. 
Describes construction and illustrates uses for Simplex- 
ANHYDREX Cables. Catalog contains cable weights and 
diameters, as well as complete splicing instructions. Copies 
may be obtained from Simplex Wire & Cable Co., 79 Sid- 
ney Street, Cambridge 39, Mass. 


1186—Industrial and Domestic Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, is 
currently offering an Industrial and a Domestic Catalog. 
The Industrial Catalog (EC-62R) gives complete descrip- 
tions, specifications and illustrations of Electromode Sus- 
pension-Type, Combination Portable and Suspension, and 
Explosion-Proof Heaters, and includes data on control 
equipment, mounting and wiring diagrams, illustrations of 
typical installations. Also information on how to figure 
heat loss. The Domestic Catalog (EC-63R) is full of typical 
installations for wall-type, portable, automatic and non- 
automatic Electromode Heaters, with complete specifica- 
tions and suggested uses; also includes instructions for 
installation of wall model heaters. 


1188—CSP Distribution Transformers. A 32-page, three- 
color catalog, “Transformers That Cut Distribution Costs,” 
is now available from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. The “how” and “why” of these 
transformers is presented in four divisions: performance, 
evidence, construction, and the products. 


1190—Electrical Fittings and Fixtures. Blackhawk In- 
dustries, Dubuque, Iowa offer a new 2-color bulletin describ- 
ing and illustrating B-I Electrica] Fittings and Fixtures. 
Included are conduit and cable fittings, conduit and cable 
straps, staples, box supports, sill plates, locknuts and 
bushings, wire holders and yard lights. 


1192—Wire Pulling Lubricant. Illustrated six page 
folder showing the advantages of an improved Y-Er Eas 
wire pulling lubricant is available from Electro Compound 
Company, 3812 West 150th Street, Cleveland 11, Ohio. 


1194—Residential and Semi-Commercial Fixtures. Ac- 
cent lighting fixtures are the subject of a new catalog 
page, Form A-267, released by Amplex Corp., 111 Water 
St., Brooklyn 1, N. Y. These Amplex Swivelite Residential 
and Semi-Commercial Units come in desk and table lamps, 
downlites, and wall fixtures and pin-ups for a variety of 
applications including offices, hotels, department stores, 
specialty shops, and homes. 


1196—Recessed Lighting. The relative efficiency of 
Kirlin recessed lighting is explained and illustrated in a 
new bulletin, of special interest to contractors, which is 
available from The Kirlin Co., 3435 E. Jefferson Ave., 
Detroit 7, Mich. Concise data are listed alongside illus- 
trations of various installations utilizing both incandescent 
and fluorescent. 


1198—Hazardous-Location Equipment. Bulletin 2631 
contains up-to-date information (following 1951 Code re- 
vision) on why equipment for hazardous locations is de- 
signed and built as it is, and is available from Crouse- 
Hinds Co., Wolf & 7th, No., Syracuse 1, N. Y. A detailed 
treatment of Article 500 of the 1951 Code is found in 
Bulletin 2627, also available from Crouse-Hinds. 

1200—Fluorescent Fixtures. Complete information on 
fluorescent lighting for offices, commercial interiors of all 
types, industrial plants, school, libraries, etc., available 
from Leader Electric Company, 3500 N. Kedzie Avenue, 
Chicago 18, Illinois 
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COMPETITION Turns Luxuries into Necessities 


0 millions of people throughout the world, wash- 
wa machines, radios and television sets are mi- 
raculous inventions remote from their lives . . . for 
the wealthy only. 

In the United States, however, a new product 
appears in no time in the homes of wage earners as 
well as salaried executives. 

Consider television, for example. Only 6,500 sets 
produced in 1946 . . . over 5,000,000 in 1951. Or 
washing machines . . . more than 24,000,000 in 10 
years. 


What has Competition to do with this? 


Do you think we'd continue to get more and better 
products if only one company made each item or 
each line? 

No! We get more and better products here in 
America, because anybody who thinks he can make 
anything better or sell it more efficiently is free to try. 

And many succeed. Take electrical products like 
radios and television sets . . . and home appliances 
like washing machines and electric fans. Does the 
biggest company monopolize this industry? Not by 
a long shot! Even counting all its affiliated com- 
panies, it still sells less than 1/5 of such products 
bought in this country. 

There are nearly a thousand other companies that 
make home appliances, radios and television sets. 
And they do more than 4/5’s of the business! The 


smallest of them make the biggest companies hustle 
their bones to keep making products better and better. 

In America, a better product can always win con- 

sumer acceptance in any field. 
Let’s keep the COMPETITIVE SYSTEM working for us 
The Competitive System can be killed! When indus- 
tries are run by government, when taxes are so high 
that they destroy the incentive to work hard and 
risk savings in business ventures, the Competitive 
System languishes and dies. 

You've seen it happen in other lands. Let’s not 
let it happen here. 

Let’s all of us watch closely to see that those who 
represent us in government are working with us and 
for us to preserve our Competitive System; to as- 
sure a tax structure that leaves enough incentive to 
make hard work worthwhile, so that any man with 
ability and energy has a chance to earn good money 
and keep most of it. 

Competition thrives best where the rewards are 
high. People live best where competition thrives. 


— . 


This report on PROG RESS-FOR-PEOPLE is published by this 
magazine in cooperation with National Business Publications, 
Inc., as a public service. This material, including illustration, 
may be used, with or without credit, in plant city advertise- 
ments, employee publications, house organs, speeches or in any 
other manner. 


THE COMPETITIVE SYSTEM 
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DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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WHAT IS YOUR 
EXPERIENCE, 
MR. EXPERT? 








HOW +OnG SHOULD IT 


TAKE TO INSTALL THE 
NEW 2iby-Philitc TROFFER 


make a memo of your lowest ‘‘guess-timate’’ now! 


Take it with you to NEMA’S 4tH INTERNATIONAL 
LIGHTING EXPOSITION, in Cleveland, May 6th-9th. 








Stop at Ruby-Philite’s BOOTH No. 158 and match your 





guess against actual, timed installations of the new Ruby- 
Philite troffer in a typical JM ceiling opening. But, be 
careful...keep your “guess-timate” low! You're liable to 
find the troffer completely installed, without the use of 
tools, before you can say, “That’s Impossible!” 


32-02 QUEENS BLVD., LONG ISLAND CITY 1, 





BOSCH BREWING COMPANY REPORTS: 





No outages...no maintenance... 
"We FORGOT WE HAD Transformers" 


“The trouble-free service we received from 
Westinghouse Dry-Type Transformers actually 
caused us to forget they had been installed,” says 
the General Manager, Bosch Brewing Company, 
Houghton, Michigan. 

“We solved a tough installation problem by 
fitting them into a crowded wall space where 
neither a larger transformer or a disconnect switch 
could have been located,” says the contractor, 
Coon’s Electric Shop, Hancock, Michigan. 

For five years, two 10-kva Westinghouse Dry- 
Type Transformers operated with no outages, no 
maintenance . . . decreased a critical heavy load 
on 3-phase power circuits caused by expanding 
plant facilities . . . eliminated the need ‘for a 
separate lighting service. 

You can meet the demands of changing elec- 


trical loads most economically with Westinghouse 
Dry-Type Transformers. Easily mounted wher- 
ever power is needed, their small size and light 
weight make them easy to install. Mounted close 
to load centers, they cost less to operate, reduce 
power losses. Available with or without built-in 
breakers. Get a more complete story from your 
local Westinghouse representative. Or write to 
Westinghouse Electric Corporation, Transformer 


Division, Sharon, Pennsylvania. J-70624 


DRY-TYPE 
TRANSFORMERS 
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APPLETON in the specifications 
MEANS 


PERMANENCE in the building! | y 





La 
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One RELIABLE Source for EVERY 
Electrical Wiring Requirement 


The above specifications are from a recent bank building job— 
a job that called for lasting dependability, first quality through- 
out. Appleton fittings were specified because they’re precision 
engineered to meet requirements—made to highest standards in 
Appleton’s own foundries and fabricating plants. 

Whether it’s a simple installation or an intricate system of 
wiring for a highly hazardous location, you'll find the exact 
fittings required in the 15,000-item Appleton Line. 

Skilfully designed for fast and easy installation, Appleton 
fittings provide top performance in any type of electrical con- 
struction or maintenance. For faster completion of better jobs, 
specify Appleton, STANDARD FOR BETTER WIRING. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1754 WELLINGTON AVENUE + CHICAGO 13, ILLINOIS 


Field Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Blvd. © CLEVELAND, 1836 
Euclid Avenue * SAN FRANCISCO, 655 Minna St. ¢ ST. LOUIS, 227 Frisco Bldg. ¢ LOS ANGELES, 
100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard,N.E. © BIRMINGHAM, 809 Brown-Marx Bidg. « 
MINNEAPOLIS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasont 
Street ¢ BOSTON, 10 High Street © DENVER, 1921 Bicke Street © PHILADELPHIA, 2013 Locust Street © 
CINCINNATI, 608 American Bidg. © HOUSTON, 717 M. & M. Bidg. © HAVANA, Cubo, Malecon No. 9 

IGHAMTON ¢ DALLAS ¢ INDIANAPOUS © KANSAS CITY * ORLANDO ¢ MILWAUKEE © 

NEW ORLEANS © SEATTLE © PORTLAND, ORE. 


Export R i { ional Standard Electric Corp., 67 Broad St., New York 4, N. Y. 
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CONDUIT FITTINGS + LIGHTING EQUIPMENT + ourtet AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS + REELITES 
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“INSTANT-EASE" 


FULLY CONCEALED 


HINGED FRAMES - 


a 
PLUS MA 


Heavy steel construction 


Extra-wide, ONE-PIECE chrom- 
ium plated frames to elim 
inate light spillage 


Aur vents on all four sides of 
box provide extra ventila 
tion for longer lamp life 

Key slot knockouts on top, for 


direct mounting of 4” outlet 
box to recessed box 


@ ATTRACTIVE Frosted glass witt 
pleasing design to harmonize with any 
surroundings 


@ EFFICIENT Glass extends grace 
fully below frame . No dark spots 
on ceiling. Excellent light diffusion 


@ ECONOMICAL-——Progress-priced to 
make luxury lighting available to 
every home-owner. 


800 Series 

Available in 5 sizes! 

Square and rectangular ‘ 3 Showing unit open for 
relamping or maintenance. 


ae HOME’’ ANYWHERE IN THE HOUSE 


< > 


Serine 
v7) jp) 
ae 


RECREATION ROOM KITCHEN and DINETTE BATHROOM HALL and STAIRWA 


PROGRESS MANUFACTURING CO., INC. 


> >, : ) 
GERMANTOWN AVENUE r “a PHILADELPHIA 22 
aus Meares steeet Leaders in Lighting for Ftalf a Century oc ae. VAM) A 


WRITE FOR BULLETIN NO. REK-52 








Sylvania Louvered Troffers and swivel spots 
provide general illumination plus accent 
lighting for dramatic merchandise displays. 


DRAMATIC CEILING LIGHTING... 
FOR BETTER SEEING... BETTER SELLING 


New versatile Sylvania Trof- 
fers make lighting a part of 
interior design. You can make 
lighting an integral part of ceiling 
design with the improved line of 
Sylvania Troffers. 

These shallow, versatile units 
may be recessed in practically any 
ceiling to form decorative lighting 
patterns. They give ample illumina- 
tion where required . . . without in- 
terrupting planned architectural 
simplicity. 

New flexibility 
You'll find Sylvania Troffers adapt- 
able to a great variety of modern 
needs. Available in two. four, six or 
eight-foot lengths . . . for single or 


Detail photo shows 45 
x 45° louver shielded 
troffers in continuous 
row with swivel spot- 


light. 


continuous row installation. 
Equipped with choice of shieldings 
which include 45° x 45° louvers, 
translucent ribbed Albalite glass, 
Twinlite concentrator type lens, 
curved glass lens or light-weight 
plastic. Spotlights and corner boxes 
to match! 

Easy maintenance is another im- 
portant feature. Shielding frames 
are hinged for quick tube replace- 
ment... close tightly with a spring 
latch. 

So, for new installations or re- 
modeling jobs, remember Sylvania 
Troffers. New folder gives full de- 
tails. Mail the coupon for your copy 
now. 


SYIVANMIA F 


Sylvania Troffers, with Albalite shielding, also pro- 
vide attractive “pattern” lighting for informal or non- 
working areas. 


; thee Electric 
Jept; L.2 
a 2804, 17 740 Bway, Ny # 19, 
send me ‘llustray +s . 


full line of Syl ania f, me folder 
offers 


dese ribing the 


Name 


! ie 
! Street 
! 


FIXTURES, FLUORESCENT TUBES, SIGN TUBING, WIRING DEVICES; LIGHT 
Dy w=: RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PROD- 
Dy ELECTRONIC TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 
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LIGHTING DIVISION 
e 4th International Lighting ACL SUR Shee eeee 
xposition in Cleveland (May 6-9). 
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no description needed... 





those who use neral switches 
know WHY— 





7 


neral | 


Switch Corp. 


49 Roebling Street Brooklyn 11,N.¥. | 


WRITE FOR CATALOG #5201 L — 


they are without equal! 





ENCLOSED SAFETY SWITCHES - BRANCH CIRCUIT PANELS - SERVICE ENTRANCE EQUIPMENT 
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Seretoretetereg 


brings YOU 


——y more profit 
with this new line of 


PERFORMANCE SELLS || FLUORESCENT FIXTURES 
Don’t compromise on quality 


Ability to move air in sufficient quantity and to do it 
... get our prices first! 


quietly—that’s the kind of performance which sells 


American Blower Ventura Window Fans. 





Without exception, customers who have purchased 
these reliable fans have been delighted with their excel- 
lent performance! 

Customer acceptance like this, backed by products 
that are quality built, reasonably priced and easy to 
install, are more reasons why you can build a better 
reputation, earn more profits with American Blower 
Ventilating equipment. 


Ask your nearest American Blower Branch Office for 
data. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Oivision of American Raviaror & Standard Sanitary cosrosanos 


Sell quality! 





Packaged Ventura 
Attic Fon—Built for 
vertical operation in 
low bridge attics 
Only 10 easy steps 
to install. Ratings 
are Certified. A real 
profit maker. 





Serving home and industry: AMERICAN STANDARD © AMERICAN BLOWER + ACME CABINETS 
KEWANEE BOILERS + ROSS HEATER + 


CHURCH SEATS « 


DETROIT LUBRICATOR - 


Model A Ventura Fans 
—Smartly styled 
No exposed wiring 
Smooth, easy-to 
clean surfaces. Built 
in capacities from 
1000 to 9700 cfm, 
free delivery. 12 sizes 


Utility Sets—Fine as 
supply or exhaust 
fans in stores, schools, 
etc. Have Aileron 
Control for regula 
tion of air flow. Ca- 
pacities from 517 to 
17,925 cfm at "4" SP 


TONAWANDA IRON 





“NATURLITE” Fluorescent fixtures are sold 
through recognized wholesale dealers. 


Write now for further information on this new line or 
for answers to any other lighting problem you may have. 


LIGHT & POWER UTILITIES CORP. 


1035 Firestone Bivd. 667 Madison Ave. 





Memphis, Tenn. New York 21, N. Y. 
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“In the design of modern houses, we 
find that a concealed heating system 
such os Ceil Heat, electric radiant 
ceiling cable, affords us the oppor- 
tunity of unlimited design freedom, 
resulting in greater utility, comfort 
and beauty in space arrangements.”* 


Bianculli, Palm & Purnell, Chattanooga 
Architects for the Model House 


Now everyone can enjoy better living through Ceil 
Heat, the revolutionary electrical ceiling cables that pro- 
vide invisible radiant heat—like the healthful rays of the sun. 
Yes, Ceil Heat, the new standard for cleaner, more com- 
fortable heat—is economical for homes in all price ranges! 


THOUSANDS OF USERS - in Tennessee and adjoining 
states—homes of varying sizes—all say they ‘“wouldn’t 
swap Ceil Heat for any other comfort in the home!” 
Compared to conventional heating systems, the combined 
installation and operation of Ceil Heat actually costs 
less in the low-power-rate areas—costs very little more 
in most of the high-power-rate areas! There’s no wasted 
heat—each room is individually controlled. Ceil Heat is 
the fastest, cheapest and simplest way you can build a 
modern heating plant into a house. 


NEW FREEDOM OF DESIGN -Ceil Heat makes it 


easier for architects to design more beautiful, more effi- 


cient homes by utilizing space formerly needed for regis- 


ters, radiators, pipes, furnace, fuel storage, and cellar. 


TCEILCHEAT 


NEW invisible CEIL HEAT 
Selected for Model House 


OF CHATTANOOGA ASSOCIATION 
OF HOME BUILDERS 


EASY TO ESTIMATE * EASY TO INSTALL- 
Just staple the cable to ceiling base and cover with plaster 
or wall board. Quickly installed by a local electrical con- 
tractor. Easy-to-follow instruction manuals furnished— 
contain simple tables for all climatic conditions to calcu- 
late heat losses and cable required. Ceil Heat is truly easy 
to specify, easy to estimate and easy to install! 


TROUBLE-FREE -Ceil Heat is waterproof and non- 
corrosive—won’'t blister paint or paper, or crack plaster. 
Nothing to get out of order—no repairs needed if installed 
according to simple directions. Five-year guarantee on 
cable. Acceptable for FHA mortgage financing. 


CEIL HEAT IS THE STANDARD ~ in radiant ceiling 
heat... perfected solely by Ceil Heat Division of Homes, 
Inc. Sold only through electrical 
distributors to approved licensed 
electrical installers. Write today for 
literature, fully illustrated, also 
showing other uses for Ceil Heat. 


CLIP AND MAIL TODAY! 


Pte 


CEIL HEAT Division, Homes, Inc., Dept. 
P. O. Box 10066, Knoxville, Tennessee. 





ELECTRIC RADIANT CEILING CABLES 
“INVISIBLE RAYS THAT HEAT LIKE THE SUN” 


Cable, thermostats, staples and all materials for above installations fur- 
nished by following distributors Harris-Patrick Electric Supply Co., 
HEATS — Nashville, Tennessee; Roden Electrical Supply Co. Knoxville, a " n 
LiKe gg ay — es eee Tennessee; Southern Whole- ADDRESS. 
salers, Inc., n, rgia; —— -- ——- - 
THE SUN eS alton, Georgia; Frazier Machinery and Supply Co., Decatur ; 
CITY ZONE____STATE_ 


Please send me—without obligation 
—complete literature on Ceil Heat 


a 


Alabama ; Southern Supply Co., Jackson, Tennes: ee: Kingsport Electric Co., 
Kingsport, Tennessee. Limited FRANCHISE are.1s available. Write today. 
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PERMAFLECTOR PETE SAYS: 
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“Hang Up Your Gloves... 
the Fight’s Called Off!” 





Pittsburgh Permaflector Lighting Equipment was designed with the contractor in 
mind. There is no fighting with parts, no tangling with wires, no prying or pushing 
to make the units align when you work with Pittsburgh Permaflector Equipment. 

Whether the units are fluorescent, incandescent or a combination of both— 
whether they’re being ceiling recessed, surface mounted or pendant mounted— 
you'll find that they go up quickly and easily. 

Be sure the job is profitable. Work with Pittsburgh Permaflector Equipment. 
Then you can estimate costs down to the last penny and be sure you won’t run into 
any hidden “bugs.” 


WANT PROOF? Then send for complete informatian on the Pittsburgh 
Permafiector line for commercial, institutional and industrial lighting. 


Seo! Pittsburgh Reflector Company 
405 OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 


DISTRIBUTED BY ELECTRICAL WHOLESALERS EVERYWHERE * PERMAFLECTOR LIGHTING ENGINEERS IN ALL PRINCIPAL CITIES 
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( WiREMOLD 3000 MULTI-OUTLET SYSTEM 
FOR ELECTRIC SHOP 


Typical of the electrical outlet convenience 
provided by the WIREMOLD 3000 Multi-Outlet 
System is the installation above work benches in 
this busy electric shop. 

No. 3046B Duplex Receptacle Covers were 
used to mount the duplex receptacles in the race 
way; No. 3046K Circuit Breaker Covers to mount 
the Quick-Lag Circuit Breakers. There is one such 
circuit breaker for every five duplex receptacles 
which permits quick and convenient resetting of 
the breakers 


Clips furnished with cach 3046 cover serve 


Fr 


a triple purpose: they (1) serve as wire clips ; 
(2) serve as means for supporting the device in 
the raceway and holding it securely in place; and 
(3) hold cover plat. securely in place These clips 
p tively Pp the device with the cover, mini- 
mizing installation timc 

Wire Capacity, 3000 Wiremold with devices 
in place: Type R or RH: 6 No. 6; 8 No. 8; 10 No 
10; 10 No. 12; 10 No. 14. Type T or RU: 8 No 

10 No. 8: 10 No. 10: 10 No. 12: 10 No. 14 

For full details on this installation, send 


coupon for WIREMOLD Data Sheet F11. 





WIREMOLD 


NE’ NO, 3010€ 
END CONNECTOR 











(NO. 5000 /NO. 3000 WIREMOLD 10. 3046K CIRCUIT BREAKER COVER- 


NO. 30468 DUPLEX “ae 


RECEPTACLE COVER 9“4\.————_} 7 
——t 4 





l, 





MOUNTING 7 
STRAP 


5 NO. 3003 MOUNTING 
CLIP 





MOUNTING STRAP 














‘NO. 3046K 
INSTALLED 








NO. 3000 > 4 
WIREMOLD {| “NO. 3003 
NO. 3000B BASE 














NO. 30468 
INSTALLED | 





THe Wirewot.D Company 


HARTFORD 10,CONN. 





THE WIREMOLD COMPANY 
Dept. Bb, Hartford 10, Conn. 


Please send me a py of WIREMOLD Data 
Sheet F11. 


Name 


UL. pan) 





nm 
ie) 
. 


Se eee eee eee eee eee eee 
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~ 
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Autcr in Wonderland ate the magic 
cake and grew until she was more than nine 
feet tall. Our National bureaucracy also seems 
to have partaken of the magic cake of power. 
Bureaus in our government have grown in num- 
ber and scope until their activities now control, 
to a great extent, the lives of all individual Amer- 
icans. Department after department adds more 
and more people -- state, justice, commerce, treas- 
ury--not to mention those sprawling emergency 
born agencies of price control, N.P.A. and other 
alphabetical subdivisions. 

The number of employees of our federal, state 
and local governments continues to grow. Dur- 
ing many recent months, personnel was added 





“I wonder what happened to me ! said Alice 


to the federal payroll at the rate of 1,500 daily. 

What is the reason for this mushrooming? The 
Korean War? Threat of warin Europe, Southeast 
Asia, or the Middle East? Obviously not! A 
glance at the federal budget gives the answer. 
The estimated cost of all governmental functions 
for the fiscal year 1952 is in excess of 70 billions 
of dollars, an increase of 26 billions, or approx- 
imately 60% more than last year. 

When will it end? Only you, the individual 
citizen, who carries the bureaucratic load on 
his back, can stop it. It will end when enough 
patriotic men and women demand from congress 
that the Washington Wonderland start shrinking 
back to reasonable proportions. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 
MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


The steel industry is using all its resources to! produce more steel, but it needs your help and 
needs it now. Turn in your scrap, through your regular sources, at the earliest possible moment 
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TRUMBULL 


. 


IN SAFETY SWITCHES — Marlin-Rockwell Corporation’s ball bearing factories use 30 
ampere HCI switches as disconnects for high frequency motors used to power internal 
grinders. HCI interior is removable for easy wiring and inspection. No exposed live 
parts when switch is OFF and door open. Underwriters’ Laboratories A pproved 


SELL NEW SAFETY SWITCH 


for Multiple Applications 


The initial success of Trumbull’s HCI (High Capacity Interrupter) as a Type 
A safety switch has led to its adoption for use as disconnect in combination 
starters, control centers and switchboards. 

The HCI has many selling points. For example—for the first time in a safety 
switch, magnetic repulsion is used to break load quickly, safely. Double-break 
contacts are projected and withdrawn with piston-like speed and force. The ares 
repel each other and strike against grid pins, breaking into smaller ares which 
cool rapidly. 

The unique are-quenching action provides safety, lengthens contact life by 
preventing pitting. and gives the switch much greater life expectancy. HCI with- 
stands heavy short circuits without damage. 


Sell HCI wherever a safety switch o1 component disconnect is needed. 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 


ELECTRIC 


IN COMBINATION STARTERS — Rug- 
ged, simple construction of HCI is 
perfectly adapted to use as disconnect 
in combination starters. 


IN SWITCHBOARDS AND CONTROL 
CENTERS — Compact 30 and 60 ampere 
HCI switch interiors can be mounted 
in twin switchboard units (100 am- 
pere HCI takes same vertical space), 
saving trough space and providing de- 
pendable short-circuit protection and 
sure ON-OFF handle indication. 





(ROUNTE IPINDSN High Efficiency 
LIGHTING EQUIPMENT... 


Type EVF Explosion-Proof and Dust-Tight 
Fluorescent Lighting Fixtures 
1,2,.3.0r4-Lamp 


. » for Hazardous Locations 


Crouse-Hinds explosion-proof lighting fixtures exceed the 
requirements for service in highly explosive atmospheres. They 
are designed to operate at a temperature below the ignition 
temperature of the gas-air or vapor-air mixture. They are so 
strong that they will resist internal explosions without damage 
and so tight that they will prevent the escape of flames or 
burning gases which might ignite the surrounding atmosphere. 


Crouse-Hinds dust-tight lighting fixtures assure safety in 
locations that are hazardous because of the presence of com- 
bustible dust. 


... for Wet and 
Corrosive Location 


Crouse-Hinds vaportight lighting fixtures are ideal for use 
in boiler rooms, powerhouses, shower rooms, tunnels, loading 
docks, building entrances, and all indoor and outdoor locations 
where exposed to moisture and rain, non-explosive vapors and 
gases, or non-combustible dusts. 


Hundreds of industrial lighting fixtures are listed in Crouse- 
Hinds Condulet Catalog. 


... for Protection 


Sabotage thrives in darkness. The most reliable and cheapest 
form of protection against night prowlers is LIGHT! Crouse- 
Hinds floodlights project powerful beams of light that bathe all 
approaches to your property with glaring radiance, killing dark- 
ness and shadows and compelling everyone to be more visible 
at night than in broad daylight. 


The protective power of light should be used in all important 
municipal and industrial locations. The floodlighting of in- 
dustrial plants serves a double purpose. It helps to boost 
production in addition to the security it provides. 


Send for your copy of Bulletin 2565, “LIGHT! Protect Your 
Property.” 


esenent CROUSE-HINDS COMPANY 


Distribution Syracuse 1, N.Y. 
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This tremendous sphere measures light 
output. This exacting test is only one 
of the 247 tests imposed on Westing 
house fluorescent lamps to insure max 
imum lighting economy 


In this all-important step, skilled workers 
check the coating of Westinghouse fluores- 
cent lamps to see that it is perfectly uni- 
form and free of flaws 


Here the electrode is carefully sealed into 
the lamp prior to the air-exhaustion and 
injection of the krypton-argon starting gas. 


Lamp Division 

Westinghouse Electric Corporation \ 
: \ 

Bloomfield, New Jersey 








estinghouse 
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more 
light. 
more 


savings 


NEW, EXCLUSIVE 90-WATT WESTINGHOUSE FLUORESCENT 
LAMP TOPS ALL OTHERS IN ITS CLASS 


You’re in for real savings with this new Westinghouse 
90-watt fluorescent lamp, and here’s why . . . 


This new lamp gives you 6% more light than the 85-watt 
fluorescent lamp, yet uses only 2% more current. What’s more, 
its high light output is consistent, for even after 7500 hours 
of operation it still out-produces any other lamp in its class. 


In short, you get top lighting value from this new economy- 
size fluorescent tube! Try it out in your plant and see! 


NEWS FROM 
WESTINGHOUSE, THE 
FASTEST-GROWING 
LAMP MANUFACTURER 


by Sam Hibben 


HEP DID YOU KNOW? 


Many deep sea fish have built-in 
fluorescent lights, but one of them 
has a twist: The sub-order Cera 
tioidea has its fluorescent lamp on 
the end of a pole! Smaller fish go 
after thisluminous bait, and wham 

they get eaten. The trick, I 
suppose, is how to keep big fish 
from going after the bait—but 
big ones seldom go that deep, and 
many lighted-up fish can dim out 
at will. 


a2 

Fish, incidentally, have 
—like onions, cabbage or dozens 
of other foods—wholesome but 
penetrating odors when cooked. 
Westinghouse has just intro 
duced a tiny lamp that destroys 
odors—it really does. The lamp 
puts out rays that create ozone, 
and the ozone oxidizes the float 
ing molecules of most common 
odors. It’s easier to operate than 
explain, but it costs only about 5¢ 
a week to burn and it keeps air 
fresh and sweet. 


A THOUGHT FOR THE DAY: 


Your eye lenses act much like a 
camera's. This means that the 
image on your retina is upside 
down. That is, the top of a tree 
registers on the bottom of the 
eyeball. You've simply learned to 
interpret it around again after the 
electric impulses have carried the 
“television”’ picture to the brain. 
Had you known you were that 
smart, or does the world still look 
upside down? 


More next month 


Asarvvnk : 





WESTINGHOUSE LAMP DIVISION Dept 
BLOOMFIELD, NEW JERSEY 
I'd like to know more about the new 90-watt Westinghouse Fluorescent 
Lamp 
NAME 


COMPANY 


ADDRESS 
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BUY NOW AND SAVE! 
WESTINGHOUSE 
FLUORESCENT LAMPS 
STILL COST YOU LESS 
THAN THEY DID 

IN 1940, YET BURN 
SEVEN TIMES LONGER! 














ADEQUATE WIRING 





A trend toward more adequately wired homes exists 


This “For Rent” project built 
by Beverly Development 
Corp., Dallas, consists of 35 
duplexes, and is the first of 
its kind in the area to meet 
the standards of wiring ap- 
proved by the Dallas A-W 
Committee. Standing by the 
A-W sign are, left to right, 
Cc. P. Anderson, electrical con- 
tractor; W. H. Goldsmith, 
field representative of the 
Dallas A-W Committee; and 
A. L. Munkres, electrical con- 
tractor. 


when there is a well-planned, continuous promotional program 


How the 


Dallas Adequate Wiring Program 


operates 


by R. M. Douglass 


Home Service Director 
Dallas Power and Light Company 
Dallas, Texas 


This article is adapted from a pre- 
sentation by Mr. Douglass at the 8th 
Annual Adequate Wiring Conference, 
Chicago, Il. 


48 


@ MORE PROGRESS has been made in 
the development, distribution, and 
sales of major electrical household 
appliances in the period 1946 to 
1951 than in any other period of 
the industry. I do not believe that 
anyone will challenge the state- 
ment that: “There have been more 
new major electrical appliances in- 
troduced to the public in the period 
from 1946 through 1951 than in 
any other period in history.” 
However, when the subject of 


electrical wiring to serve these ap- 
pliances is introduced, we immedi- 
ately recognize that the progress of 
residential wiring has not kept pace 
with the new requirements. 

Using Dallas as the typical ex- 
ample of a modern, growing city, 
let’s analyze the wiring progress. 
Possibly other cities have made 
more progress, I do not know, but 
from this short analysis I believe 
you will agree that we have the 
“right foot forward.” 
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From 1946 through 1951 we have 
had, according to construction rec- 
ords of The Dallas Power and Light 
Company, 48,519 single family resi- 
dences completed. During the same 
period we have certified only 1,647 
that have met the National Ade- 
quate Wiring Bureau’s standards. 
This is a six-year average of only 
3.39 per cent of those homes that we 
know are adequately wired. 

Fortunately, when we make a 
year-by-year comparison, we find 
that the adequacy of residential 
wiring is increasing. 

Per Cent 
Certified 


Number 

Year Completed 

1946 4,767 0 

1947 7,10: 3.0 

1948 5 1.6 

1949 7 1.4 

1950 4.6 

1951 69 

I believe you will agree that this 
increase in the number of homes 
certified is indicative of a definite 
trend toward more adequately wired 
homes when there is a well-planned, 
continuous promotional program. 


Organization needed 

This program must be carried on 
by all segments of the electrical in- 
dustry. The story of adequate wir- 
ing must be told and re-told by the 
appliance manufacturer, wholesale 
distributors, retail salesmen, wiring 
salesmen, electrical contractors, 
utility employees, and others, and 
also a continuous consumer educa- 
tional program such as we have had 
from the National Bureau in the 
past years. 

Any progress that we have made 
in Dallas cannot be credited to any 
one individual group. The combined, 
enthusiastic efforts and co-opera- 
tion of the architect, builder, elec- 
trical contractor, utility company, 
and the Dallas Adequate Wiring 
Committee have started the ball 
rolling. 

Although we recognize the con- 
tribution of various groups in the 
promotion of adequate wiring, we 
feel that in working with the 
builder, both the custom and project 
developer, we are raising the level 
of residential wiring in a greater 
number of houses. 

Of the approximately 300 Dallas 
home builders, 120 are actively par- 
ticipating in the Adequate Wiring 
Program and have had one or more 
homes certified. Of these builders 
about 30 are custom “builders and 
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More than 100 of builder Morris Silberman’s customers in Valley Ridge 
Addition and Davilla Estates, near Walnut Hill and Marsh Lanes, will enjoy 
the economy and convenience of electrical living through adequate wiring. 


Electrical contractor R. D. Yates, 


left, was present as W. 


H. Goldsmith, 


Dallas Adequate Wiring Committee’s field representative, presented A-W 
certificates to Mr. Silberman, president of Westwood Builders, Inc. 


the rest are classed as project de- 
velopers. 

Working closely with the Dallas 
Adequate Wiring Committee to de- 
velop this builder acceptance is the 
all-important key man, the electrical 
contractor. Both NECA members 
and non-members are co-operating. 

Very briefly I am going to out- 
line our promotion and the services 
performed. I will start by giving a 
brief history of our committee and 
the continuity of the program, be- 
ginning with the first call made on 


the builder until the certificate is 
delivered. 

Late in 1938, the first committee 
was appointed at a meeting of all 
groups of the electrical trade. This 
committee began to function imme- 
diately and on January 20, 1939, 
our first home was certified. As with 
most new organizations, progress 
was slow. 

They were faced with the many 
organizational problems of finance, 
field representatives, etc., plus the 
natural resistance to a new promo- 


Here are a few of the 20 homes being built on Lively Lane by George M. 

Underwood. Mr. Underwood says he gives his customers adequate wiring 

because it costs so little and adds so much to the value and enjoyment of 
their homes. 
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tion. In spite of the obstacles to 
overcome, by July, 1941, when 
World War II forced the committee 
to suspend operations, they had cer- 
tified 117 homes. 

Late in 1946, the first post-war 
meeting was held and plans were 
made to continue operations of the 
Dallas Adequate Wiring Committee. 
The field work rocked along pretty 
much on its own due to the lack of 
field representation and genuine in- 
terest in the program. 

In 1949, I was given the oppor- 
tunity to take over the Adequate 
Wiring promotion in Dallas. After 
analyzing the progress to that date, 
I felt that the approach for real 
progress would be with the builders 
of large projects. 

Through this approach we soon 
had so many houses under way that 
we asked for and got a man to help 
carry on the work. In addition to 
this man we have a draftsman who 
does all of our original lay-out and 
drafting work. 

The top management of the util- 
ity have become enthusiastic over 
the results obtained the past two 
years, and have been most generous 
in approving our promotional plans. 


Publicity support 

In the past two years, the follow- 
ing advertising and publicity has 
been given in support of our work: 

(1) A two-column by 5-inch ad- 
vertisement is run in the “houses 
for sale” section of each of our two 
Sunday newspapers. 

(2) Five radio stations carry 25- 
word spot announcements continu- 
ously throughout the year. These 
announcements appeal to the home- 
owners to contact their electrical 
contractor or the Adequate Wiring 
field representative. 

(3) A publication, 
“Dallas Hospitality,” with a circula- 


quarterly 


tion of 80,000, carries a news story 
on different builders who incorpo- 
rate adequate wiring into their 
building program. 

(4) A monthly _ publication, 
“Electrical Merchandiser,” with a 
circulation of 2,500 to the electrical 
and builder trade. This publication 
carries stories and testimonials of 
builders, electrical contractors, and 
others interested in the promotion 
of adequate wiring. 

(5) Beginning this vear, we will 
have a full-page advertisement in 
Dallas Home 


each issue of the 
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Builders Association’s monthly pub- 
lication. These advertisements will 
appeal to the building trade by us- 
ing builder testimonials. 

(6) At the Texas State Fair we 
have a booth dramatizing the im- 
portance of adequate wiring. There 
is an attendant on duty at all times 
to discuss wiring. The Westing- 
technicolor picture, “The 
Dawn of Better Living,’ has been 
shown to an estimated 100,000 
people at the Fair booth. 

(7) We have had an Adequate 
Wiring Booth at the Dallas Home 
Builders Association Home Show 
each year since its inception. The 
display at the 1951 Home Show was 
by far the most effective. The pic- 
tures of 12 builders, showing a 
front-face picture so they could be 
easily identified, and a picture of 
some of their 


house 


various 
stages of construction, were blown 
up to 15 by 21 inches. 

The picture of the president of 
the Home Builders Association was 
blown up to life size. These pictures 
were arranged in display with state- 
ments from each of the builders. 
Over 80,000 consumers, and most of 
the members of the Dallas Home 
Builders visited this 
display. 

The number of inquiries on ade- 


houses at 


Association, 


quate wiring by home builders dur- 
ing and immediately following the 
Home Show leads us to believe that 
this direct appeal to the builder 
trade through their own members 
was the most successful single pro- 
motion that we have had. 

(8) Wiring lectures are available 
to all interested groups. This is usu- 
ally tied in with the Home Service 
Division of the Dallas Power and 
Light Company because of its close 
relation to kitchen planning. This 
combined lecture on kitchen plan- 
ning and adequate wiring is gaining 
in popularity in the Home Econom- 
ics Departments of our high schools. 

The floor-plan lecture designed by 
Miss Armin, of the National Ade- 
quate Wiring Bureau, is a fine ap- 
proach to the wiring story for high 
school and ladies groups. This floor- 
plan lecture is also used by Dallas 
Power & Light Company in training 
home service advisers, who have an 
important part in the final issuance 
of a certificate. 

These are the major tools made 
available to'us by the Dallas Power 


& Light Company. Without them 


and the wholehearted support of our 
management, little or no progress 
could be made. 

The method of certification is a 
natural sequence of events that is 
carried on by W. H. Goldsmith, our 
field representative. 

We will use a project builder as 
the example in outlining the pro- 
cedure followed from the time the 
original contact is made with the 
builder to the time when the Ade- 
quate Wiring Certificate is issued. 
This method used 
when working with an architect, 
homeowner, custom builder, or gen- 
eral contractor. 


same may be 


The first step 

When the builder is first 
tacted, we gain his interest by tell- 
ing him of the total benefits of 
adequate wiring when it is incor- 
porated into his building program. 
Quality and extra value at a mini- 
mum cost is the objective of a good 
builder. He knows that only when 
he has a high-quality home with 
exceptional value for the homeown- 
er’s money will his profits and repu- 


con- 


tation grow over the years. 

We point out that with so many 
electric ranges, air conditioning 
units, dishwashers, garbage dispos- 
ers, automatic washers, electric 
clothes 
attic 
many other appliances being used 


driers, automatic ironers, 


fans, electric heaters, and 
in the homes today, that adequate 
wiring to serve these appliances 
becomes a fine sales tool. When a 
family buys a new home and must 
immediately start spending money 
on additional wiring to serve their 
electrical appliances, they are sure 
to lose confidence in the builder. 
Most builders at one time or the 
other have lived in homes where the 
antiquated wiring system has meant 
nothing but trouble and expense. 
The builder, 
tive to a plan that he can incorpo- 
rate into his home at a minimum 
cost, to provide a wiring system 
that will eliminate these trouble- 
some electrical problems and sup- 


in most cases, is recep- 


ply a system of electric service that 


will not only be adequate for pres- 
ent occupancy service, but will 
leave additional service for future 
growth 

If this project developer does his 
through the Federal 
Administration or the 
Administration, we tell 


financing 
Housing 


Veterans 
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him that both of these organiza- 
tions will increase original commit- 
ments when the level of wiring is 
increased to the standards of the 
National Adequate Wiring Bureau 
and will be certified by the Dallas 
Adequate Wiring Committee. 


Wiring plans furnished 
When the builder becomes inter- 
ested to the point of wanting to 
know how many dollars we are ask- 
ing him to spend, the plans are 


studied in his office, or we take them 
to our office, and make a new set of 
floor plans showing the wiring plan 
only. All additional wiring neces- 
sary is shown on the prints at this 
time. 

If the builder is going to ask for 
several bids, we follow through to 
see that all contractors are bidding 
on the new and improved set of 
plans. Where the builder has had 
one electrician doing his work and 
is not asking for competitive bids, 





Dallas builder considers A-W 


necessary part of his building program 


AS A BUILDER, I was skeptical 
about the value of adequate wir- 
ing. But since the difference in 
cost was only a few dollars per 
house, I decided to go along. 

It wasn’t very long after- 
wards, however, that the value 
of adequate wiring was forcibly 
brought home to me by a very 
eager purchaser. He was satis- 
fied with the house, but would 
not make any show of purchase 
until I would completely guaran- 
tee the *‘ 
that we 


amperage” of the wires 
were using in our 
houses. 

He had a window air condi- 
tioner that he wanted to install 
in the house. He asked, “Would 
our lines have enough amper- 
age to take care of his air con- 
ditioner?” 

This hit me off balance. I 
knew that our lines were No, 12 
and No. 14 Romex and capable 
of carrying any normal load; 
our fuses were set at 15 amperes 
for normal house-lighting cir- 
cuits, and 20 amperes for air 
conditioning units and appliance 
circuits. But what I did not 
know was, did I have enough 
amperage to satisfy this cus- 
tomer? 

One thing I knew—our houses 
were adequately wired. We were 
using one model house as our 
sales office, and were using two 


This article is adapted from a 
presentation by Morris Silber- 
man, president, Westwood Bui!d- 
ers, Inc., Dallas. Texas, at the 
8th Annual Adequate Wiring 
Conference. 


%-hp room coolers on the exist 
ing circuits without any trouble. 
We had provided for extra ap 
pliances, and I felt we could do 
the job well enough for several 
years to come. 

Well, with enough persuasion, 
sweat, talking, and continuous 
eference to our Adequate Wir 
ing sign, I finally put over the 
deal. My customer was finally 
convinced that I did have enough 
amperage for his window air 
conditioner—and |] was sold on 
ade quate wiring ! 

After the experience I had 
with that customer, | was more 
than ever convinced that ade- 
juate wiring was a boon to good 
building. 

At the present time our homes 
are wired with one lighting cir- 
cuit for each 500 square feet of 
floor area. For our _ houses, 
which average between 1,000 
and 1,150 square feet, we use 
two lighting circuits with '15- 
ampere fusing and three appli- 
ance circuits with 20-ampere 
fusing. 

In addition, our service en- 
trance is large enough and spare 
fuses are provided in the light 
ing panel for 50-ampere range 
service and an extra 20-ampere 
apnliance circuit 

Our houses all sell for under 
$12,000. You can see that we are 
doubly pressed to make the most 
of our electrical dollar. We be- 
lieve that adequate wiring is 
still worthy of our dollar today. 

By means of the Adequate 
Wiring sign and placard placed 
in front of each house, we show 
the home buyer that our houses 
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we take the revised plans to his 
electrician and work out the cost for 
the additional service. The electrical 
co-operated 100 
per cent in this builder program 
When the builder and electrical 


contractors have 


contractor have agreed on costs, we 
immediately set up control records 
on the house, or houses, to be certi- 
fied. A complete record is kept of 
each individual job. 

The field representative furnishes 
the builder with the familiar Ade- 


have a wiring system that has 
the stamp ol approval ol the 
Adequate Wiring Committee. 

in addition, we use a placard 
in Our Construction ollice, as well 
as Our sales office, so that all our 
workmen will see it. Our sales- 
men can point to the sign and 
say that these houses have been 
adequately wired. 

We continually advertise this 
fact in the brochures that are 
handed to our prospective buy 
ers; we carry the words “ade 
quately 
papel 


wired” in our new 
advertising. We _ think 
that this is one of our sale 
points as well as anything els« 

True, the first sale reaction 
of the buyer is not too great for 
or against adequate wiring. It i 
only after continuous explana 
tion of the advantages of its ap 
plication that the program i 
completely sold to the buyer. 

One of our methods of con- 
incing the buying public of the 
advantages of adequate wiring 
Was our “Happiness Home” pro- 
gram executed in 1951, where 
we gave concrete proof of the 
value of adequate wiring 

This home was a 1,300-square 
foot house, with three bedroom 
one and a_ half 
breezeway, two-car garage, and 


bathroom 


patio 

In the house were installed 
the following: electrical fixtures, 
attic fan, dishwasher, disposal, 
electric range. valance lighting 
in living and dining rooms, elec 
tric wall heaters in both bath- 
rooms, and outdoor circuits for 
patio lighting and lawn mower 

Throughout this house ade- 
quate lighting and wiring were 
stressed. We 
proof that the adequate wiring 
system did work. This house 
was visited by approximately 
7,500 people in eight days, many 
of them coming from quite a 


gave complete 


distance merely to see our light 


ing and wiring setup 








quate Wiring yard sign to be placed 
in one or more conspicuous loca- 
tions throughout the project. In 
many cases we have special signs 
made for the inside of the builder’s 
sales office. 

After the job is roughed-in, the 
field representative makes his first 
inspection. If all is in order, notes 
are made on the job card and the 
card goes back to file. If the rough- 
in was not as shown on the plans, 
the field representative goes to the 
contractor to work out the problem. 

In all cases where the rough-in 
inspections have not met require- 
ments, it has been an error in judg- 
ment by the workman. In every 
case to date the contractors have 
made the necessary changes to meet 
requirements at the time the inspec- 
tion was made. 

After the job has had the final 
inspection from the city, the field 
representative makes his final in- 
spection for adequacy. If, on final 
inspection, the wiring is not as 
shown on the revised plans, no cer- 
tificate is issued. In the year 1951, 
97 certificates could not be issued 
for various inadequacies. If final in- 
spection is found to be satisfactory, 
office records are completed and cer- 
tificate issued. 

We have three different methods 
of delivering certificates. In many 
cases the builder likes to deliver the 
certificate in person to the pur- 
chaser of his house. In other cases, 
the electrical contractor likes to de- 
liver the certificate to the builder. 
This is the one I like to see. When 
the electrical contractor wants to 
deliver the certificate, you may be 
sure he is sold on adequate wiring. 
In either case, when the builder or 
contractor gets the certificate, the 
field representative delivers it. 

In many cases, however, the certi- 
ficate is delivered to the homeowner 
by one of the Home Service Advis- 
ers of the Dallas Power and Light 
Company. These nine young ladies 
are well-trained in the benefits of 
adequate wiring and are qualified 
to tell Mr. or Mrs. Homeowner ex- 
actly what adequate wiring means 
in terms of daily living. 

She places the 


decal on the electric panel. 


Adequate Wiring 
In the 
case of the low- and medium-cost 
project house, we have a decal that 
states that 220-volt service has been 
provided, by the builder, in the 


nal cost she may install a separate 
220-volt circuit for the use of an 
electric range, air conditioning unit, 
or any 220-volt operating domestic 
equipment. 

The outline as I have given it is 
certainly nothing unusual in think- 
ing or in operation. It is simply a 
plan, that when worked by an en- 
thusiastic field representative, will 
get results. 


Invisible supports .. . 





What the future holds for ade- 
quate wiring promotion with our 
present shortage of copper and our 
many new government regulations, 
certainly I do not know. But unless 
conditions become more acute, I be- 
lieve that with the continued co-op- 
eration of all interested groups, we 
will continue to make progress in 
the education and promotion of ade- 

(Please turn to page 84) 


Supporting heavy fixtures 


from panel ceilings 


by H. J. Bartholomew 


Supt., Atlas Electric Company 
New Orleans, La. 


@ MODERN METHODS in general 
contracting can sometimes give us 
electrical contractors real problems 
to meet. We encountered one re- 
cently in trying to figure out the 
best way to suspend the ceiling fix- 
tures from a composition-board 
ceiling used to a great extent in a 
school building under construction. 
These large ceiling panels were 
ideal for their own purpose, but we 
decided they were not strong 
enough to hold the fixtures. 

This is how we solved the prob- 
lem. The panels were held in place 
by being fastened to long lengths 
of channel iron suspended and 
wired in place to the concrete ceil- 


ing arches. These irons were ap- 
proximately 2 inches wide. 

After locating the position of the 
lighting fixture, we ran _ cross 
lengths of channel iron on top of 
the channel irons holding the ceil- 
ing panels. Then, with a special eye- 
bolt hanging on this secondary 
channel iron strip, and the thread- 
ed end extending down through the 
ceiling panel, we 
pension for holding the base of 
the fixture. Although it looked as 
if the fixture was fastened directly 
to the ceiling panel, it actually was 
fastened to a bolt running up 
through the panel to a solid attach- 
ment in the form of channel iron. 
We hope this idea will be helpful 
to fellow contractors who run 
across difficult problems in connec- 
tion with modern construction. 


had a solid sus- 
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The problem of mounting heavy fixtures from a composition board ceiling 
was solved with the supplementary channel iron and eye bolt shown above. 


"She electrical contractor installed the supplementary iron, resting it upon 


electric panel, and for a very nomi- the channels which support the ceiling. 
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INSTALLATION 


iring for electric ranges 


Entire industry stands to benefit when circuit adequacy for 


ranges is provided in existing homes as well as the new ones 


® RECOGNIZING that a reasonable 
installation cost for electric ranges 
is one of the greatest single factors 
in expanding electric range usage, 
the Wiring and Specifications Com- 
mittee of the Edison Electric In- 
stitute, headed by R. W. Wilson, of 
Kentucky Utilities Co., Inc., has 
completed a careful study of range 
wiring, and has incorporated the 
Electric Range In- 
stallation Manual. 

An important part of the study 
is a series of four 


results in an 


case histories 
outlining what has been done in 
certain localities in revising exist- 
ing inadequate services. (These 
plans are described on 


pages of this article.) 


following 


Wiring in new construction 

The committee has also analyzed 
the electrical requirements of the 
average small recom- 
mends that those having a usable 
floor space of around 1,200 sq. ft. 
should have at least No. 2 service 


home and 


entrance conductors as a minimum 
to provide for future growth. 

Suitable planning of the service 
entrance to a new building, and 
especially a new home, the commit- 
tee reports, is probably of more im- 
portance than the planning of any 
other single part of the 
system. 


wiring 


The wiring system of the aver- 
age home being built today is ex- 
pected to be adequate for many 
years, and no one familiar with the 
ever-growing use of electrical ser- 
vice should countenance wiring fa- 
cilities that are known to be ade- 
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quate only for minimum conditions. 
General 
install 


practice 
115/230-volt single-phase 
service with three No. 6 conductors 


today is to 


in the’ service entrance as a mini- 
mum to all but the largest homes 
or those in which 
heating is being 


radiant panel 
Where a 
single “main” disconnect and pro- 
tective device is installed, such a 


used. 


service entrance is ample for a con- 
tinuous load of 8 kilowatts for any 
length of time. If the load is prop- 
erly subdivided at the service en- 
trance, the maximum capacity is 12 
kilowatts. 

Where a 12-kw range and, say, 
a 2-kw 
addition to the lighting and miscel- 
laneous appliances, it 


water heater are used in 


should be 
quite clear, even considering rea- 
sonable diversity factors, that this 
service is barely adequate, with no 
room for future expansion of the 
load. 

The method of computing service 
entrance capacity given in Article 
220 of the National Electrical Code 
provides reasonable results. Based 
on safety from personal and fire 
hazards, it may not necessarily be 
entirely adequate from an actual 
load standpoint and is stated to 
provide only minimum facilities 

An example shows how the rule 
is applied. Many houses are being 
built having a usable floor space of 
around 1,200 sq. ft. The load for 
such a house would be calculated 
as follows: 

One thousand two hundred sq. ft. 
at, 3 watts per sq. ft. would amount 
to 3,600 watts, and miscellaneous 


appliances would add another 1,500 
watts, making a total of 5,100 
watts. 

The demand factor of the first 
3,000 watts is taken at 100 per cent, 
or 3,000 watts. The demand factor 
of the 
taken at 35 per cent, giving a de- 
The total de- 
mand of the two classes of service 
is 3,735 watts. To this is added 


remaining 2,100 watts is 


mand of 735 watts. 


8,000 watts for a range not over 
12 kw total rating, and 2,000 watts 
for a 2-kw water heater, making a 
total 

watts. 


service demand of 13,735 


No. 2 service recommended 

This wattage, served at 230 volts, 
represents a current of 60 amperes 
which would require No. 4 service 
entrance conductors. However, if a 
load such as a clothes dryer should 
be added (4,700 watts), this would 
boost the demand to 18,435 watts 
or 80 amperes. This would necessi- 
tate No. 3 service entrance con- 
ductors. 

Since 80 amperes is the full load 
rating of No. 3 conductors, all these 
homes should be wired with No. 2 
conductors in the service entrance 
as a minimum in order to provide 
for some future growth. Therefore, 
a prospective customer is being 
done a disservice when service en- 
trance conductors of less than the 
capacity of No. 2 wire are installed, 
even in smaller homes, for it is in 
such homes that electrical 
will best be promoted. 


living 


Many different arrangements of 
disconnecting and over-current pro- 


53 











tective devices are available for use 
as service entrance equipment, due 
primarily to variants in local wir- 
ing regulatory requirements. Cer- 
tain combinations, however, have 
advantages that should not be over- 
looked, and which, through stand- 
ardization, offer better possibility 





Such equipment is of two gen- 
eral types: (1) automatic circuit 
breakers, and (2) switches and 
fuses. Only equipment of the dead- 
front type should be considered, as 
other types, even though enclosed, 
are now completely outmoded. 

It is not generally realized that 


manner over about two-thirds of 
its rated current, and that a circuit 
breaker will carry only some 70 per 
cent. This condition must be given 
direct attention where a “main” 
service device is used. 

For example, a service equipment 
having a 50-ampere main will not 





of obtaining required capacity at 
the lowest consistent cost. 


an enclosed fused switch will not 
carry continuously in a trouble-free 


reliably carry over about 34 am- 
peres continuously, or the equiva- 





Case histories of methods used successfully 





DESCRIPTION OF MATERIAL 
Type “S.E* Service Entrance Coble 


eeun- 





8 Ground Range Frome to Neutra! Termunat 











Figure 1—Plan A 


This plan is operated through the facilities of an elec- 
trical association, which publicizes a flat price to dealers 
for the installation of electric ranges. When the dealer 
sells a range, it is reported to the utility, which surveys 
the job and prepares a specification. This specification is 
forwarded to three contractors for bids, and the lowest 
bidder is awarded the job. 

All materials are furnished by the contractor, and it is 
his responsibility to connect and test the range before 
leaving the job. 

A flat price is established for a standard job, which can 
be installed as shown on Figure 1. However, if the job is 
not standard, the customer is required to pay any excess 
costs beyond the publicized flat price. Aside from furnish- 
ing co-operative service to the trade, the utility does not 
subsidize the installation. 

It is interesting to note that, under this plan, the range 
feeder is connected directly to the range terminal block. 
The utility sponsoring this plan claims that the direct 
connection is used to save the expense of a range recep- 
tacle. However, local conditions might alter the cost factor, 
and in most instances the receptacle could be installed as 
cheaply or cheaper than a direct connection. 
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DESCRIPTION OF MATERIAL 
1 - Type "SO" S Entrance Coble 3 %6 
~ Type “SO” Range Circuit Coble Use ©6 oF Larger Where Run 
® Over 50 Feet 
- To Approved Ground 
4~ Main ond Fonge Combination Sertich (Mom Fuse Holder Gussed 
inateos of Fused 
~ WS oF 115/230 V Circult te Lighting Panel No IO Wire Minimum 
Socket Type Meter 
Potorired Range Recepiocie 





x 


’ 


uo 














NOTE.- if Range hos Connected ood of 
More thon 12 KW Service Entro 
Wires should be No 4 and Ronge 

t No 6 


Figure 2—Plan B 


In this plan, if the customer’s service entrance is in- 
adequate, the dealer simply advises the utility after each 
range sale. The utility proceeds to install a new service 
entrance or revamp the existing one, including a range 
circuit, in accordance with the method shown in Figure 2. 

The service entrance cost is absorbed by the utility. The 
customer pays for the range circuit, which is his total cost. 
This is usually ineluded in the sale price of the range. If 
the dealer or customer wishes to arrange for the installa- 
tion of the range circuit himself, he may do so. 

Service entrance switches are the standard main and 
range combination, but with the main fuse holder bussed 
instead of fused. Thus, five subdivisions of the service are 
provided. 

Cable for both the entrance and range circuit is Type 
SD, which at present is lower in cost than Type SE. How- 
ever, its method of installation, as shown, requires special 
permission of the inspection authority. 

The foregoing procedure is also followed in the case of 
a customer moving from one location to another, where 
the service entrance wiring is inadequate. Whether in a 
range job, water heater, or combination of range and 
water heater, meters are always moved outdoors, if they 
were formerly located indoors. 
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lent from a_ heating standpoint. 
Therefore, in order to take full ad- 
vantage of the rating of a No. 6 
service entrance, the use of a single 
main disconnect and protective de- 
vice is not recommended. The Code 
permits the use of up to six dis- 
connecting means and six sets of 
protective devices to form up to six 
subdivisions of the load. 


A feeder circuit of 40 amperes 
minimum rating is required for the 
range. Another 40-ampere mini- 
mum rating circuit to the laundry 
center distribution panel is also rec- 
ommended. Also, a feeder for the 
general lighting and appliance cir- 
cuits distribution panel or facilities 
for the individual lighting and dis- 
tribution circuits must be provided. 





The preferred minimum service 
entrance equipment arrangement 
for No. 2 service entrance conduc- 
tors would be as follows and would 
rating for 
the main bus and connectors: 

One 40-ampere cir- 
cuit for electric range. 

One three-wire, 40-ampere feeder 

(Please 


require a 100-ampere 


three-wire, 


turn to page 80) 
























A 
= ’ Thy 
| 
5 | 
| 
| 
| wavema, 
G | ntronce Cable 3 % Minmum 
- | 2-Apphonce Feeder, Type SE" Cable 3% Minwmum 
4 3 Lighting Feeder 
4-Type “SE” Range Circuit Codie 3 %S 
5- Ground Wire Mo 6 Bore Stronded 
6 - Ovtdoor Meter Cobme! Supphed Dy Utility installed by Controcter 
7 -Cwrcwt Breaker Panel, Double Pole Range Cxrcut Brecker ond Space 
tor Future Porotie! Connected Double Pole Dryer Corcut Brecker 
8 - Man Lighting Orsconnect 
9 - Approves Type Ground Cramp 
10 - Potorized Ronge Receptocie 
‘ 
Soave 
| 
O}} | 
| | 
|| | ‘“ 
| er 
| L 




















ij 
bo 9 








—H- > Future Clothes Orye - 
Poterired Receptecte 


Figure 3—Plan C 


This plan also applies to outdoor metering and is 
unique in that the range is connected to the service di- 
rectly through a two-pole circuit breaker in a box that 
provides room for an additional two-pole breaker for a 
future load, such as a clothes dryer. 

The existing service entrance and equipment for the 
balance of the house load is not disturbed. A separate 
feeder is run from the outdoor cabinet to the new range 
circuit breaker, as indicated on Figure 3. 

Bids are asked for once each year, based on 5,000 
more installations per year, and the contracts are awarded 
to one or two contractors. The cost is borne by the com- 
pany, but an equivalent allowance is made the custome: 
if he engages his own contractor. 

Where outdoor metering is an established practice, this 
plan has a great deal of merit because of the low cost of 
installation material. Another contributing factor for the 
low installed price is the volume of business for the con- 
tractors, which permits volume buying and _ specialized 
installation men. 

The entrance and range circuit cable specified by the 
utility is Type SE, and the range circuit must terminate 
at a receptacle, as shown on the wiring diagram. 
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QESCRIPTION OF MATERIAL 
1 - Type “S.0" or "SE" Service Entrance Coble 3 %6 
2- Type “S.0" Ronge Circuit Coble 3 °6 
3-Ground Wire *6 Bore Stranded 
4- Parallel Connected “Man” ond Range Comtnotion Sentch 
5 - Gronch Cwrcut Cutout 
6 -Meter Test Cotret Supphed by Utity instolied by Conroctor 
7- Approved Type Ground Ciomp 
8 -Poierred Ronge Receptocie 
s 
axe 
SD] 
eee 
> 
Lgniing pees 
a 7 2) 





t Sor Less Crcuts Connect 
2 Wire if 4 10 6 Crrcuts 
Boionce on 5 Wire 

















B) Pn. a 
‘Cold Woter Pipe 


Figure 4—Plan D 


The utility prepares a specification, which is distributed 
to all electrical contractors in their franchised area. The 
contractors bid on the specification, and the low bidders 
are given contracts to install all range jobs in a given 
territory. Figure 4 shows the wiring method used. 

The utility purchases and furnishes to the contractor 
the entrance and range circuit cable and the entrance 
switch or circuit breaker. 

In order to arrive at a flat charge that can be quoted 
by dealers to range prospects, which is a very desirable 
feature of this plan, the contractors’ bid prices are 
weighed against a number of jobs of various types, and 
the cost of material furnished by the utility is added to 
the weighted figure, which provides the actual cost of 
doing the work. A small amount is then added to cover 
unforeseen expense and warehousing costs for material, 
etc. 

Ten contractors’ weighted bids, based on a percentage 
ratio of complete jobs for single, upper, and lower apart- 
ments, are used to arrive at the flat charge for the con- 
tractors’ labor and miscellaneous materials. Materials are 
based on previous experience as to length of entrance, 
feeder, and number of switches used. 
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Area Illumination 


This concept of lighting offers the flexibility of custom-built 


installations with the economy of standard components and parts 





@ To PROVIDE a completely new ap- 
proach to over-all lighting, this 
company has developed what it 
designates as Area Illumination 
a complete fluorescent system that 
gives freedom of choice as to size, 
shape, shielding, intensity, periph- 
ery pattern, and acoustical treat- 
ment. 

The system is economical, ef- 
ficient, and extremely easy to in- 
stall; nevertheless, it is composed of 
simple component parts that will 
soon be cataloged and sold as stand- 
ard equipment. 

Area Illumination is a lighting 
system which, when installed, be- 
comes a lighting “fixture” of limit- 
less dimensions and patterns with 
an almost endless choice of shield- 
ing possibilities. Yet it is not “‘cus- 
tom-built” for each installation—it 
ean be ordered as standard lighting. 

Obviously, a brand new system of 
this type will have different rami- 
fications for the different groups of 
people who will be concerned with 
it. These groups are: (1) the 









area 


56 


illumination for 


architect-engineer group who are 
primarily concerned with the end 
results and the tremendous number 
of design possibilities opened up by 
Area Illumination; (2) the elec- 
trical contractor who must install 
the system and is primarily con- 
cerned with ease of installation and 
labor and material costs; and (3) 
the owner group, who are interested 
in the advantages which Area II- 
lumination can bring with particu- 
lar respect to their own type of 
business. 

To the architect and engineer, 
Area Illumination 
freedom heretofore unknown ...a 


means a new 


freedom to explore unlimited pos- 
sibilities of design, unhampered by 
mechanical restrictions. He can 
achieve almost any lighting effect 
he can create, because he is no 
longer limited by restrictions as to 
size, shape, pattern, intensity, 
shielding, etc. 


Area [lumination is 
an open invitation to explore. 

On the other hand, the electrical 
contractor is not as concerned with 





STORE 
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the final effect as he is with the 
problem of actually installing the 
system. By the time the electrical 
contractor comes into the picture, 
someone has already sold the con- 
cept of the system; someone has al- 
ready sold the end result that Area 
Illumination can bring. Up to this 
point, the details of how this sys- 
tem is going to be installed have 
concerned only the engineer who 
must put it down on paper. 

The contractor eyeing a new sys- 
tem will inevitably ask: “Is this 
system more expensive to install?” 
“Are the labor costs greater than 
with some other line?” “Will it 
take more or less man-hours to in- 
stall than the last job I did with 
such and such a line?” 

The electrical contractor’s guess 
on this point may have a tendency 
to throw his bid very high. It is 
extremely important, therefore, 
that the electrical contractor under- 
stand at the outset that the Area 
Illumination system is comparable 


in cost to that of any good sus- 








ae -% ai 
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illumination for OFFICE 





by Hugh Nazor 


Vice-President in Charge of Sales 
Smitheraft Lighting Division 
Chelsea, Mass. 


pended ceiling with a good troffer 
lighting system. 

After the contractor has installed 
his first job, he will know for a fact 
that the engineer construction and 
simplicity of installation will en- 
able him to make an excellent profit. 

The third group who will be in- 
terested in Area Illumination is the 
owner - Manager - operator group. 
This group is primarily interested 
in Area Illumination from the point 
of view of what the final results will 
specificaliy do for them or to help 
their businesses. 

For example, department store 
management does not want to buy 
lighting fixtures as such. They 
want light and effect. The customer 
going into a department store, man- 
agement hopes, goes in for only one 
reason and that is to buy merchan- 
dise. He does not come in to ap- 
praise the finish of the walls, the 
magnificence of the counters or dis- 
plays, the general decor, or even the 
lighting fixtures. 

All these may be subtle influences 


to buy, but they are not in and of 
themselves sales-compelling. On the 
other hand, the total effect of Area 
Illumination in enhancing colors, in 
making merchandise more eye- 
satching and sales-appealing, can- 
not be over-emphasized. 

Area Illumination presents de- 
partment store management with a 
powerful and subtle new selling 
weapon. And so it is with countless 
other businesses and operations of 
different kinds. The end results of 
Area Illumination have great sig- 
nificance for many businesses. 

Area Illumination did not de- 
velop out of thin air! The entire 
fluorescent lighting industry has 
grown by leaps and bounds during 
the past 12 or 15 years and there 
has been a constant improvement 
of old ideas. This new concept 
comes as a result of many years of 
research and experimentation. 

In the Smithcraft plant in Chel- 
sea, Mass., there are several pilot 
installations of Area Illumination, 
one of which is more than six years 


APPLICATION 





At left are three re- 
productions of an 
artist’s conception of 
Area Illumination in- 
stallations. The col- 
umn at the right, 
however, shows vari- 
ations possible in the 
pattern by the 
various = shielding« 
and periphery ma- 
terial available on 
the same basic in- 
stallation. The out- 
standing advantage 
of Area Hlumination 
is the freedom of 
choice which it gives 
in design. 










area illumination for LOBBY 
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old. From these simple experi- 
mental systems, Smithcraft learned 
certain fundamental facts. 

To have a good over-all lighting 
system, lamps must be mounted 
singly and also in continuous rows. 

In a good lighting system of com- 
paratively even illumination and 
brightness, it is frequently a hazard 
to have the over-all lighting sys- 
tem extend from wall to wall. This 
usually results in long lines of light 
on the wall which are parallel to 
the lamps and results in an objec- 
tionable checker crosshatching on 
the ceiling and walls. This checker 
crosshatching usually blends out 
when it gets down below eye level, 
but it is distracting and tends to 
accentuate the brightness ratio. 


Many variables involved 

An over-all lighting system 
should be designed so that lamps 
are as close on end to end as human- 
ly possible, so the light forms a con- 
tinuous row with no interrupting 
dark areas. It was found from ex- 
perience and experiment that dif- 
ferent intensities that might be de- 
sired for particular areas are 
dependent on such variables as the 
distance between lamps and the dis- 
tance between lamp centers and the 
diffusing medium. 

Area Illumination incorporates 
all these and many other findings 
that are the result of years of study 
and research. During the years of 
experiment and development of 
Area Illumination in the laboratory, 
Smithcraft also went out into the 
field to determine exactly what type 
of equipment would best suit the 
needs and desires of the people who 
would actually install this new sys- 
tem of lighting. 

It was found that store manage- 
ment and store designers were look- 
ing for an over-all lighting system 
that would fit all different sizes and 
shapes and which would have dif- 
fusing media of all different kinds. 
A system was desired that would 
give directional guidance directing 
people to the places where manage- 
ment wanted them to shop and to 
buy ...a system that could be used 
to highlight certain areas and focus 
attention. 

They further wanted a system 
that could be trimmed with all dif- 
ferent kinds of acoustical material, 
and a system where the acoustical 
treatment could be increased if 
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necessary. The ideal over-all sys- 
tem, from the retail store point of 
view, must blend with the architec- 
ture. 

Another group that was consulted 
were those who were building new 
offices or remodeling existing office 
buildings. This group welcomed the 
concept of Area Illumination for 
many reasons. 

Today’s costs in comparison with 
any other building and construction 
period are extremely high. Office 
management must consider the 
durability of new installations and 
the possibilities for change 
without destroying lighting 
tems, heating systems, ventilating 
systems, etc. 

Smithcraft found office building 
management extremely receptive to 
the module-type building. In the 
old days a module was frequently 
a quarter of a floor. Today, how- 
ever, the module system is more 
often based on one bay .. . and fre- 
quently one quarter bay. 

Therefore, the smallest room in 
a building may be one quarter bay 
and the largest, any multiple there- 
of. Partitions can be taken down 
and put up, making it possible to 
rent a whole floor, or a bay, or what- 
ever unit is desired. 

As a result in this change of 
thinking on the part of office build- 
ing management, functional light- 
ing has now become a_ problem 
similar to that of air conditioning 
or heating. Area Illumination fits 
this changing picture exactly. No 
longer is it necessary to constantly 


easy 


sys- 


How the parts combine 








move fixtures and install new ones. 
And since office building manage- 
ment must be competitive, Area II- 
lumination provides an ideal method 
of reducing costs caused by altera- 
tions. 

Smithcraft also investigated the 
requirements of large buildings 
that have large lobbies. This type 
of building, whether it is an insur- 
company or a bank, or a 
similar institution, depends heavily 
First impressions 
gained on stepping inside are con- 


ance 
on prestige. 


sidered extremely important. 
These buildings have spacious 
and beautiful lobbies, hallways, and 
meeting rooms primarily because of 
the effect they create on the general 
public who are the customers who 
support these institutions. 
Obviously, Area Illumination is 
made to order for this type of build- 
ing to create the desired impres- 
sions. A lighting system that cuts 
a high and spacious room in half or 
brings a 20-foot ceiling down within 
the reach of a man’s hand will not 
serve the lighting needs of this type 
building. A system like Area Il- 
lumination which seems to “float in 
the air” with no direct contact with 
the walls will further the effect 
created by the architect in these 
spacious impressive areas. 
Smithcraft Area Illumination ful- 
fills the wants of many types of 
It is simple, easy to install, 
easy to maintain, and gives com- 
size, 


users. 


plete freedom as to shape, 
trim, pattern, and intensity. 


Step-by-step installation 


of Area Illumination 


@ Tue AREA ILLUMINATION system is 
actually a lighting fixture. Each of 
its component parts parallels some 
part of conventional fixtures. The area 
luminaire is made up of a hanger 
which can also be used as an insert; 
hanger rod assemblies, housing, or a 
group of housings; and spacer tubes 
whose function is to hold the housings 
in exact relation to each other. 

Since Area Illumination is designed 
for the slimline lamps, the distance 


tubes is 
or 8 ft. 


maintained by the spacer 
always either 4 ft., 6 ft., 
The system may or may not have 
reflectors depending on the cavity 
above the lamps as regards both finish 
and depth. 

The sides of fixtures may become 
intermediate parts in the lighting sys- 
tem, since an area may be small or 
large, so these sides are called run- 
ners, and are hung on runner hangers. 
Main runners parallel the sides of 
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Step 1—This first in a series of step-by-step photos show- 
ing how the components of the Area Illu 
are installed shows two hangers mounted on the ceiling. 
Attached to the hanger rods is the hou: 

and to which slimline lamp sockets are mounted, 





fixtures in ordinary luminaires and 
connecting runners parallel the end 
plates. 

Since Area Illumination will take 
any type of shielding media, there 
may be louvers and louver hangers. 
If plastic, glass, or other diffusing 
media are used, this material is laid 
in and no additional hangers or brace 
material is needed. 

To finish off the system there is 
combination molding, border molding 
for flange, and border molding for 
snap-in. These three pieces make the 
Area Illumination system complete, 
eliminating the need for scarching 
for proper trim material. Everything 
is available for proper trimming off. 

These component parts go togethe 
with amazing ease and_ simplicity. 
The hanger is slightly different from 
any previous hanger in that it can 
be used not only as a hanger for re- 
model work, but it also can be used 
as an insert nailed to forms in new 
construction. 

The hanger has an adjustment 
feature in the longitudinal directior 
allowing for adjustment of 2 inches 
in either direction—a total of 4 inches 
adjustment. When it is suggested 
that Area Illumination hangers be 
placed on approximately 4-ft. by 8-ft. 
centers, approximately is exactly what 
is meant. 

This adjustment feature has many 
time-saving advantages. It allows a 
margin of error of 2 inches in either 
direction (much more than is likely). 
Further, if a wall is leaning in or 
out by % inch or more, the whole 
lighting system can be shifted to make 
up half the difference without com- 
pletely dismantling and reinstalling. 

In cases where it is decided after 
the hanger has been installed to place 
larger equipment above the ceiling 


ing containing wiring 
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lamps, as desi 


than originally planned, the contrac- 
tor can move his hanger without 
hindering his fellow tradesmen and 
without any effect on the end result. 
Hangers are mounted on the ceiling 
usually by toggle bolts or by expan- 
sion bolts. They are mounted approxi- 
mately 8 ft. apart in one direction 
and approximately 4 ft. apart in the 
other direction. As a result, there are 
relatively few 
ceiling. 


contacts with the 


Few tools needed 

To the hanger is attached the hang 
ing rod assembly and from this point 
to the completion of the installation, 
the only tools needed are a wate! 
level and a small screwdriver. These 
hanger rod assemblies are attached 
without tools. They need not be care- 
fully positioned. 

They can be jiggled, fallen on, even 
hung on, but they cannot be removed 
except by pressure of the end of the 
finger or with a tool. They are hap- 
hazardly positioned because the com- 
ponent parts of this system flow, fall, 
or swing into place without the use 
of rules, | equip- 
ment. 

Next to be placed in position are 
the housings. The housing is a roller 
die section that holds exact dimen- 
sions. The housing either 
high-volta socket on one side, or a 
low-voltage socket on the othcr side, 
or both—high on one side and low on 
the other. These sockets are mounted 
in some multiple of 3 inches apart, so 
the system can have lamps spaced 12, 
15, 18, 24, or 36 inches apart. The 
spacing depends on the _ intensity 
desired. 

The housing also holds a_ ballast 
mounted on top, cover plates, and end 
plates (which also act as couplings). 


gadgets, or specia 


holds a 











Step 2—The two housings (one not shown in the photo) 
ed by spacing rods which hold them at exactly 
the right distance apart for 4-ft., 6-ft., or 8-ft. slimline 
Here the la 


place. Lamp spacing in any multiple of 3 inches is possible. 


e been inserted in 





ps h 





The only time a screwdriver is needed 
in installation is to remove four 
screws, turn the end plate, replace 
in bottom of housing, and replace 
screws to form a coupling. 

The housing is gently raised into 
position between the hanger rod as 
sembly and snapped into place. Once 
positioned, the housing cannot be 
jiggled or pushed loose without a 
tool to relieve the pressure of the 
spring catches. Yet the housing may 
be moved in a length-wise direction 
Here again, haphazard positioning is 


all that is required. 

At this stage the hanger rod as- 
sembly is adjusted and a water level 
is used to assure the same elevation 
as every other housing in the area. 
If housings are level and all in the 
same elevation, the diffusing medium 
will be at a constant distance from 
the floor. 


Spacers hold alignment 
Spacer tubes are inserted easily in 
the openings at the end of the hous- 
ings and the catches are pushed over. 
Now, two housings are held in exact 
location with respect to each other 





and the electrical connections between 
them are made. 

If th 
reflectors are inserted in clips on the 
socket mount at one end and the other 
end is pushed up past the other socket 
until it snaps into place. These re- 
flectors are positively positioned so 
they must stay in their proper loca- 
tion. 

To the housing it is now necessary 
to add runner hangers for holding 
the diffusing material. Runner hang- 
ers are inserted in the bottom of the 
drawn section channel and given a 
simple twist. Runner hangers are 
mounted approximately as far part 


system is to have reflectors, 
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Step 3—Suspended from the housing are the runner Step 4—Here the main runners have been attached to the 

hangers. These will support the diffusing material. They runner hangers. These are always the sz length as the 

are usually spaced as far apart as the smallest dimension lamps in the installation. They snap into position easily 
of the diffusing medium selected—generally 2 feet. and need not be accurately positioned. 


as the smallest dimension of the sec- 1 feet, depending on the type and size than a louver, that is, a lay-in type 
tions of the diffusing medium selected, of the diffusing material. Main run- of material, the main runners are 
usually 2 feet. ners run in the direction of the lamps turned upside down, inserted on the 

To the runner hangers are added and cross runners are perpendicular same hangers, and a shelf is ready 
the main runners which are always to the lamps. Cross runners are easily for lay-in material. Glass, plastic, or 
the same length as the lamps in the twisted into position; no tools are any other lay-in material is installed 
installation. These runners are fin- used, in this fashion. 
ished with white baked enamel. Once If louvers are used, louver hangers If a combination of louver and other 
again, these main runners are easily are placed at each runner hanger and diffusing media is desired, combina- 
snapped into position and need not fall into place. The louver, whethe: tion molds are used so that louvers 
ve accurately positioned. Once they it be a 2-inch louver or any other are hung on one side and lay-in ma- 
are in place, however, they can only type, merely hooks on to the louver terial is laid in on the other side. 
be removed with a tool and can be hanger at the second cell at all fou This can be used to great advantage 
jiggled, fallen against, and even hung sides. When only two sides of the in guiding and directing traffic with- 
on without coming loose. louver are hooked, the louver hangs out loss in illumination. 

To the main runners, cross runners down freely for easy maintenance. Two types of border molding are 
are connected, at intervals of 2, 3, or If the diffusing medium is othe Please turn to page 80) 


Step 5—Cross runners, perpendicular to the lamps. 7 Step 6—This view of a completed installation shows how 
now been added, and these accurately space the mai diffusing material and louvers may be combined in the 
ners so that diffusing material will just fit the <} 2¢ installation. Such combinations are used advantage- 
vided. All parts go together easily, without special tools, ously in department stores, where the aterials may be 
but are so designed that they cannot be jiggled apart. selected so as to guide and direct the flow of traffic. 
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LIGHTING 


Eifective use of side lighting 


by R. C. Morgan 


Lindsey and Morgan 
Electrical Contractors 
New Orleans. La. 


@ THE PRINCIPLE OF side lighting 
can be adapted to many new uses 
in homes and in commercial instal- 
lations. 

Recently, we completed an inter- 
esting side lighting installation in 
connection with the general remod- 
eling of the office of President 
Lawrence Deckbar, of Woodward 
Wight & Co., New Orleans, La. 

The general idea was to supply 
full illumination when needed, and 
subdued lighting 
repose rest from 
of the daily routine. 

One of the room 
signed with an artificial window 
with lights behind it to simulate 
sunshine. This gave an artistic ap- 
pearance to the office and also sup- 
plied a subdued form of illumina- 
tion. Details of installation ‘ are 
shown in the photograph and draw- 
ing. 

The full illumination was provid- 
ed by two rows of parallel fluores- 
cent flush in an 
acoustical ceiling. There were four 
units in 


for moments of 


and the tension 


end was de- 


fixtures built in 


each row, each carrying 


four tubes; flush-type units, glass 
bottoms. 

The artistic lighting effects and 
the subdued lighting were produced 
by the artificial window, and also 
by concealed units behind the bor- 
ders of the large panels which 
formed the sidewalls of the office. 

Each panel was set back several 
inches from the framework, and 
the lighting units (fluorescent 
tubes) concealed behind the frame- 
work threw their light on the 

(Please turn to page 80) 
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This photo, and the corresponding drawing, show how side lighting is com- 
bined with overhead lighting to provide flexible, artistic illumination for the 
president’s office, at Woodward Wight and Co., in New Orleans, Incandescent 
units illuminate the corrugated frosted glass panel at the end of the office; 


fluorescent 
Recessed troffers flush with the acoustical ceiling pr 
tion. With these various units, the occupant can h 


amps illuminate the recessed panels on each side of the office. 


ovide the main illumina- 
ave high-intensity illum- 


ination for efficient seeing. or soft twilight effects for relaxation. 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers 


New basie CMP order 
eovers construction 


A NEW BASIC construction order, 
embracing provisions formerly in- 
cluded in three separate orders, was 
issued by the National Production 
Authority early in March. The new 
order, which liberalizes some _ re- 
strictions on the use of controlled 
materials—steel, copper, and alumi- 
num—has been issued in the form 
of a revised CMP Regulation 6. 

This new order replaces the pre- 
vious CMP Regulation 6, Order 
M-4A which has been revoked, and 
Direction 1 to CMP Regulation 6 
which has also been revoked. 

Order M-4A, which was revoked, 
was the former basic construction 
order. The revoked Direction 1 to 
CMP Regulation 6 was the order 
which described methods of obtain- 
ing critical materials for small con- 
struction projects by a self-authori- 
zation procedure under CMP. 

The primary purposes of the new 
basic construction order are to lib- 
eralize certain restrictions on the 
use of critical materials, incorpo- 
rate in one document all of the con- 
struction regulations previously 
contained in three separate orders, 
and as far as_ practicable, to 
simplify the language of the regula- 
tions. 

Among the major revisions in- 
cluded in the new basic construc- 
tion order are the following: an 
increase in the amount of steel that 
may be self-authorized for smaller 
commercial, school, and other non- 
industrial construction; an increase 
in the amount of steel that may be 
self-authorized for road and high- 
way building; permission to use 
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and their agents. 


foreign and used steel in an author- 
schedule, pro- 
vided that this will not require the 


ized construction 


use of greater amounts of copper 
or aluminum controlled materials 
than those for which the builder 
has already received an allotment; 
and the self-authorization for the 
use of aluminum for electrical wir- 
ing if the builder reduces his copper 
requirements end uses the alumi- 
num at the ratio of one pound of 
aluminum to two pounds of coppet 


Buyers guide for 
Kansas City area 

THE 
Guide for the Kansas City area has 
been issued by The Electric Asso- 
ciation of Kansas City. The 1952 


FIRST Electrical Buyers 


Guide has been designed as a source 
of buying information for electrical 
dealers, industrial purchasing 
agents, contractors, architects, en- 
gineers, and others who rely upon 
the products and services of the 
electrical industry in the conduct 
of their business. 

The Guide has been sent to ap- 
proximately 4,000 persons in 63 
counties in Missouri and 37 coun- 
ties in Kansas, in addition to the 
205 member firms. 

Consisting of 140 
Guide 


pages, the 
contains a comprehensive 
listing of electrical appliances, spe- 
cialties, apparatus, supplies, and 
services that are available to the 
industry in the Kansas City trade 
territory. All types of electrical 
products are listed in the Guide by 
brand name. It is completely cross- 
referenced to enable a purchaser to 
locate whatever he 


needs, regard- 


Members of the Publications Committee of the Electric Association of Kansas 
City examine the 1952 Electrical Buyers Guide before mailing. Members of 
the committee are: (Left to right) R. J. Samson, Executive Manager, Elec- 
tric Association; B. W. Rockey, chairman, Kansas City Power & Light Co.: 


Dolores Purdome, Electric Association; L 


. S. Gershon, L. S. Gershon & Son; 


J. E. Launder, Jr.. Independent Electric Machinery Co.; and J. F. Habig, 
Electric Association. R. F. Janda, Graybar Electric Co., was unable to be 
present when the picture was taken. 
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No. 5230 
Duplex 


No. 5231 
Single Pole Switch 


for 


surface 


No. 5233 
3 Way Switch 


installation, 





anywhere. 





No. 5237 
Rosette 
or Junction Box 


LEv-o: LETS... for speedy surface 


Now—a completely new line 
of surface wiring devices— bases and covers 
are made in Urea Plastic 
No. 5235 
Pull Chain — for Non-Metallic or B-X Cable wiring. 


Complete wiring instructions in each box. 


Send for additional information. 


LEVITON MANUFACTURING COMPANY 


brooklyn 22, new york * chicago * los angeles 
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less of how little information he 
may have on the product, service or 
source, 

Tentative plans of the Electric 
Association call for the publication 
of such a Guide each year. The 
Committee in charge of this first 
publication consisted of B. W. 
Rockey, Kansas City Power & Light 
Co., chairman; L. S. Gershon, L. S. 
Gershon & Son; Robert 
Graybar Electric Co.; J. E. Laun- 
der, Jr., Independent Electric Ma- 
chinery Co.; R. J. 
tive 


Janda, 


Samson, execu- 
manager; and J. F. Habig, 
assistant to executive manager. 


Special regulation on 
housing construction 


AN ENTIRELY new separate hous- 
ing construction regulation has 
been issued by the National Pro- 
duction Authority and designated 
as Order M-100. The new order, 
issued early in March, contains sub- 
stantially all of the provisions pre- 
viously included in the three orders 
covering construction regulations. 
The new order relaxes certain re- 
strictions on the use of steel but 
slightly tightens the restrictions on 
the use of copper. 

The major changes in the new 
housing regulation involve the fol- 
lowing provisions: 

(1) An increase of 500 pounds 
of steel per housing unit in the 
amounts of that metal that may be 
self-authorized for from one to four 
family housing units, and a de- 
crease of 25 pounds of copper in 
housing units using copper water 
distribution systems. 

(2) Where local building codes 
require the use of Types “B” or “K” 
copper 


tubing for underground 


water connections, an increase in 
the amount of copper is permitted. 
(3) Aluminum may be used in 
place of copper for electrical wiring 
on the basis of one pound of alumi- 
num for two pounds of copper. 
(4) For alteration, addition, or 


extension of existing residential 
more than 50 per 
additional materials per new 


dwelling unit is permitted. 


structures not 
cent 


(5) For alterations by initial 
installation of electrical wiring, or 
plumbing systems, additional 
amounts of steel or copper are per- 


mitted. 
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(6) Self-authorization of mate- 
rials is not permitted for the con- 
struction of temporary residential 
housing. Specific authorization is 
required for such construction. 


Utilities plan 
heavy expansion 

RECENT REPORTS from the man- 
agement of southern electric utility 
companies indicate that there will 
be continued substantial expansion 
of electric facilities in the South 
and Southwest over the next several 
years. 

Florida Light Com- 
pany expects to spend 332 million 


Power and 


dollars on plant and system expan- 
sion during the next 10 
according to 
president. 


years, 
Smith, 
As an initial step, the 
company’s board of directors has 
approved a $22,100,000 construc- 
tion expenditure for 1952 
The estimate for 1953 is 
800,000. 

Engineers of Florida Power and 
Light Company divided their 332- 
million-dollar into the 


McGregor 


alone. 
$27,- 


forecast 


following items: generating plants, 
$108,118,000; distribution lines, 
$155,732,000; transmission lines, 
substations, new switching equip- 
ment, and other transmission de- 
partment improvements, $47,198,- 
000; and warehouses, distribution 
yards, garages, and other improve- 
ments, $20,981,000. 

Alabama Power Company, during 
1952, will spend nearly 32 million 
dollars for construction and im- 
provements. 

5. Me. stated 
that among the items in the budget 
are 8 million dollars for the comple- 


sarry, president, 


tion of the seventh unit at Gorgas 
Steam Plant and connections. An- 
other 6 million dollars will be ap- 
plied toward the construction of the 
40-million-dollar Barry Steam Plant 
at Saleo, near Mobile. 

New transmission lines and sub- 
stations and improvements to exist- 
ing transmission facilities will to- 
tal nearly 6 million dollars, while 
investments in increased and im- 
proved service facilities will total 
8 million dollars. 

Mr. Barry stated that in general, 


FLORIDA POWER & LIGHT CO. 


1952-1962 ENGINEERING FORECAST 
OF SYSTEM POWER REQUIREMENTS 


JAN. 1, 1962 
000 KW 


10 YEAR FORECAST 





4 
JAN. 1 1952 
503,000 KW 


WAR 
EXPANSION 


way 


ESTIMATED NEW 
GENERATING CAPACITY 
REQUIRED 


KuOwalTS 


135,000 $ FLOMIDA 6! 
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Florida Power and Light Company’s generating capacity expansion program 
is graphically illustrated in this chart showing the post-war expansion and 


the new capacity to be added in the next 10 years. 


to spend $155 


The company expects 


32,000 for distribution lines and $47,198,000 for transmission 


lines, substations, and new switching equipment in the next 10 years. 
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prospective expansion and improve- 
ments expenditures for the next 
three years would be approximately 
102 million dollars. 

A construction budget of approx- 
imately 50 million dollars was ap- 
proved for the current year by the 
board of directors of the Virginia 
Electric and Power Company re- 
cently. Expenditures under this 
budget will include nearly 10 mil- 
lion dollars for additions to the 
Chesterfield generating station, and 
a little more than 10 million dollars 
for a new generating station at 
Portsmouth, Va. 

Improvements and extensions to 
the transmission network will 
amount to approximately $10,645,- 
000, and an expenditure of $9,950,- 
000 has been approved for im- 
provements to the distribution 
system and for extensions to new 
customers. New rural lines are to 
be built to serve approximately 
27,000 new rural customers. 

With the completion of the new 
addition to the Chesterfield station 
and the construction of the new 
Portsmouth station in 1953, the 
Vepco system will have an installed 
capacity of nearly 1 million kilo- 
watts as compared with 432,000 kw 
at the close of World War II, re- 
ports Jack G. Holtzclaw, president. 

Louis V. Sutton, president, Caro- 
lina Power and Light Co., told di- 
rectors of that company recently 
that the company had spent 77 mil- 
lion dollars in its post-war expan- 
sion during the six years since 
World War II. He estimated that 
additional construction within the 
next three years will cost 66 million 
dollars more, the latter figure in- 
cluding expenditures that are re- 
quired in the Tide Water area con- 
solidated with the CP&L Company 
system recently. 

The Carolina Power and Light 
Company expects to spend 27 mil- 
lion dollars in the current year, 
with most of the money going into 
three new steam units to increase 
the company’s generating -capacity. 
One of these is being installed at 
Goldsboro and another’ at Lumber- 
ton. The third has been ordered but 
its location has not been deter- 
mined. 

Mr. Sutton pointed out that the 
average annual consumption by 
residential customers exceeded 3000 
kilowatt-hours in 1951, and that ap- 
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THE 
FISHER-PIERCE 
PHOTOELECTRIC 
CONTROL 


e LOW INITIAL COST 
e LOW INSTALLATION COST 
e LOW MAINTENANCE COST 


The cost of control of street lighting includes more than just 
the price of the control itself. Cost of installation is another 
major factor. Maintenance costs, if too great, can overcome 
all other economies. 


The F-P Series 63300B Control combines all three elements of 
economy. No control of similar specifications has as low a 
purchase price. None requires fewer man hours for installa- 
tion. No other control has equalled the F-P record for main- 
tenance economy. 


Fisher-Pierce is able to provide this economy in street light- 
ing control because of its years of experience and its exten- 
sive engineering organization. Fisher-Pierce Controls have 
been proven by the experience of over 700 utilities now using 
more than 35,000 Fisher-Pierce units. 


If you are considering adding to or modernizing your street 
lighting, be sure to investigate the possibilities of Fisher- 
Pierce photoelectric controls. 


Write for Bulletin 63300B. 


The FISHER-PIERCE CO., Inc. 


59 Pearl St., So. Braintree, Boston 85, Mass. 


PHILIPS EXPORT CORP. 
EXPORT:| 100 E. 42nd STREET IN CANADA: 
NEW YORK 17, N.Y. NORTHERN ELECTRIC CO., Lid. 











QUELARC 


The Circuit 
Breaking Plugs 
and Receptacles 
... Ratings Up to 


. 200 AMPERES 











The exclusive QuelAre con. 
struction provides exceptional 
protection to contacts, for safe 
use as current rupturing de- 
vices, Unique partitioned insu. 
lation provides extra long dis- 
tance between contacts and be. 
tween contacts and ground, In. 
sulating chambers completely 
enclose all contacts and form 
an arc-trapping space, Galvan. 
ized cast metal housings, bake- 
lite insulation and individually 
renewable contacts insure long 
service life. 

QuelAre plugs and recepta- 
cles are available in a complete 
range of styles, 2, 3 and 4 
pole types—grounded through 
shell or extra pole. Housings 
with threaded cap, plain cap or 
hinged spring door. Ratings 
20, 30, 60, 100 and 200 am. 
peres, 250 volts DC, 600 volts 
AC. Consult your Pylet Cata- 
log 1100, Bul. 1140-2 for com. 
plete listings. 





CONDUIT FITTINGS + FLOODLIGHTS 





THE 


PYLE-NATIONAL 


COMPANY 
1354 N. Kostner Ave., Chicago 51, Ill 
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proximately 14,000 new customers 
were added during the year. 

An expansion and improvement 
project for 1952 amounting to 
$3,142,760 was announced recently 
for the Birmingham Electric Co., 
by C. S. Thorn, president. The ex- 
penditure will cover improvemenis 
and additions to be made to the dis- 
tribution system as well as for ex- 
tensions to the 110,000-volt trans- 
mission lines and additional trans- 
formers at feed-in stations. 

Plans for a $6,733,000 expansion 
program for 1952 have been an- 
nounced by Francis J. Gannon, 
president, Tampa Electric Co. 

The current program is a contin- 
uation of expansions begun in 1945 
which have totaled approximately 
$24,500,000 over the six-year. pe- 
riod. The 1952 program will include 
new lines, substations, and other 
facilities. 

Tampa Electric Company's facili- 
ties now include almost 2,500 miles 
of lines throughout Hillsborough 
County and extending into parts of 
two adjacent 


counties, serving 


95,436 customers. 


Modern new plant 
for Duncan meters 


THE 50TH ANNIVERSARY of the 
Duncan Electric Manufacturing 
Company in the metering industry 
has been marked by the company 


moving into a modern new factory, 
designed and built by the Austin 
Co., with many special features re- 
lated to the manufacture of high- 
quality meters. 

One of the special requirements 
for precision work of this type is 
cleanliness, and therefore all the air 
in this 100,000-square-foot building 
is cleaned, cooled, and maintained 
at a comfortable relative humidity. 

The entire power and lighting 
load throughout the plant is served 
by a  277/480-volt, 
four-wire wye system. An indepen- 


three-phase, 


dent conduit system carries the 


This is a night-time view of the 

attractive entrance to the new man- 

ufacturing plant of Duncan Electric 
Mfg. Co. 


The high-intensity illumination provided throughout the manufacturing 
area is supplied by standard 40-inch fluorescent fixtures. To provide flexi- 
bility, as few supporting columns as economically possible have been used 
in the manufacturing area which ix all on one floor. The sound level in 
this area is minimized by a sound-absorbing rubber-coated glass-fibre ceiling. 
Attractive color schemes give the plant a desirable working atmosphere. 
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lighting feeders and branch cir- 
cuits. General plant lighting is pro- 
vided by standard 48-inch 40-watt 
fluorescent fixtures equipped with 
277-volt ballasts. 

The lighting circuits are con- 
nected to alternate phases in order 
to provide a balanced three-phase 
lighting load. The power: feeders 
are carried in ducts through the 
center of each bay with provision 
made for taps at any point. 

A bare grounding conductor, in- 
terconnected with the grounded 
neutral at the transformer bank, is 
carried through for grounding the 
frames and enclosures of all power 
equipment. 

The plant is situated on a 38-acre 
plot close to the Wabash River. The 
downtown Lafayette area, residen- ast 
tial areas, major highways, and a , corti on 
railroad are all conveniently acces- ‘ 
sible. Adequate parking areas have 
been provided for employees and 
visitors, and all incoming walkways 
are kept clear of snow by steam and 
electrical heating units buried in 
the concrete. 


News notes from 
the manufacturers 


it tells you... 


SOUTHERN STATES Equipment 
Corp., of Hampton, Ga., has just 


Baal lacement is profitable and when 
started construction on a new one- WHAEN group rep P 
it isn’t 


story building addition to present m 


manufacturing facilities. The new 
structure includes approximately WAAT is your most profitable cleaning cycle 
25,000 square feet. 

The building program will in- WHERE and HOW you can eliminate 83% of 
clude considerable revision of the your lamp burnouts 
existing facilities. The general of - 
fices will be enlarged and modern- WAY you can replace six lamps for what it now 


ized and improved lighting and air costs you to replace one 


conditioning will be installed. De- 
partmental sections will be rear- 
Get the low down, now, when it profits you most. 
The facts to fit your operation are in this Champion 
File Folder — yours for the asking. 


ranged for easier communication 
and better flow of material to and 
from production machines. 

The Southern States Equipment 
Corporation manufactures high- 
voltage electrical equipment for the CHAMPION LAMP WORKS 
power industry as well as special LYNN, MASSACHUSETTS 
textile machine parts and mechani- 
cal devices. Please mail your Free File Folder ES on planned cleaning 
and group replacement, at no cost or obligation to: 


BULLDOG Electric Products Com- Name ; Position 
pany has added two branch plants 
to its production facilities in order Company 
to meet an increased demand for Street 
BullDog products. City 

One of the new plants located in Ram 
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100 KVA Type F Transformer 
2400/ 120/240 


450 KVA, Type F Unit Substation, 
4160 V. Delta, 60 Cycles, 3 2— 
120/208Y, 4 wire. 








MANUFACTURERS OF DRY TYPE 


fone OF THE WORLD'S se 
TRANSFORMERS EXCLUSIVELY 


1 to 2,000 KVA up to 
15,000 Volts to meet 
Individual Requirements 


DISTRIBUTION 
GENERAL PURPOSE 
UNIT SUBSTATION 
PHASE CHANGING 
ELECTRIC FURNACE 
RECTIFIER 
WELDING 





© SPECIAL 


©@ MOTOR STARTING 


Made by a pioneer in the dry type, air- 
cooled transformer field. Eliminate 
need for liquid filled units. No hazard- 
ous, inflammable oil or toxic liquid to 
fuss with. Maintenance of oil level, 
foreign matter, sludge accumulation, 
and subsequent filtering are relegated 
to the “horse and buggy days”. 
MARCUS DRY TYPE, 
AIR-COOLED TRANSFORMERS 


ARE SAFE —No explosion or fire 
hazards. No fire proof vaults. Class 
B and C heat proof insulations. 
ARE ECONOMICAL — Lower cost 
installation and operation, negligible 
maintenance. 


For the transformer that’s second to 
none, specify MARCUS. 


MARCUS 


TRANSFORMER CO. 


INC, 
38 MONTGOMERY STREET 
HILLSIDE 5, NEW JERSEY 


OD TRANSFORMERS 





Urbana, Ohio, manufactures Bus 
Plugs for BullDog 
Duct. The Bus Plugs are a conve- 
nient method for connecting ma- 
chinery to Plug-In Duct. 
The second new branch plant, lo- 
cated at 584 Piquette Ave., Detroit, 
fabricates Vacu-Break and Saf-to- 
Both panels are 
flexible power distribution types. 


Bustribution 


Fuse panelboards. 


x 


THE EDWIN F. Guth Co., of St. 
Louis, is now celebrating its 50th 
In the half century 
since the Guth 
Company opened its doors for busi- 


anniversary. 
that has elapsed 


ness, the company has grown from 
an infant industry into a thriving, 
world-wide enterprise dedicated to 
the continued development of new 
methods and new techniques which 
will contribute to advancement and 
progress in the lighting industry. 
The company was started in 1902 
when Edwin F. Guth, Sr., and eight 
pooled their assets to 
found the St. Louis Brass Mfg. Co. 


associates 


Edwin F. Gath, Sr. 


The history of Guth lighting paral- 
lels the industry. 
Old-timers in the field still remem- 
ber when Guth brought out the first 


history of the 


packaged electric lighting units for 
distribution through electrical sup- 
ply channels. They remember, too, 
the Brascolier, the Brascolite, and 
many other developments which the 
company brought out. 

It was in 1923 that the company’s 
name was changed to the Edwin F. 
Guth Co., honoring the man whose 
enterprising and pioneering spirit 
had carried them to success. Mr. 
Guth is still active in the company, 
serving as chairman of the board. 
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IT'S EASY TO SEE WHEN IT'S SUNBEAM LIGHTING 


Yes, it's easy to see 

why Sunbeam visionaires lead 

the field in integrated design and photometric 
characteristics. They are all designed to produce 
better lighting for better vision. 

It's easy to see why Sunbeam is specified more 
and more. Architects value the sturdy, precision- 
made fixtures which incorporate many 

features for minimum maintenance and easy 
installation. Typical of Sunbeam's newer designs 
are the P1273 series, a unique 3-lamp 
luminous-indirect type, L1280 series of which 
many thousands have been installed throughout 
the country, and the versatile L1710 series 
which may be installed in pattern arrangements. 
See these, and many other advanced fixtures 

at our booth in the 4th International Lighting 
Exposition at Cleveland, May 6th to 9th, 1952. 


SUNBEAM 


LIGHTING COMPANY © 777 EAST 14TH PLACE 
LOS ANGELES 21, CALIFORNIA 
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LL Lae Ventilator 


> 
She Best 
IN KITCHEN VENTILATION 
EXCLUSIVE IN 


TRADE-WIND 
VENTILATORS 





ISOLATED MOTOR 


Keeps clean « lasts longer 





Look at the location of the motor in every 
in a separate, 
isolated compartment. This_extra_construc- 
tion is another exclusive 
advantage. The motor is completely pro- 
tected from the hot, greasv air. No dust or 
steam or grease are blasted at the motor. 
It always stays clean and cool in its own 
compartment — needs less frequent oiling - 
lasts years longer. You can count on 


BEZZ772 ZZ for quality performance. 
The only ventilator that gives you 


@ Centrifugal Blowers 
@ Isolated Motor 

@ Dripless Grille 

@ Easier Installation 


@ Interchangeabie 
Horizontal and 
Vertical Discharge 

@ Five-year Guarantee 

PRICE OFFERS AN INDUCEMENT 

BUT QUALITY OFFERS A REASON 


TRADE-WIND MOTORFANS, INC. 


Wiring device group 
opposes aluminum use 
FROM A MEETING of the Electrical 
Wiring Devices Industry Advisory 
Committee has come the recommen- 
dation to the National Production 
Authority that the substitution of 
aluminum for copper in branch cir- 
cuit wiring be discouraged because 
this practice imposes new hardships 
on the wiring devices industry. 
Committee members explained 
that the use of aluminum instead 
of copper in wire size 8 and smaller 
had been suggested by NPA as a 
conservation measure. 
the current-carrying 
aluminum 


Inasmuch as 
capacity of 
conductors is than 
that of copper, larger size wires are 
required. 

Consequently, the electrical wir- 
ing devices industry would have to 
increase the size of its devices, par- 
ticularly screws and boxes, to take 
the larger size aluminum conduc- 
tors. This would mean an increase 
rather than a conservation of scarce 


less 


materials as far as this industry is 
concerned, the committee pointed 
out. 

Committee members said the in- 
dustry has considerably reduced its 
uses of copper, and that manufac- 
turers now do not customarily use 
copper or brass for any item that 
does not carry current. The indus- 
try claims that past experience has 





indicated that the use of steel 
screws, plain or plated, in current- 
carrying devices has not been suc- 


cessful. 


Apprentice honored 
at Nashville meeting 


A RECOGNITION dinner honoring 
Joe S. Phillips, Nashville, as the 
outstanding 1951 electrical appren- 
tice, along with six other mid-year 
graduates of the Nashville Appren- 
tice Training Program, was held in 
Nashville recently under the joint 
sponsorship of the Nashville Chap- 
ter, National Electrical Contractors 
Association, and Local Union 429, 
IBEW. 

Charlie Moseley, vice-president, 
District Ill, NECA, was the fea- 
tured speaker of the evening and 
presented the honor guest a hand- 
some gold wrist watch as the 1951 
the Apprentice Award 
competition for the nine southeast- 
ern states comprising District III 


winner of 


of the association. 

William Walker, chairman of the 
Joint Apprenticeship Committee, 
presided and awarded diplomas to 
graduating apprentices in the ab- 
sence of W. B. Petty, IBEW Dis- 
trict Vice-President, who was un- 
able to attend. 

L. C. Hansberger, president of 
the Nashville Chapter, NECA, also 


Joe S. Phillips, of Nashville, seated at left, was honored at a recent meeting 
of the Nashville Chapter, NECA, as the outstanding electrical apprentice for 


LOS ANGELES, CALIF. 
See Your Necrest Representative 

C. Biglin Co., Inc., 177 Harris St., N.W., 
Atlanta 3, Ga. 

Arthur S. Jones, 306 Canterbury Hill, San Antonio 

Texas (Bexar County only) 

L. R. Ward Co., 2711 Commerce St., Dallas |, and 

1814 Texas Ave., Houston 


1951 in the nine southeastern states. C. W. Moseley, of Charlotte, N. C:, 
vice-president for District III, NECA, seated right, addressed the meeting. 
Standing, left to right, are William A. Walker, chairman, Joint Apprentice- 
ship Committee, and L. C. Hansberger, president, Nashville Chapter, NECA. 
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addressed the meeting, which was 


attended by approximately 35, in- 
cluding members of the Joint Ap- 
prenticeship Committee and the of- 


ficials and executive boards of the Electric Ad TER 


union and the contractors associa- 


~~ Installations PROFIT 
Recently issued ee — The BUILDER, 


Code interpretations >, ae ee ae CONTRACTOR 
THE ELECTRICAL Section of the “a ae 

National Fire Protection Associa- ’ A pre 

tion, through its secretary, Charles ’ 3 : a and USER 

L. Smith, has issued official inter- 

pretations on several points of the 

National Electrical Code. 


Interpretation No. 376 
(Issued Jan. 28, 1952) 


Section 7021-b. Emergency and 
exit light systems. 
QUESTION : Where exit lights in a 
theatre are supplied by a separate 
circuit from an independent current 
supply and none of the other emer- 
gency lights are on this same cir- 
cuit, does this circuit constitute one 
of the two or more separate and 
complete systems contemplated by 
paragraph b of Section 7021? 
ANSWER: No. 
Electromode Electric Heaters have all 
(teed Feb. &, 1053 4 these outstanding benefits that pay 
Section 25332. Mechanical protec- the seller, the installer and the all- 
tion of service conductors. important user: 
QUESTION : Is it the intent of Sec- a : . 
tion 2382 of the 1951 edition of the WO FIRE > Built-in Automatic thermostat 
National Electrical Code to classify sie_s —_— 
all installations of service entrance wo SHOCK 4 ease sanity omnes 
cable on the exterior of a building WO BURN » Cast-Aluminum heating element 


between a sill plate and a meter 





NO ODOR >» Down-Flo Heat at floor level 


socket, 6 feet above normal ground 


level as exposed to mechanical in- + Quiet, oil-sealed motor 
jury? 0 SO00T 

ANSWER: No, but some such in- > Finger-tip controls 

eS Ee a ; : (Iihuste ve) MODEL WA . — 
stallations might be exposed to me- units trom 1500 to 4000 watts > Silver-grey hammertone finish 
chanical injury and the local inspec- 240 volts, also 1500 watts, 120 

< Pe volts. Front plote 17” wide, 21 
tion authority will have to deter- high. Extends 1” from wall 


, cas , Woll box 414” deep, fits be Automatic Bathroom Heater move wia 
mine when additional mechanical tween standard studs ~ 

P ° : H i! Elect d fety feat 
protection is necessary. Stocteosmede’s tell fine in- os a ectromodes safety features 
cludes wall and portable For bathroom or smal! room. White or 


" units for home, industry chrome, automatic or non-ovtomotic ' 
Interpretation No. 381 


f . w vi 
(Issued March 6, 1952) and farm 1320 watts, 110 volts. 
oats s 2115. 2 5. 212 me — ee ee ee ee ee ee ee 
Se ew eee see: ELECTROMODE CORPORATION 
pacity and circuit requirements. 45 Crouch St., Dept. ES-42, Rochester 3, N. Y. 
QUESTION : Is it the intent of par- 


NEW Please send us [_) Industrial Catalog () Domestic Catalog 
agraph b of Section 2124 that all of () Complete File on Electromode Heating 


the rooms named therein must be 7244 CL) Guide for Calculating Electric Space Heating 
wired for electricity if electrical COMPANY NAME 
service is supplied to a dwelling? CATALOGS Bat: 
ANSWER: No, assuming that all ADDRESS 
provisions of Sections 2115 and city STATE 
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TODAY’S 


BIG 
VALUES 


IN FLUORESCENT 
LIGHTING 


for SCHOOL, INDUSTRIAL, 
INSTITUTIONAL or 
COMMERCIAL INSTALLATIONS — 


BEFORE YOU CONTRACT OR BUY 
Compare! 


The Louisville Line is complete .. 


it's approved . . it’s guaranteed! 


WRITE FOR CATALOGUE TODAY 


Special quotations on specifica- 
tions of blueprints without ob- 


ligation. 


€ LOUISVILLE LAMP CO. 


8 724 W. Breckenridge St., Louisville 3, Ky. 
; Please send me your 1952 catalogue. 
 ——— — 
| 

I Onn oe 
4 

B ADDRESS 

i 

4 


CITY STATE 









~t 
N 








2116 are taken into consideration 
in computing service, feeder, and 
branch circuit capacity for the 
dwelling as a whole. 


Two-day meeting for 
Code discussion 


A TWO-DAY meeting devoted en- 
tirely to National Electrical Code 
discussions is to be held at the Caro- 
lina Hotel, Raleigh, N. C., on April 
15-16, reports N. E. Cannady, State 
Electrical Engineer and Inspector 
for North Carolina. Electrical con- 
tractors, inspectors, utility and 
REA personnel, electrical wholesal- 
ers, and electrical manufacturers 
are being invited to attend. 

Because of the interest shown by 
those attending previous meetings 
in the discussion of Code problems 
and contractor-inspector-industry 
problems, it has been decided this 
year to devote the entire meeting to 
such discussions. 

There will be no speeches or 
papers. A Code panel, to help an- 
swer the problems presented, will 
include eight local city and county 
electrical inspectors in addition to 
the chairman, Mr. Cannady. 

The first Tuesday 
morning, April 15, will cover dis- 
cussion of Code problems. The Tues- 
day afternoon session will be de- 
voted to inspection problems, while 
the Wednesday morning 
will include a period for the discus- 


session on 


session 


sion of electrical contracting prob- 
lems with a special panel of eight 
electrical contractors. The last ses- 
sion will again be devoted to Code 
problems. 


Appliance wiring 
manuals issued 


TWO NEW sections have just been 
released for the Domestic Appliance 
Installation Manual developed by 
the Wiring and Specifications Com- 
mittee of the Edison Electric In- 
stitute. 

The Electric Range Section, des- 
ignated as publication No. 51-22, 
includes discussion on general wir- 
ing methods at reasonable cost, wir- 
ing in new construction, and case 
histories of methods used success- 
fully in revising existing inade- 
quate services. The booklet includes 
an appendix giving essential data 


Dates Ahead 


| IAEI, North Carolina 

Chapter, Carolina Hotel, 
Raleigh, N. C., April 15-16, 
1952. 

IAEI, South Carolina 

Chapter, Columbia Hotel, 
Columbia, S. C., April 18-19, 
1952. 

Illuminating Engineering 
Society, Southern Regional 
Conference, Hermitage Ho- 
tel, Nashville, Tenn., April 
20-22, 1952. 

IAEI, Georgia Chapter, 


Bon Air Hotel, Augusta, Ga., 
April 21-22, 1952. 
Southeastern Electric Ex- 
change, General Conference, 
Boca Raton Hotel and Club, 
Boca Raton, Fla., April 21- 
23, 1952. 
IAEI, Florida Chapter, Mi- 
ami Beach, April 25-26, 1952. 
IAEI, Joint Meeting of 
George Welman, North Lou- 
isiana-East Texas, Texas and 
Texas Gulf Coast Chapters, 
Washington Youree Hotel, 
Shreveport, La., May 2-3, 
1952. 


Fourth International Light- 
ing Exposition and Confer- 
ence, Cleveland Municipal 
Auditorium, Cleveland, Ohio, 
May 6-9, 1952. 

National Association of 
Electrical Distributors, 44th 
Annual Convention, Atlantic 
City, N. J., week of June 9, 
1952. 

International Home Fur- 
nishings Market, including 
showings of housewares, 
major electrical appli- 
ances, radios and television, 
lamps and shades, The Mer- 
chandise Mart, Chicago, IIl., 
June 16-26, 1952. 

Illuminating Engineering 
Society, National Technical 
Conference, Edgewater Beach 
Hotel, Chicago, Ill., Septem- 
ber 8-13, 1952. 

IAEI, Southern Section, 
24th Annual Meeting, Her- 
mitage Hotel, Nashville, 
Tenn., October 13-15, 1952. 

American Institute of Elec- 
trical Engineers, Fall Gen- 
eral Meeting, New Orleans, 

| La., October 13-17, 1952. 

National Electrical Manu- 
facturers Association, Had- 
don Hall Hotel, Atlantic City, 
N. J., November 10-13, 1952. 


and 


* Asterisk indicates meet- 
ings announced for the first 
time in this column. 
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relating to capacity calculations for 
range circuits and feeders. The 
booklet sells for 50 cents per copy. 

The Electric Laundry Equipment 
Section of the manual, designated 
as publication No. 51-21, includes a 
comprehensive section on electric 
laundry equipment installations, as 
well as special sections on electric 
wiring economy for the home and 
the laundry, and on automatic 
washers and dryers. The booklet 
sells for 35 cents per copy. 

Copies of the booklet may be or- 
dered direct from the Edison Elec- 
tric Institute, 420 Lexington Ave., 
New York, N. Y. 


NEW PRODUCT NEWS 


Chimney-style attie fan 


AN UNUSUAL NEW chimney-style 
attic fan which saves valuable attic 
space and eliminates the need for 
large ceiling louvers or exterior gable 
louvers was recently placed on the 
market by the Loren Cook Co., Berea, 
Ohio. 

The Cook chimney-style attic fan 
is a ready-to-install package unit con- 
sisting of a direct-drive fan housed 
in an all-welded weatherproof steel 
dummy chimney. 

Equipped with automatic louvers, 
raised by the wind pressure of the 
fan blades, the new fan-and-chimney 
unit moves 3300 cfm at 1700 rpm, or 
2000 cfm at 1100 rpm. 

The self-draining chimney housing 
is vinylite coated to assure long life 
under any climatic conditions. The 
interior is also muf"e-coated for ex- 
tremely quiet operation. The chimney 
may be cut on the job to proper de- 
gree of roof slope, as desired pitch 
may be ordered cut at factory. It is 
self-flashing, and can be painted to 
match any desired color. Dimensions 
are comparable to those of a standard 
chimney. 
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> KNOCKOUT HOLE IN 
BOTTOM AND BACK 


MODEL 
CSM-3-A, 3 KW 


Cavalier Surface Mounted heavy duty electric heaters give the same efficient 
home heating as the famous Cavalier Wall Insert Heaters. Surface Mounted heat- 
ers are especially designed to solve problems. Can cut the cost of converting 
to electric heat way down in existing construction. Can be used on masonry, 
plywood, or thin walls where installation of wall insert heaters is not practical. 


GOOD LOOKING. Streamlined frame, 
smoothly finished in soft, neutral tan that 
blends with any decorative scheme. 

EASY TO CLEAN. Cavalier’s exclusive and 
wonderfully easy THREE MINUTE CLEAN- 
ING construction. 

EVERYBODY LIKES CAVALIER’S HEATING 
PERFORMANCE. Quiet, gentle floods of 


summerlike heat. Single heat control switch 
adjusts temperature to warmth preferred 
for comfort. 


COMPLETE RANGE of Surface Mounted, 
Wall Insert, Portable, and extra-corrosion 
resistant Bathroom heaters for most eco- 
nomical complete electric home heating in- 
stallations in new or existing construction. 


WRITE NOW FOR DESCRIPTIVE LITERATURE 


CAVALIER 


CORPORATION 


ELECTRIC HEATER DIV N 


CHATTANOOGA 2, TENNESSEE 


Makers of Quality 


Products since 1865 
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TOPS IN 
fee} Tol ite.us 
FLOODLIGHTING 


STONCO 
ISLAND-AREA LIGHT 


Use with or without cluster lights 
—add lights at any time. No 
splice box or other accessories 
needed. Cluster lights screw into 
pre-tapped, built-in cast alumi- 
num bonnet 


You save at least an hour's wir- 
ing time when you install or add 
cluster lights. Removable front 
cover makes wiring and splicing 
easier and speeds up entire job. 
All wiring fully enclosed. 


20” heavy gauge steel reflector 
finished in’ vitreous porcelain 
enamel inside and out—available 
in red, white, blue, cream, light 


green and dark green. 


eo 





STOP EARLY 
BURNOUTS! 


Cooler lamps have longer life. 
Stonco “Cushion-Seal” lamp 
holder assures maximum lamp 


cooling by completely exposing 
the hot-spot filament area to open 
air circulation. Makes a perfect 
weather-tight seal on all lamps— 
long or PAR-38 or R-40, 
medium or mogul. Write Stonco 
485 Henry 


short 


Electric Products Co., 


St., Elizabeth, N. J. 
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The manufacturer claims a high de- 
gree of efficiency and ease of installa- 
tion for the new home cooler unit. 

Utilizing the principle that the en- 
tire attic space can be used as a 
plenum, the high-speed fan creates a 
vacuum throughout the attic area. 
This permits the use of very small 
ceiling louvers—in more than one lo- 
cation if desired—and maintains a 
pleasant breeze in all the living area 
of the house. 

Since the fan is equipped with gal- 
vanized louvers which are an integral 
part of the attic fan assembly, no 
other exterior louvers are needed. 

The new fan allows complete use of 
attic space for storage or conversion 
into living quarters. The roof-top lo- 
cation of the unit provides an ex- 
tremely quiet system of home cooling. 


Fractional hp motors 


A NEW LINE of fractional horse- 
power motors embodying an entirely 
new concept of motor design and man- 
ufacture has been announced by the 
General Electric Company’s fractional 
horsepower motor department. 

Designated as “Form G,” the new 
motor weighs as much as 51 per cent 
less per horsepower than the models 
it replaces, and is considerably smaller 
in size. At the same time, its versa- 
tility of application has been broad- 
ened and its appearance modernized. 

The motors are available in open 
dripproof and totally enclosed fan- 
cooled models in Types K (polyphase), 
KC (capacitor start), KH (split 
phase), and KCP (permanent split 
capacitor). These have hundreds of 





applications—on pumps, fans, blow- 
ers, compressors, office and home ap- 
pliances, motorized tools of all sorts, 
ete, 

The advanced design incorporates 
a completely new insulation system 
developed by General Electric espe- 
cially for this project. It consists of a 
special nylon material scientifically 
combined with Formex wire and 
Glyptal varnish to give the motors 
longer life. 

In addition, the new motors are en- 
gineered for dissipation of heat losses 
while retaining outstanding perform- 


ance characteristics in comparison to 
their small size. 

3eing smaller and lighter, the Form 
G permits installation of maximum 
power in minimum space. Its use also 
decreases transportation and storage 
costs on motors and motorized devices, 
makes handling easier in factories and 
warehouses, and eliminates the need 
for heavy mounts on machines. 

Open dripproof models are as much 
as 48 per cent lighter than previous 
motors of equivalent rating, while the 
totally enclosed fan-cooled types weigh 
less than half as much in some cases. 

Bulletin GEA-5567, containing addi- 
tional information, is available from 
the General Electric Co., Schenectady 
5, a: t. 

n 
Flangeless fittings 


FLANGELESS-TYPE 90° elbow and tee 
fittings have been added to the Key- 
stone line of flangeless wireways. De- 
signed to permit added flexibility in 
meeting wiring layout requirements, 
the new fittings are available in two 
sizes to fit either 4- or 6-inch-square 
wireways. 

They are brake-formed from heavy- 
gauge steel, painted for corrosion re- 
sistance, with edges precision formed 
for easy, accurate push-fit assembly 
with the wireways. The fittings are 
in stock, available for immediate de- 
livery, and are listed by Underwriters’ 
Laboratories. 

Descriptive literature, or a catalog 
describing the complete Keystone line, 
may be obtained free from Keystone 
Mfg. Co., 23328 Sherwood Ave., Cen- 
ter Line, Mich. 

7. 


Gas station fluorescent 


A NEW FLUORESCENT light for gas 
stations, the “Station Master,” by 
Leader Electric Co., has been ex- 
pressly designed for overhead island 
illumination. The unit delivers a high 
intensity of light at the selling zone, 
without creating a barrier of glare. 
Service time per car is reduced by 


putting light where it is needed— 
where the sale is made and service 
rendered. 

Rugged outdoor construction 
throughout assures dependable per- 
formance under all weather condi- 


tions, according to the manufacturer. 
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A mounting sleeve of heavy cast-iron 
is attached to the unit for easy instal- 
lation. Ten feet is the recommended 
mounting height above the ground for 
the 3-inch pipe mounting columns. 

Corning Albalite glass panels are 
mounted in waterproof hinged frames, 
firmly held against wind pressure 
and vibration by convenient thumb 
screws. The frame swings open for 
easy cleaning and re-lamping. The 
units are available in 4-, 8-, or 16-foot 
lengths. 

Full information is available from 
Leader Electric Co., 3500 No. Kedzie 
Ave., Chicago 18, Ill. 


Indastrial fluorescent unit 


THE NEW Smitheraft A.L.S. unit 
for industrial areas incorporates the 
techniques of good lighting and many 
revolutionary new features. 

Among these new features which 
bring new ocular comfort and effi- 
ciency to industrial lighting is Smith- 
craft’s patented uplighting that now 
permits 22.5 per cent uplighting as 
compared with 5 per cent in previous 
units. 

Uplighting reduces the glare caused 
by the sharp contrast between bright 
areas below the lamps and the dark 
areas in the cavity above the lamps. 


To further reduce the glare, 30° 
shielding is provided in the new 
A.L.S. as against 13 per cent in most 
earlier types of luminaires, accord- 
ing to Smithcraft. 

Lighting efficiency is also advanced 
by the fact that long lines of con- 
tinuous lights are now possible with 
no dark areas between. This is made 
possible by the close interlocking of 
lampholders. , 

The design of the reflectors repre- 
sents an engineering advance for 
luminaires. Maximum airflow through 
the fixture minimizes turbulance and 
permits the circulation of air so the 
lamps stay clean longer. The reflect- 
ors shield the lamps, completely 
shielding them from dust. 

The new unit comes in 4-, 6-, and 
8-foot slimline. Baffles are available 
to give additional lengthwise shield- 
ing. 

Additional information is available 
from. Smitheraft Lighting Div. of 
A. L. Smith Iron Co., 217 Everett 
Ave., Chelsea 50, Mass. 


* 
Fluorescent ballast 


A NEW Sequenstart fluorescent bal- 
last for two-96T12 fluorescent lamps 
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This new unit is a series-sequence- 
type ballast. 


Although the new ballast affords an. 


increased lamp starting current to as- 
sure full rated lamp life, it is identical 
in size and is interchangeable with the 
older Sola No. 608-407 ballast. 

The new ballast (catalog number 
608-408) retains and improves on all 
of the advantages over conventional 
lag-lead ballasts. It is claimed to be 
cooler, quieter, lighter, smaller, more 
efficient, and less expensive than lag- 
lead ballasts. 

The exclusive Sola ventilated capa- 
citor compartment is retained to in- 
sure capacitor life and cool, quiet 
operation. The case has an attractive, 
durable black wrinkle finish. 

Complete information on this new 
ballast, and other data, is given in a 
temporary bulletin P-32 FL148, avail- 
able on request to L. G. Warren, Sola 
Electric Co., 4633 W. 16th St., Chi- 
cago 50, Ill. 

e 


Infrared brooder 

THE NEW FOUR-LAMP Steber infra- 
red heat-lamp brooder is designed to 
foster a brood of 250 chicks. It is sub- 
stantially constructed, with a 17-inch 
hood to protect the lamps. Four heat- 
resisting sockets are securely mounted 
and factory wired. 


A wafer thermostat controls two of 
the lamps for maximum utilization of 
electrical power. A sturdy loop hanger 
permits easy hanging by chain or 
other secure means, and an approved 
cord and plug is attached for plugging 
into an electrical outlet. 

According to the manufacturer, 
brooding is greatly simplified through 
the use of this low-cost unit; it saves 
labor; assures maximum marketing 
of the starting brood; and speeds ma- 
turity of the chicks. Pullets, under 
infrared heat lamps, usually begin 
laying two to three weeks earlier, they 
claim. 

An illustrated bulletin is available 
upon request to Steber Mfg. Co., 
Broadview, III. 


New incandescent units 


SEVENTY-FIVE NEW products for in- 
candescent lighting applications have 
been developed by The Art Metal Co. 
The first group was released March 1, 
and the balance will be released every 
two weeks through next September. 

Detailed information is given on the 
product release sheets. Illustrations, 
cross-section drawings, photometric 
curves, coefficient of utilization tables, 
and product application suggestions 
are included to simplify selection and 
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SIMPLE — slips in from outside. 
QUICK — installed in 10 seconds. 
CONVENIENT — for securing contacts. 
DEPENDABLE — can not shake loose. 


No. 100 Romex Connector 
for K.O. 


— 
_ 
No. 200 Service Entrance 
and Range Connector for 
¥% XK. 0. 








On Sale at Your Wholesaler 
Manutacturer of Famous Tomic Thinwall Connectors nnd Couplings 


Tomic Sales & Engineering Co. 


4864 Weodward Ave . 


Detroit 1, Michigan 


No. 333°BX Armored and 
¥% Greenfield Connector 
for YK. O. 





specification writing. 

Information on the new products is 
available from Art Metal Co., Cleve- 
land 3, Ohio. 


NAMES IN THE NEWS 


The resignation of W. J. Amoss, 
vice-president in charge of advertising 
for New Orleans Public Service Inc., 
and the appointment of J. Mason Guil- 
lory to succeed him as director of ad- 
vertising, has been announced by 
George S. Dinwiddie, NOPSI presi- 
dent. 

Mr. Amoss, who has been with the 
utility since 1931, is resigning to be- 
come executive vice-president of Val- 
entine Sugars, Valentine Plantations 
Inc., and the Valite Corp., a Louisiana 
company engaged in research and the 
manufacture of plastics and paper 
pulp from agricultural products. Will 
J. Gibbens, Jr.. president of these 
companies, is a director of New Or- 
leans Public Service Inc 


J. Mason Guillory 


Mr. Guillory also has been with 
Public Service since 1931, serving in 
various engineering and sales posi- 
tions. In 1940, he was appointed man- 
ager of the industrial and commercial 
division of the company’s industrial 
engineering and depart- 
ment, which has the responsibility of 
advising customers on all uses of ser- 
vices provided by the company. 

After Mr. Guillory’s promotion to 
director of advertising, three personnel 
changes were announced in the indus- 
trial engineering and utilization de- 
partment at Public Service. 

John F. Morton, formerly supervi- 
sor in the industrial division since 
1945, has been promoted to manager 
of that division. 

James L. Campbell has been named 
manager of the commercial division, 
and Charles J. Sinnott has been pro- 
moted to manager of the residential 
division, succeeding Mr. Campbell. Mr. 
Sinnott had been general residential 
supervisor since 1947. 

Due to the increase in size and im- 


utilization 
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portance of New Orleans’ commercial 
and industrial operations, the work of 
the industrial and commercial division 
which was headed by Mr. Guillory has 
been assigned to two separate units. 


George H. Brodnax, vice-president 
and Atlanta division manager of the 
Georgia Power Co., left recently for a 
six-week trip to England to study 
problems of electric service in that 
country. 

A party of 18 American public util- 
ity officials was invited by the British 
Electric Authority to make the study. 
The group was scheduled to fly to 
London and make an inspection trip 
of power facilities in England, Scot- 
land, and Wales. 

Upon conclusion of their study, they 
will compile data and submit a report 
on the problems of power supply in 
Great Britain. 

* 


George R. Koeln, 144 Walker St., 
S. W., Atlanta 3, Ga., has been ap- 
pointed to represent the Dongan 
Transformer line in the states of 
North and South Carolina, Georgia, 
Tennessee, and Alabama. 

The Dongan line includes power cir- 
cuit, control, signaling, machine tool, 
ignition, and neon transformers. 


Charles W. Reinhart has joined the 
advertising department of Sylvania 
Electric Products Inc., it was an- 
nounced recently by E. W. Gutelius, 
advertising manager of the lighting 
division. 

Formerly on the editorial and plan 
staff of the advertising department of 
Westinghouse Electric International 
Co., Mr. Reinhart will be connected 
with the lighting division of Sylvania 
and will make his office in New York 
City. 

s 


R. B. Sayre has been appointed as- 
sistant vice-president of Graybar 
Electric Co., A. H. Nicoll, president, 
has announced. In his new post, he 
reports to G. F. Hessler, vice-presi- 


R. RB. Sayre 
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dent in charge of sales, and will make 
his headquarters in New York. 

Mr. Sayre, who has been the com- 
pany’s Jacksonville District manager, 
joined Graybar as a warehouseman at 
Memphis, Tenn., in October, 1921. He 
has served successively as: salesman 
at Memphis; manager, outside con- 
struction sales, Atlanta; branch man- 


Fa 


DBD. L. Harper 


ager, Memphis; and in October, 1948, 
became district manager at Jackson- 
ville. 

Succeeding Mr. Sayre as Jackson 
ville District manager is D. L. Harper, 
who has been branch manager at 
Omaha since June, 1946. 


Two important territorial sales 
agency assignments have been an- 
nounced by Murray Whittield, execu- 
tive vice-president of Revere Electric 
Mfg. Co., Chicago. 

S. L. Bagby Co., 822 W. Morehead 
St., Charlotte 1, N. C., has been ap- 
pointed to cover the states of Virginia 
and North and South Carolina. 

Kenneth Hill, of Mt. Dora, Fla., has 
been named Revere agent for the state 
of Florida. He previously was a light- 
ing specialist with Graybar Electric 
Company in Florida, and will make 
headquarters in Mt. Dora. 


F. R. MecMeekin has been elected 
vice-president in charge of operations 
for the South Carolina Electric and 
Gas Co., succeeding the late T. A. 
Busby, who died January 9. Mr. Me 
Meekin has been operating manage: 
for the company since December of 
last year. 

Several other 
changes were also announced recently, 
including that of George L. Dibble, 
formerly electrical engineer of the 
Charleston Division, who has been 
named manager of production and 
transmission. He will have superv! 
sion over all operations of the depart 
ment with headouarters in Columbia 

Dean H. Davis, formerly superin 


organizational 
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tendent of production and transmission 
in the Charleston Division, has become 
assistant chief engineer for the com- 
pany. 

a 


Frederick 1). Keeler has been ap- 
GENERAL TYPES TO pointed general manager of the Gil- 
; bert Mfg. Co., Inc., Long Island City, 
FIT ALL LOCAL . N. ¥. 
; He was previously director of gov- 
REQUIREMENTS ernment services and assistant to the 
‘a president of Voleco Brass and Coppei 
Co., Kenilworth, N. J. 


Rugged, reliable ground clamps help a lot on Jules J. Dreyfuss’ Sons, electrical 
many wiring jobs — and M&W has the right, factory representative with offices in 
U.L. Approved type to meet your local specs. Atlanta and Miami, have been ap- 


Tinie ineleds biden lleable i ; pointed to handle the line of Conduit 
yP ORES CF GEES SOR Comps Fittings Div., Pressed Steel Car Co., 


to fit ’2” rod up to 4” pipe. All have top halves Inc., Chicago, to serve the Southeast. 
with slotted bolt to eliminate the need for remov- Jules J. Dreyfuss, president, an- 
ing screws. Special types available for quantity og that they bres tg 0 

j ana, Mississippl, Alabama, Georgia, 
users. Write for new 1952 Catalog No. 20-B. Florida. Seuth Careline, North Care- 
Water-Tight Connectors — Non-Water-Tight Connectors — lina, and Tennessee for Conduit Fit- 
Service Entrance Kits — Service Entrance Caps, Straps and tings. 

Sill Plates — BX and Romex Connectors. * 


Two new lines have been added to 
those represented by C. C. Myrick, 
Jr., manufacturers’ representative 
with offices and warehouse at Kennedy 
and Elm Sts., NW, Atlanta, Ga. 


The M. &W. ELECTRIC MFG. CO., Inc. [i—Aiiaaiaiadi 


EAST PALESTINE, OHIO 





GROWING BIG 
—ELECTRICALLY 


€. ©. Myrick, Ir. 


will represent Knight Electrical Prod- 
ucts Corp., of Brooklyn, N. Y., in the 
states of Alabama, Georgia, South 
Carolina, and Tennessee. The Knight 
line consists of outlet boxes and cov- 
ers, concrete boxes, bar hangers, 
clamp boxes, etc 

The other new line represented is 
that of Stonco Electric Products Co., 
Elizabeth, N. J. Mr. Myrick will rep- 
resent Stonco in Alabama _ and 
Georgia. A complete stock of Stonco 
products is available from the Atlanta 
warehouse, including cluster light as 
semblies, islands lights, weatherproof 
flocd lamps, ete. 

Mr. Myrick also handles the lines 
of Gedney Electric Co., Steelduct Co., 
Lew Electric Fittings Co., and Shalda 


NEW ADDRESS — 590 MEANS STREET N. W.— ATLANTA, GA. Mfg. Co. 
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G. South Dunn has been appointed 
assistant to M. C. Wilt, president of 
Curtis Lighting, Inc. Mr. Dunn was 
formerly public relations director for 
the Appalachian Electric Power Co., 
Kingsport Utilities Co., and the Ken- 
tucky-West Virginia Power Co. He 
had been associated with AEPCO’s 
public relations program for more 
than 26 years. 

oe 


Duizend, Fain & Levin, manufactur 
ers’ agents, 514 International Trade 
Mart, New Orleans, La., are new rep- 
resentatives for The M. B. Austin Co., 
Northbrook, Ill., according to W. W. 
Kingsbury, vice-president and 
manager. 

The newly appointed agents will 
handle the Austin line of wiring prod- 
ucts in the states of Louisiana 
Mississippi, in Mobile, 
per west Florida 
City and Pensacola. 


sales 


and 
Ala., and up- 
including Panama 


Eight sales and research marketing 
managers for the newly organized de 
partments of General Electric Com- 
pany’s transformer and allied prod 
ucts division have been named. 

Appointed to positions in the powe) 
transformer department at Pittsfield, 
Mass., are Samuel H. Thomas, man- 
ager of power transformer sales, and 
Edward V. Dillon, manager of feeder 
voltage regulator sales. 

Appointed to positions in the distri- 
bution transformer department, 
at Pittsfield, are Clement E. Sutton, 
Jr., manager of distribution trans- 
former sales; Harold M. Towne, man- 
ager of lighting arrester and cutout 
sales; and Harold M. Jalonack, man- 
ager of marketing research and 
product planning. 

For the capacitor department at 
Hudson Falls, N. Y., the managers 
will be Frederick G. Stebbins, man- 
ager of power factor capacitor sales; 
Donald J. Harrington, manager of 
specialty capacitor sales; and Arthur 
E. Peltosalo, manager of marketing 
research, product and _ promotional 
planning. 

Supervisors of promotional 
ning for the departments 
David R. Dalzell, power 
and Harold Brunton, 
transforme) 


also 


plan- 
will be 
transformer, 
distribution 


Chris H. Bartlett has been ap- 
pointed manager of the transforme: 
division of the Westinghouse Electric 
Corp., it has been announced by John 
K. Hodnette, vice-president and gen- 
eral manager of industria] products. 

Mr. Bartlett succeeds Frank L. 
Snyder, who last October was named 
manager of the Westinghouse avia- 
tion gas turbine division in Philadel- 
phia. Since that time, transforme: 
division operations have been directed 
by a management committee of which 
Mr. Bartlett was a member. He was 


appointed sales manager for the divi- 
sion in 1949, in which position he 
served until his present appointment. 


Clyde R. Palmer has been appointed 
Southeastern District sales manage 
for the Union Insulating Co., Parkers- 
burg, W. Va., according to an an- 
nouncement by T. E. Graham, III, 
sales manage? 

Mr. Palmer’s territory will 
Eastern Tennessee, 
South Carolina, 


include 
Alabama, Georgia, 
and Florida 


James ©. Johnson, merchandise 
manager for Buchanan Electrical 
Products Corp., has recently been ac 
claimed for his advertising activities 
in editorial columns of a recent 
of Printers’ Ink 

The magazine 
vertising program as a particularly 
outstanding “Small Budget 
Story” under the lead article captioned 
“What Makes Small Advertisers Suc- 

sful?” 


Particular 


issue 


cites Johnson's ad 


success 


effective 

advertising 
activities s 

scientific, 


credit for the 
ness of Johnson's 
publicity 
careful, advanced planning 
of their over-all promotional program 


given to 


and the very thorough merchandising 
of all phases of the entire program to 
the company’s sales representatives 
and distributor outlets. 

Johnson, who is responsible for the 
conception, development, and handling 
of Buchanan’s advertising, 
publicity, and sales promotional pro 
grams, is also responsible for the com 
pany’s sales activities. 


over-all 


Frank W. Wehrheim has been ap 
pointed sales manager, Electrical Fit 
tings Division of Appleton Electric 
Co., it was announced recently by 


Frank W. Wehrheim 


Edward A. Murray, 
charge of sales. 

His promotion to be the sales man 
ager of Appleton’s largest division 
came after he had spent 25 years in 
the sales department in various ca 
pacities. 


vice-president in 
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and installa 
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SUPP gah 


Write for Full Details 


REVERE ELECTRIC MFG. CO. 


6005 BROADWAY ° CHICAGO 40, ILL 
Lighting Equipment for Every Need 





UNION'S Hee Work 


INSULATED 
BOXES 


R.E.A. 
» APPROVED 


Competitively 
priced. 


Minimum installation cost. 
No box grounding required. 
Prompt delivery. 


Safest and best for general 
home wiring. 


Ideal for highly 
© competitive hous- 
ing projects. 





Area illumination 
(Continued from page 60) 


available for completing the installa- 
tion. In louver installations, a snap- 
in border molding attaches to the end 
runners and is suspended from that 
point to a mold on the wall. This 
attachment comes in either shallow 
or deep form so that it will take any 
type of acoustical material regardless 
of its thickness. In installations us- 
ing lay-in diffusing material, a flange- 
type border molding holds acoustical 
material between the installation and 
the wall. 

The laboratory installation of Area 
Illumination at the Smitheraft plant, 
in Chelsea, is a 12-by-12 module set 
in a room that is approximately 16 
by 16. Actually the lighting fixture 
is only about 60 per cent of the ceil- 
ing and 40 per cent is trim. But the 
impression is that the lighting fixture 
virtually covers the entire ceiling and 
fills the room. 

This installation has been the sub- 
ject of literally thousands of pains- 
taking and laborious tests. Area 
Illumination has called for new meth- 
ods of calculating and 


measuring 
utilization factors. 


This installation has enabled Smith- 
craft to test results with different 
diffusing media and with different 
combinations of diffusing media. In 
fact, just about every conceivable ar- 
rangement and pattern has been in- 
stalled and tested, and found workable 
and efficient. 


Effective side lighting 
(Continued from page 61) 
panels, producing a wide fan-like 
spread of subdued lighting which, 
when reflected back into the room, 
gave a quieting, twilight effect in 

the office. 

The ceiling units, the wall panels, 
and the artificial window lighting 
may all be turned on together or 
each can be turned on individually. 
Thus the occupant can have full il- 
lumination or “twilight” or “morn- 
ing sunlight” at his fingertips when 
and as he wishes. 

We believe this is an exception- 
ally fine example of the use of side- 
lighting for practical as well as 
artistic use. 





Wiring for ranges 
(Continued from page 55) 


to laundry location panel. 

One three-wire, 40-ampere feeder 
to lighting and appliance branch 
circuit panel. 

One three-wire, 40-ampere spare 
or circuit of 
water heater. 


proper rating for 


Such an arrangement would per- 
mit a full loading of the No. 2 ser- 
vice entrance conductors. 

A preferred arrangement for 
No. 4 service entrance conductors, 
which would not, of course, include 
much allowance for the 


would be as follows: 


future, 


One three-wire, 40-ampere range 
circuit. 

One three-wire, 40-ampere feeder 
to lighting and appliance branch 
circuit panel. 

One three-wire, 30-ampere spare 
for dryer, etc. 

One three-wire, 20-ampere water 
heater circuit. ; 

Neither of these combinations can 
be equipped with a main disconnect 
and protective device, since such a 
device would so limit the total ca- 
pacity that the full rating of the 
service conductors: could not be 
realized. 


The size of conductor required 
for the circuit to an individual 
range is determined as_ specified 
2121 of the Code. 
Where a range is rated over 8%4 kw, 
but not over 12 kw, a capacity of 
8 kw must be used for the circuit 


in Section 


as a minimum. Another limitation 
is that the overcurrent-device rat- 
ing must not exceed 150 per cent 
of the rating of the range. 

Since the rating of a range to be 
installed in a particular location, 
except perhaps in apartments where 
the range is furnished by the build- 
ing owner, is not definitely known, 
and since most ranges today are 
rated about 12 kw, it is good judg- 
ment to consider this as the mini- 
mum. 

When this is done, the minimum 
range circuit becomes two No. 8 
insulated conductors and one No. 10 
conductor for the neutral which, 
when Type SE service cable is used 
for the circuit, may be uninsulated. 
(See Article 338, NEC.) This No.8 
circuit may be protected with pro- 
tective devices having a maximum 
rating of 40 amperes. 

Where the range capacity is larg- 
er than 15 kw or the range circuit 
is excessively long (over 40 ft.) or 
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where maximum range loads may 
be used over long periods, such as 
in some commercial installations, 
larger size wire must be used. 
Where such situations are quite 
general, it may be more economical 
to use No. 6 conductors as a 
minimum. 

Generally the use of nonmetallic 
eables, such as service cable and 
nonmetallic sheathed cable, results 
in minimum cost. The use of ser- 
vice cable of the same type as used 
in the service entrance produces 
maximum economy in_ individual 
range circuits. 

Range feeders, as distinguished 
from range circuits, are conductors 
which supply more than one range 
in groups and also generally supply 
the other loads in the areas in 
which the ranges are located. Mini- 
mum capacities of such feeders are 
computed according to the provi- 
sions of Article 220 of the National 
Electrical Code. Type SE cable may 
also be used for range feeders. 

Domestic ranges in ratings not 
greater than 21 kw at 230 volts may 
be served through connections rated 
at 50 amperes. A standardized line 
of receptacles, rated 50 amperes, is 
available in which the range circuit 
may be terminated and from which 
a flexible cable equipped with a 
matching connection plug may be 
used for final connection to the 
range. This receptacle and plug cap, 
rated 50 amperes, may be used to 
connect domestic ranges of any ca- 
pacity not exceeding 21 kw at 230 
volts to a range circuit. The circuit 
conductors, including the plug 
cable, must be of the required size 
but need not have a 50-ampere rat- 
ing. Any conductor of the proper 
required size may be used, as long 
as the receptacle rating is not ex- 
ceeded. 

The most flexible range installa- 
tion results when these standard- 
ized receptacles and plug connec- 
tions are used. When ranges are 
moved from one location to another, 
they may be readily disconnected 
and reconnected without exposing 
live conductors. They also serve as 
the disconnecting means required 
by the Code in lieu of other equiva- 
lent facilities, as discussed later, 
and facilitate rewiring the ranges. 
Their use generally costs no more, 
and usually less, than direct con- 
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It is by no means an accident 
or matter of chance that 
MONITOR today enjoys such 
a dominant role in the field 
of automatic motor control. 
Since the year 1888, The 
MONITOR CONTROLLER 
CO. has pioneered in the de- 
velopment and manufacture 
of dependable and efficient 
motor control equipment. 


%&Custom-Built Control Center for 
Water Pumping Station. 
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Braintree 84, Mass. 
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nection. The installation may be 
completed before delivery of the 
range, perhaps saving a trip by an 
electrician, and the resulting instal- 
lation is neat. 

Surface type receptacles are 
lowest in cost and are generally 
used in rewiring existing buildings, 
but for new buildings, flush type 
receptacles provide better appear- 
ance. 

For ranges of greater rating 
than 21 kw and in a few cases 
where local conditions may make it 


considerably more economical for 
ranges of smaller rating, the range 
circuit is brought through a suit- 
able wiring outlet box or through 
the floor in a protecting conduit or 
tube directly to the range termi- 
nals. This practice, however, is not 
recommended for general use. 


Range plugs and cables 
The flexible cable used in range 
cable assemblies is made up of 
three insulated, flexible conductors, 
cabled together with an over-all 


high-quality rubber or Neoprene 
jacket. Usually a length of about 
38 inches is sufficient for universal 
use, one end being terminated in 
the standard, 3-prong, 50-ampere, 
range receptacle plug. The other 
end of the conductors is equipped 
with suitable solderless lugs having 
a single hole to fit on connection 
studs on the range terminal block 
and with a suitable cable box con- 
nector for fastening the cable to 
the range terminal box. 

All ranges should be equipped 
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STAINLESS STEEL WALL PLATES 
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Handsome, permanent, brushed satin finish blends with any 
type of wall decoration for LASTING BEAUTY. 


Immediate delivery from stock! 
1 to 10 gangs in any combination of plate openings. 
10 or more gangs on special order, including tandem. 


Sold through wholesalers only. 
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Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design” sum- 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies, 


ELECTRICAL SOUTH 


806 Peachtree St., N. E. Atlanta 5, Ga. 
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The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa D1XISTEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, ¥”x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 
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for Lead, Rubber, Braid or 
Synthetic Covered Cables 


Nothing else gives “slip” to electric cables like Y-Er 
Eas. This creamy, non corrosive lubricant simplifies 
cable pulling, especially through saddles and sharp 
turns 


Y-er Eas is never harmful to cables or conduit. It 

performs its slipping function, then dries out and 
Write for shrinks in volume leaving only a light film of powder 
Descriptive 


Folder Only Y-Er Eos has al! these features! 
* Never messy or greasy to use 
Never harmful to hands or clothing. 
Prevents sticking and setting of cables 
Does not run back on cables 
Facilitates removal of cable at later date. 


Improved Y-Er Eas has been tested and approved 
by the Underwriters’ Laboratories, Inc. 
At all leading Electrical Supply Houses 


J} ELECTRO COMPOUND CO. 
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MEIER Cortable ELECTRIC 
FLOOR FURNACE 


Heat Where It's Needed! 


Mounted on modern tubular steel 
base, the Meier Portable Electric 
Floor Furnace may be tilted up or 
down at will, and locked at any 
desired position. This allows di- 
rection of heat where you want it 
Automatic thermostatic control 
radiant heat plus circulated heat 
long life heating coil, (guaran- 
teed for 5 years against burnouts) 
Finished in Hawaiian tan ham 
mertone. Four sizes to meet every 
requirement — 2,000 watt, 3,000 
watt, 4,000 watt and 5,000 watt 


MEIER Obelomalie 


ELECTRIC 


WALL FURNACE 


Wall-installed electric heating for per- 
manent installations. Completely automatic 
in Operation and thermostatically con- 
trolled. No moving parts. Hawaiian Tan 
hammertone finish. Heating coil guaran- 
teed 5 years against burnouts. 1,000 watt 
1500 watt, 2000 watt, 3000 watt and 4000 


walt sizes 


New, complete comprehensive 
Meier Electric Heating Catalog 
is just off the press—send 

for your copy today. 
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UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be from 
8-A copperweld to .595” A.C.S.R. 
armour 











with this plug and cable assembly, 
when sold for use where the range 
circuits are terminated in the 
standard range receptacle. 

The size of the conductors should 
not be smaller than those of the 
range circuit. Thus, two No. 8 con- 
ductors and one No. 10 will handle 
domestic ranges of a rating not 
greater than 15 kw, and two No. 6 
and one No. 8 may be used on do- 
mestic ranges of 21-kw rating or 
Some commercial ranges in 
these ratings in which the maxi- 
mum full load will be in for 
long periods of time, approaching 


less. 
use 


continuous use, may require larger 
conductors. 

The National Electrical Code re- 
quires that every range be provided 
with a means for disconnecting it 
from the 
single- and 
the service 


source of energy. In 
two-family dwellings, 
means 
and in 


disconnecting 
may the purpose, 

multi-family (more than 
dwellings the same is true, if the 
disconnecting means is on the same 
floor as the range. 

The standard range receptacle 
and plug may also serve the pur- 
Thus, the use of the stand- 
ardized range receptacles and plugs 
eliminates other possible complica- 
tions with respect to range discon- 


serve 
two) 


pose. 


necting means, and their universal 
use is further supported. (See Ar- 
ticle 422, NEC.) 


Grounding range frames 

The grounding of range frames 
is now a mandatory provision of the 
National Electrical Code. It may 
be provided by (1) a connection. of 
the frame to the grounded, circuit 
neutral conductor, (2) a connection 
of the frame to the cable armor or 
conduit of the range circuit, where 
available, or (3) a connection to the 
frame of a separate wire run along 
with the range circuit or installed 
the same as for conduit, and the 
like, and connected to the required 
grounding electrode. 

It will be readily appreciated that 
grounding of the frame to the cir- 
cuit neutral is by far the most 
practical and acceptable. This con- 
nection is made in the range termi- 
nal box. 

Universal use of this grounding 
method is prevented at present be- 
cause in a number of areas local 


Sew Fer PETS Swe UE ONE ay 


requirements provide for a differ- 
ent method of grounding. Efforts 
should be made to have these re- 
strictions removed in the interest 
of standard practice. With univer- 
sal use, the manufacturers will 
make the grounding connection at 
the factory on all ranges, and the 
grounding requirement will be au- 
tomatically cared for in all cases. 

Where the manufacturer may 
have made this grounding connec- 
tion from the range frame to the 
grounding neutral conductor in the 
range, a sticker showing that this 
has been done should be placed on 
the range terminals. Otherwise, 
time might be spent in making 
another and unnecessary grounding 
connection by the in- 
stalling the range. 


electrician 


Dallas A-W Program 


(Continued from page 52) 


quate residential wiring. 

I mentioned earlier that the first 
home in Dallas was certified on 
January 20, 1939. I would like to 
tell you a little story about that 
home. 

I talked to the original owner of 
this house just 12 years almost to 
the day from the time it was com- 
pleted. W. O. Cardell has been the 
only owner and occupant of the 
house. Since the Cardells have lived 
in this house, they have bought and 
are now using, an electric range, a 
new and larger refrigerator, home 
freezer, automatic washer, two %4- 
ton air conditioners, an electric 
lawn-mower, and have increased the 
number of table appliances in the 
home. 

I have given you the background, 
but here is the real story — Mr. 
Cardell has never tripped a breaker 
due to overload. To be trite, “The 
proof of the pudding is in the eat- 
ing.” Adequate wiring has paid off 
for Mr. Cardell, and it will continue 
to pay off, not only for the home 
owner, but for each individual or 
group interested in the promotion 
of adequate home wiring. 


a@ 











STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO. 
325 NW 22nd Lone, Miami, Fie. 
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“Chattanooga Dealers Say That The 


BIG iking 


cuts inventory costs (= 
more than 50%” = 


“y 
IKING FANS SOLVE INVENTORY HEADACHES” 


“Since handlin : 
g this mass-market f 
up to 42”, we'll ‘market fan that fits any wi 
fans. Viking hw again tie up our money in ll ae from 24 
sue" Window Fans are a better buy f a 
y for me! uy for dealers and a better 


P. HUBERT KUHN, H 
, Harry W. C 
1021 Chestnut St., Saute 


rather sell a Vikin Fan because it demon 
Write for The VIKING CO-OP shes s g Fa aus © 


strates easier than any other right in the prospects 
ADVERTISING PLAN! own home After experiencing the cooling effect of 


22 


@ UNIQUE VIKING VADNIT those big *¢ 
Redeemable for $3 towards liberal local co-op buzz fon than he would go back to gas lights or © 
advertising. You get one Vadnit for each fan two cylinder cor 
you buy. R.G DONALDSON, Turner-Donaldson, 

@ VIKING WINDOW FAN DISPLAY , 205 Frazier Ave., Chattanooga, Tenn 

A demonstrator that really sells fans. Hundreds 
were sold for $8.00 but you can get one FREE 
for only 3 Vadnits. 

@ FAN PROMOTION KIT 

Contains all the sales tools needed to pile up 
record profits from fan sales. 


blades, he'd no more go bock to a 


With Viking Window Fons, ! have a single fan 
that can solv of any 
small home or apartment int 
Viking sales plan makes my selling job lots easier 
and besides increasing my fan sales, I've been able 
to cut my inventory 
*Vixing ADvertising yNIT for credit toward 50- w. O. BEN 


NETT, Lovemans, Inc., 
50 cooperative advertising. 8th & Mor 


ket, Chattanooga, Tenn 


| 


W AIR CONDITIONING CORP. 
5601 Walworth, Cleveland 2, O. 


fixing baile % 


PACKAGE 
BLOWERS 





BLOWER WHEELS 
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HALLICRAFTERS 


Cheairs Porter says,““Most of Our Best 
Customers Read Farm and Ranch 
Southern Agriculturist” 


Mr. Porter went on to say, “I have checked 
over the Maury County subscription list of 
Farm and Ranch-Southern Agriculturist and I 
am greatly impressed with the number of our 
leading farmers who subscribe to your maga- 
zine. Over 75% are good customers of ours. 
These people are among the best farm fam- 
ilies in this territory. 

In our trading area there are 12,724 farms of 
which 9,317 are electrified. These families 
are the backbone of our business. From the 
outset in 1907, the farmer has been our best 
and most consistent customer. In the early 
stages our billing was every six months. 
Electrification and crop diversification have 
changed all that. Now our billing is on a 
30-day basis and without the farmer we would 
be out of business. 


“Even during the depression it was the farmer 
who kept us going. Town families stopped 
buying, but not the farmers. They had to keep 
buying to operate their farms . without 
their business we would have closed our doors. 


“National advertisers doing business in areas 
like ours should realize that the farmer is the 
man to be sold. When over 759% of your 
subscribers are our customers it stands to 
reason that we will do more business on 
products which are advertised in Farm and 
Ranch-Southern Agriculturist.”’ 


Special Notice to Sales Managers, Adver- 
tising Managers and Media Directors. 





What Mr. Porter has to say about the South- 
ern Farm Market is fully substantiated by 
Cheairs Porter is the President of the successful hardware firm of Porter the agricultural statistics in the 1950 census. 
Walker Hardware Co., Inc., of Columbia, Tennessee and is also a farmer in We are preparing a state-by-state digest of 
this community. Founded in 1907, Porter Walker Hardware Co., Inc., is now these figures as they are released. We will be 
the largest hardware firm in the Columbia trading area and depends, toa major happy to mail them to you as they come 
degree, upon its 12,000 farm families for a flourishing, prosperous business. off the press. 





we 
| Ps ae * 
~ av + 
. ra eo a® 
i Just sign the coupon a” ah. 
AN D pe ai = ie wo? 
oS and mailittous. -~. 2 
2 too? 
of ? 
ne 27 RS a" ‘ 
“ ris ad one 
SOUTHERN AGRICULTURIST 27 eer ow 
PN od x" ’ 
. of 
NASHVILLE, TENNESSEE oe ve a! 
eS ae 
— sa ww we — 
More Southern Farm Families read Farm and en ee" ‘“ =) 
Ranch-Southern Agriculturist than any other pub- on ge ee % 
ae : . 7 pe gre » a 47 we e 
lication . . . circulation guarantee—- 1,290,000. L— - » of ps? ro eo Na 


ELECTRICAL SOUTH for APRIL, 1952 . 87 
























Shor does it again-for 


Even more terrific than last year’s 
spectacular Bushel and a Peck promotion! 


Shor BEAUTY 


twice the selling power! 

















Week- Ender 
Kit = -» 


Patricia Stevens Beauty Aids 
and model's book of charm 


vat -R=E 


fo every woman 
who buys any Thor washer! 
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selected “7207 dealers! 


Again—Thor Franchised dealers have the 
hottest selling campaign in the business! 


PROMOTION 


A Procter 
& Gamble 


home permanent wave kit 
complete with plastic curlers 


fim FREE 


minute demonstration of any Thor Washer! 
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Nobody will miss this 
tremendous 
advertising support! 


Full-page newspaper ads—full color and 
black and white—in leading marketing 
areas! 


Full-page—full color ads in Lire and 
AMERICAN WEEKLY! 


Terrific Tie-in Package! 


Professional Window Trimming for Thor 
Dealers Plus—The Persuasive Selling 
Power of the 


SA] 


5-YEAR 
GUARANTEE! 


The Final Convincer That Clinches the Sale! 


For the payoff at your store right now 
—don’t wait—Call your Thor 
Distributor Salesman today! 


GYhor CORPORATION, Chicago 50, Illinots 
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*& STYLE LEADER! 
* VALUE LEADER! 


Here it is! The value leader of a value line. Com- 
pare it with anything on the market. Compare it 
for price .. . quality ... performance. Do that and 
you'll stock this selling sensation of the ’52 fan 
season. 

Yes, the Manning-Bowman “‘Special’’ will pull 
plenty of prospects into your store. But the rest 
of the Manning-Bowman line will give you a big 
selling edge for ’52. All models are high in quality, 
priced to sell, and backed with strong promotion. 
Fully guaranteed. Order from your distributor now. 

u fh r ‘ 
Specia/ oscilating FAn 
MODEL 40—Long-life induction motor. 
Changes from oscillating to stationary opera- 
tion mig Abeer tp control. Self-aligning, oil- 


im bearings»»Motor housing of beige 








Four-pole motor and die- 
cast rotors insure long life 
and quiet operation. 
Blades move large volumes 
of air. Tilts up or down. Cc 


; papers. 
nt ka eaten tion details of 
Finished in beige hammer- sieiite mecha: 
2 ” La 
loid enamel, 10’, 12” and inlem idelatical with 
16° sizes. desk-type models. 
Four-pole motor, 
teiiidiotie HEAVY-DUTY COMMERCIAL OSCILLATORS diactand xotade. 
$34.95 retail : 4 Specially engineered for stores, offices, factories. Well-proportioned 
Four-pole motor and die-cast rotor provide long tubular steel stand- 
life, quiet operation. Requires minimum of main- ard and heavy base. 
tenance. Steep-pitched blades project large vol- Adjustment range: 
umes of air. Beautiful hammerloid finish. Fan 10’—from 46” to 
can be used on desk or mounted on wall. 12” 65"; 12”—from 52” 
and 16” sizes. to 71"; 16’—from 
52” to 73”. Finished 
“NO-DRAFT” CIRCULATOR Draws cool air near floor i beigehammerloid 
into fan and circulates it without disturbing hot ceil- enamel. 
ing air. Dome deflector distributes air a full 360° out- 
ward and upward. Increases air circulation without 
objectionable drafts. Rubber-mounted motor and 
wide-bladed fanare quiet. Heavy stamped steel body. 
Flat top may be used as coffee table. 





Priced from 
$29.95 retail 


MODEL 6000, 12” 
3 speeds, only $44.95 


oe Manainc Bowman Diwision 


McGraw Electric Company, Elgin, Hl. 
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ELEVIAIVNAL OVUTR TOr APRIL, [752 


(Additional items will be found on pages 27, 29 and 93) 


2010—Water Heaters. An illustrated folder describing 
Bell Water Heaters and the ten-year guarantee and war- 
ranty is available from Adacar Mfg. Co., Napier Field, 
Dothan, Ala. 

2012—Domestic and Industrial Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion- Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, Illus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and suggested uses; also includes 
instructions for installation of wall model heaters. 

2014—Hot water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 

2022—Night-Air Cooling Window Fan—A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. ' 

2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 

2028—Fan Catalog. Specifications and pictures of Chel- 
sea window and utility fans, home ventilators, industrial 
fans, and other specialties are included in new catalog 
No. 400. Architectural sketches show installation details 
for all a. Chelsea Fan and Blower Company, Inc., 
Plainfield, J. 

3080 Rlectole Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 


wide variety of desk, 
Literature on drills, 
is also available 
Menominee, Mich. 


2034—Electric Flat Irons. 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the Americar 
Electrical Heater Company, 6110 Case Ave., Detroit 2, 
Mich. 

2038—Murray Ventilating Fans. A 
sheets is available describing the 
including 20 and 24 inch window 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 

2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Characteristics of the Blowers, 
gr raphs, charts capacities and static pressure, 
and exact are all contained in the 8-page 
folder. 

2056— Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 

A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 

2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 

2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 


vent fans. 
and motors 
Mfg. Co., 


pedestal, exhaust, and 
telegraphic equipment, 
from the Signal Electric 


Full information on Amer- 


set of specification 
Murray line of fans, 
fans and vertical and 


including « 
dimensions 
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Gentlemen 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 
Name itle 
Company 
Address 


City & State 





April, 


Bulletins and 
catalogs will be mailed promptly. 
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automatic - electric 


FLOOR bee 3 


——<—— i 





BETTER SALES FOR 
YOU... BETTER 
HEATING FOR YOUR 
CUSTOMERS! 


Now—a new dependable electric floor heater 
to solve your construction problems. Just cut Model Number _ FF-333 FF-335 

the hole in the floor, insert the furnace, wire it Kilowatts 3 5 8 

up and turn it on. This simple procedure will Floor Opening —14/4"x241/," 14 1/4""x30!/," — 201/4'"x301/4" 
save you time and money whether you build © Overall Grille 16"x26" 16"'x32" 22''x32" 
one or one hundred houses. Depth 20 20 20 


Sales Representatives Goon. oo. 10.002 16.670 26.672 
311 Chichomavas Avense os "Tintin, Geenge Ampere Rating 12.6 21.7 34.7 


LLOYD, Fact Sales Agent i 
375 Whitehall ‘tverh. Ss.W ~ rhe sar ‘Atlanta, Georgia Approximate \ 

GEORGE H. ANDERSON COMPANY Shipping Wt. 35 Ibs. 50 Ibs. 100 Ibs. 
P.O. Box 2235. Memphis, Tennessee 230 Volts AC. Only 








W.L. JACKSON MANUFACTURING COMPANY 


1222 East 40th Street 
er wae felelcy- Wags. |. 133-33 


ELECTRICAL SOUTH for APRIL, 1952 





as used in connection with ventilating and air-condition- 
ing installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 


2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept. 1620 Central Ave., Minne- 
apolis 13, Minn. 

2088—Air Conditioners. Vornado’s new % HP Air Con- 
ditioner, Model 75WAC, is presented in a four color cata- 
log page (Form 4001) and a four color descriptive folder 
(Form 4002). The unit, which mark’s Vornado’s initial 
entry into the air conditioning field, is pictured and de- 
scribed and complete specifications are listed. The O. A. 
aan Corporation, 1812 West Second St., Wichita, 

ansas. 


2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 


2092—-Air Circulators and Window Fans—The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 


2106—Fan and Centrifugal Blowers. Catalog No. 513-B. 
Vital specifications Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Reversible Window, 
Exhaust fans. Single and double inlet blowers. Ventilat- 
ing Division - Schwitzer - Cummins Co., 1125 Mass. Ave., 
Indianapolis, Indiana. 


2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2112—Oil Heaters. Colorful 4 page catalog, entitled 
“Nescontro] Heating” describing and illustrating the com- 
plete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the Nesco, Inc., 201 North Michigan 
Ave., Chicago 1, Il. 


2114—-Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 


for every room in the house and other applications are 
described. 


2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
oe Manual No. 5 from Tuttle & Kift, Inc., 1825 
N. Monitor Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Fan Divi- 
sion, 387 So. Front St., Memphis, Tenn., offers an attractive. 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952. 


2122—-Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by requesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 
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2124—Evaporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali- 
fornia, offers a greatly enlarged line of Air Coolers for 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of coo] air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements. 
New this year also is a line of five “Down Discharge’ 
models for easier roof installations. The complete line 
includes 25 models, ranging from 1500 CFM fan-type 
coolers to 12,500 CFM industrial sizes, including 11 win- 
dow-mounting units. Write for further information. 


2132—Fans. Circulators & Devices announces the pub- 
lication of their new, up-to-date 1952 catalog illustrating 
their complete line of ventilating equipment, including 
Pedestal, Wall & Ceiling Fans, Attic Fans, Exhaust Fans, 
new reversible window fans, blowers, shutters, ete. Write 
to Circulators & Devices, 128-168 32nd Street, Dept. S. B., 
Brooklyn 32, New York, for your free copy. 


2136—HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawings). Chicago Elec. Mfg. Co., 6333 W 65th 
St., Chicago 38, II. 


2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S. Brooklyn 32, New York, for your free 
copy. 


2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2152—Shutters and Dampers. Air Conditioning Prod- 
ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 11-page illustrated catalog No. 44 
describing their line of shutters and dampers. 


2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional drawings and specifications. 


2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model] 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 


2158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for key dealership franchises; and 
full technical data on Hallicrafters’ world-famed precision 
radios and television. Hallicrafters now GUARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN- 
TEES WORLD-WIDE RADIO RECEPTION. These exclu- 
sive products may now be available for your territory, so 
write today. The Hallicrafters Company, Chicago 24, 
Illinois. 
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FOR PRACTICAL BEAUTY 
Chill Chest by Revco means smartly 
styled, home-approved design in 
Food Freezers. Counter-balanced, 
full-opening lids with automatic in- 
terior lighting provide greater con- 
venience and accessibility. 
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FOR SAFE, FOOD STORAGE 


Chill Chest has high-density Fibre- 
glas, non-settling insulation, an en- 


FOR 20° BELOW ZERO 
Chill Chest provides fast-freezing 
range from normal operating tem- 
perature Zero to 20° below Zero. 


FOR FAST, QUICK FREEZING 
Chill Chest superiority in construction 
of freezer walls assures the highest 
efficency in the uniform conductivity 
of frigid cold temperatures through- 
out the inner food compartment for 


gineering advancement which per- 
mits more safe, storage space inside 
for frozen foods. Frost Free Seal 
Zone surrounding food compartment 
Opening provides perfect lid seal... 


helps keep cold temperatures in. 
The adjustable control is in tamper- P P P 


proof location behind the easily re- 
moved, automatic signal-light panel. 


fast, quick freezing and safe stor- 


age of frozen fresh foods. = 
et 


Join the Growing Family of 
Successful, Independent 
Chill Chest Freezer Dealers 


Revco provides every help to make your Chill 
Chest venture into the Food-Freezer Market a 
successful one. Nationally advertised, your Chill 
Chest Distributor will help you do a good local- 
level merchandising job. Act Now...Write for 
fame of Distributor near youl 


REVCO, 


CHILL CHEST 
15 CU. FT. CAPACITY 
ONE of THREE GREAT FREEZERS 


DEERFIELD, MICH. 
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PROSPECTS EVERYWHERE 


for CROSLEY 
ROOM AIR 
ONDITIONERS! | 


The new line of Crosley Room Air Conditioners offers 
you a practically unlimited market. Look around 
your neighborhood and you'll see for yourself 
the countless number of prospects you have. 
Crosley Room Air Conditioners are de- 
signed and manufactured so that you 
can offer customers the air condition- 
ing they want and assure them com- 
plete continued satisfaction. See 
Crosley . . . compare Crosley 

-and you'll sell Crosley! 











. Two-speed fan 
27’ deep. ru or 0b he: ene 
ss alll with these big selling features: Quiet Compressor 
Controls. . a be a 


Shelvador® Shelvador® Electric Sinks and Food Steel Electric Radi Televisi Room 
Refrigerators Freezers Ranges Waste Disposers Kitchen Cabinets Water Heaters — vision Air Conditioners 


_ CROSLEY... Better Products for Happier Living 
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America wants it 


~COOLERATOR has it 
The biggest 2-in-1 Refrigerator buy! 
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7 Big vegetable crisper that : 
holds 28.8 quarts of fruits 
and vegetables. 





Adjustable 
adaptable shelves. 


\ Coolerator 


ELECTRIC REFRIGERATORS, RANGES 
AND FREEZERS 


se) 











Big refrigerator 
compartment. 


The most-wanted refrigerator model in 
the country today is the refrigerator- 
freezer combination—and this 11 cu. ft. 
Coolerator is the biggest 2-in-1 buy in 
the refrigerator field. Look at the fea- 
tures that make it sell! 


Extra shelves 
in both doors. 


Perfected 
automatic defrost. 


Butter 
compartment. 


Controlled moist cold 
—never too moist, 
never too dry. 





Big separate door freezer 
chest holds up to 75 pounds of 
food at zero temperatures. 


Yes, when you take this sure-fire 
refrigerator - freezer combination 
and add all the other modern 
conveniences known to refriger- 
ation—you've got a model that 
practically sells itself. See your 
distributor for details or write 
us direct. 




















Watch for 
FULL PAGE COLOR ADS 


in MAY and JUNE in 


Saturday Evening Post McCall’s Magazine 

Ladies’ Home Journal Sunset 

Good Housekeeping Household 

Successful Farming Farm Journal 
Better Homes & Gardens 
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glare-free fluorestent... nearest t 


Perfected » 


IN MITCHELL LOW-BRIGHTNESS LUMINAIRES 


MITCHELL engineering develops the maximum 
advantages of the new low-brightness T-17 
lamps in two superior Luminaires . . . at the 
lowest owning and operating cost per footcandle 
delivered. * Here is light distribution with ab- 
sence of glare comparable to daylight conditions. 
No cross-louvering is required (lowers initial 
and maintenance costs); provides desirable 40° MODEL NO. 3242 
crosswise cutoff. High light output with low 5-Foot Low-Brightness Luminaire 
lamp brightness provides ideal illumination for angen Semanal 
schools, libraries, public buildings and institu- 
tions. Modern, functional design is largely self- 
cleaning. Exclusive MITCHELL mounting features 
simplify installation. For the best buy in low- 
brightness lighting, it’s wise to specify MITCHELL. 
*Ask for revealing Cost Comparison Chart 


CHECK THESE MITCHELL 
LOW-BRIGHTNESS ADVANTAGES: 
MODEL -NO. 3245 
— 5-Foot Low-Brightness Luminaire 
Highest Footcandle Output with All-Metal Side Panels 


Glare-free illumination a 
(surface brightness less than 2 cp/sq. in. 


Lowest Fixture Cost ; 
(fewer units, no louvers required) 


Lowest Installation Cost 


Lowest Maintenance Cost 
(largely self-cleaning) 


Lowest Owning and Operating Cost 


per Footcandle Delivered 
——— 





Attractive Functional Design 


Write for the complete MITCHELL Commer- itchell ing Company, Dept. 8D 
cial Fluorescent Lighting Catalog. Have the 2525 N. Clybourn Ave., Chicago 14, Ill. 
full details on MITCHELL Low-Brightness 


Luminaires, for quick, easy specification. 





(1) Please send complete Commercial! Lighting Catalog 
0 Please send Cost Comparison Chort 


Name 


Doe 


MTU 


MITCHELL MANUFACTURING COMPANY i 
2525 N. Clybourn Avenue, Chicago 14, Illinois a. Zone ___ State 
In Canoda: Mitchell Mfg. Co., Lid., 19 Waterman Avenve, Toronto 


Pare Wi! \AC0M ASAT NRRL isn 20 S14 ANSREMTT NNN oe, 
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DON’T GAMBLE WITH SUMMER PROFITS! 
STOCK! 
DISPLAY! SELL... 


Sa? 


Model J402 


Demonstrate these 
first-line benefits! 


® Convenient “Top-Side” Tuning 
® Shielded Speaker Design 

®@ Smart "Pick-Me-Up” Handle 

® Zenith-Built Alnico Speaker 

® Wavemagnet* Antenna 

® Instantaneous Operation 

® Easy Battery Change 

® Works on AC, DC or Battery 


FENITHS SUPER-POWERED 


x 


4: 
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() | It’s new! It’s beautiful! It’s super- 
\\\ 


powered! That's the great, new 
Zenith “Holiday” portable radio! 
\il It’s really a beauty in sleek Ma- 


set roon, Ebony or Grey plastic. And its 


rich, full sound compares with many big 
cad consoles. Features Zenith’s exclusive “Top- 
Side” tuning—with dial and knobs conveniently 
placed on top. Flush-fitting “Pick-Me-Up” handle 
snuggles down recessed in against the cabinet when 
not in use. Plan now to cash in on these profit- 
, ‘2 building features! 
~~: \ Remember, customers will soon be going to re- 


\ sorts, pic nics. beaches, ete. And wherever they go, 


" theyll want a portable of Zenith’s quality to take 
d 


their entertainment with them. So—don’t gamble 
with summer profits! Get set for soaring profits! 
Stock! Display! Sell—Zenith’s new “Holiday!” 


*Reg. U. S. Pat. Off. 


eons osm RADIO 
and TELEVISION 


ZENITH RADIO CORPORATION, Chicago 39, Illinois 
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For EASY installation...and EASY selling... 


“Team up with (R24 fans for 52 | 














Install with Only a Screwdriver! 


Adjustable mounting panels of 18” and 22” Ra M 
Window Fans fit any window up to 39” wide. 
Electrically reversible. Flip of a switch forces air 
in or out. Two speeds on both intake and exhaust. 
Four blades, direct-connected. Quiet. 18" size 
has 2500 CFM delivery; 22” size, 3400. Ivory 
enamel with silver-finish grille. Guaranteed five 
years. 18" size, $59.95*; 22” model, $79.95", retail. 


A Traffic Stopper! 
An attractive display 
: for counter, table or 
ROBBINS & MYERS window. Two sturdy 
supports fasten tofan’s 
adjustable panels. 
Fan operates with dis- 
play in place. Overall 
size with fan: 30” high, 
27" to 36” wide. Ask 
your distributor or 
write us for details on 
how to get this sales- 
making display. 


No Special Construction, 
No “Extras’’ to Buy! 


R « M “Package’”’ Attic Fans are comp/ete home- 
cooling systems. There’s no trap-door, grille, or 
suction box needed! Ideal for low attics and all 
standard hallways. Rubber-mounted, sound-in 
sulated. Change air once every minute in average 
house. Factory-lubricated, sealed ball bearings. 
Baked enamel (off-white) on shutter and trim. Four 
sizes with air deliveries from 4750 to 9500 CFM 
Including ceiling shutter, from $154.93*, retail 


Big 
Merchandise Mover! 
Displays Attic Fans as 
they are actually in- 
stalled in customer's 
home. Of kiln-dried 
lumber, beautifully fin 
ished in two shades of 
blue lacquer. Will last 
for years. Easy to as 
semble. Complete with 
extension cord and all 
necessary hardware 
Size 43” x 47". Overall 
height 8’-5" with fan. 
Check your distributor 
or write us for details 





on how to get this hard- 
working display. 





— 


*Prices subject to 


Seen. a ROBBINS & MYERS 
doyp Fans for 1952 


Robbins & Myers, Inc., Fan Division 
387 So. Front St., M phis 2, T 





NEW TV FILMS FEATURING YOUR STORE 
AVAILABLE ON BOTH TYFES OF FANS. 
WRITE FOR DETAILS, NOW. 
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ries TE Y NEWS BRIEFS — GOVERNMENT REGULATIONS 





Consumers’ durables 
production outlook 


TEN PER CENT increases, on an 
automatic basis, in first quarter, 
1952, allotments of carbon steel for 
an enlarged number of civilian 
products are now being issued, 
reports the National Production 
Authority. 

The supplementary allotments can 
be used by a manufacturer to ob- 
tain additional quantities of the 
more plentiful forms of carbon 
steel, such as cold rolled strip and 
sheet, hot rolled strip, tin mill black 
plate, welded tubing, and hand mill 
hot rolled sheets. 

Sharing in these supplementary 
allotments are manufacturers of 
electric cooking stoves, household 
sewing machines, farm and home 
freezers, household laundry equip- 
ment, carpet sweepers, metal house- 
hold furniture, and many other 
items. 

A considerable quantity of alu- 
minum and copper are available for 
supplementary allotments for the 
second quarter, according to the 
Defense Production Administra- 
tion. The supplementary allotments 
can be made because of the return 
of some material from the military 
and because some producers are not 
placing orders for materials in 
quantities originally permitted. 

There is reason to believe that 
the materials situation will improv« 
considerably in the last half of 
1952. Materials required for the 
expansion of industrial manufac- 
turing facilities will have been 
satisfied to a large degree, and it 
appears that defense production 
will be leveled out over a longer 
period rather than reaching a high 
peak in 1952. 

NPA officials said recently that 
third-quarter aluminum allotments 
for civilian-type products may be 
boosted at least 50 per cent higher 
than the initial second-quarter al- 
lotments, and that further increases 
may be expected in the final quarter 
of 1952 and first quarter of 1953. 
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While the materials supply pic- 
ture appears to be improving, NPA 
officials cautiously note that there 
may be a shortage of fractiona 
horsepower motors in the second 
quarter. They admit that this 
would hit the electrical appliance 
manufacturers hardest, if it occurs. 


Advice to dealers 
for last half 1952 


APPLIANCE dealers have been 
warned by the National Appliance 
and Radio-TV Dealers’ Association 
that the break in the steel market 
may have serious repercussions af- 
fecting the appliance industry. 
With warehouses selling below mill 
prices, an unexpected 10 per cent 
boost in steel allocations to con- 
sumer durables manufacturers for 
first quarter, and government or- 
ders requiring less production ma- 
terials and facilities than expected, 
the last appearances of widespread 
shortages may fade. . 

Dealers are advised to “shorten 
lines, get in best credit condition 
possible, even if it means cutting 
back total size of operation (keep- 
ing only most profitable part) ; sell 
more intensely and energetically 
than ever before, and work hard to 
get full mark-up on all lines and 
items to be continued in stock. Most 
important: try promoting at least 


one low-saturation item to gain ex- 
perience for the time when supplies 
of them are more plentiful. It’s 
coming fast.” 


Congressional bills 
affecting dealers 


A BILL has been introduced to the 
House which would prohibit “loss- 
leader selling.” Representative 
Emanuel Celler, of New York, who 
sponsored it, declared that the pre- 
vention of sales of goods below cost 
would take care of the main com- 
plaint of fair trade advocates with- 
out the weakening of the federal 
anti-trust laws which would follow 
from the enactment of a fair-trade 
law that required non-signers of 
price maintenance contracts to 
abide by manufacturers’ fair-traded 
prices. Mr. Celler said his bill would 
prevent “predatory” price cutting 
without destroying free competi- 
tion. 

Another bill recently introduced, 
H.R. 6219, would require manufac- 
turers to include repair booklets 
with all electrical appliances, radios 
and TV sets. The bill would re- 
quire, further, that the booklets be 
approved by the Federal Trade 
Commission. The Electric Insti- 
tute of Washington reports that 
the bill is being opposed by two as- 
sociations—the National Appliance 








RETAIL RADIO-HOUSEHOLD APPLIANCE DEALERS 
ESTIMATED TOTAL SALES 


Millions of Dollars 


Millions of Dollers 





Retail sales— 


Sales of retail radio and 


MONTHLY AVERAGE 





appliance dealers were 
estimated at 203 mil- 
lion dollars during Jan- 
uary, 1952, by the U. S. 
Office of Business Eco- 
nomivs, a decrease of 
96 million dollars from 
December, 1951. The 
January, 1952, sales 
were 109 million dol- 
lars less than sales re- 
ported for January, 
1951. 








OFFICE OF BUSINESS 
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Fedders New “Demonstration Center” 
does everything but talk! 


Doubles your profits on 


ROOM AIR CONDITIONERS 
by giving customers 
a complete demonstration! 


EDDERS ROOM AIR CONDITIONERS are 
rapidly becoming one of the most im- 
portant lines you as an appliance dealer can 
handle! Though marketed in volume only 
3 years, room air conditioners racked up a 
volume of almost $100,000,000 in 1951 
. more than ironers, dishwashers and 
food waste disposal units. 
And Fedders sets the pace again this year by 
giving you one of the most powerful selling 
tools ever devised. Fedders brand-new com- 
pact “Demonstration Center” will enable 
your salesmen to close more sales faster with 
the minimum of time and effort. Though 
occupying floor space only 57” wide and 
30” deep this compact unit employs the 
most modern display and visual selling 
techniques. The selling story, copy and 
illustrations, plus the revolving sales chart, 
function as cues to help salesmen make the 
product pitch or act as automatic salesmen 
when the prospect is unattended. 
This amazing new selling concept is available to 
you now! Don’t wait for hot weather to hit 
. call your Fedders distributor and find 
out how you can get this potent new sales 
weapon that provides an organized place 
to sell... and organized story to tell. Get 
your share of the profitable comfort-appli- 
ance business. 


fedders | 


A GREAT NAME IN COMFORT 
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A GREAT NAME IN COMFORT 


ROOM AIR CONDITIONER 








; fedders 


ROOM AIR CONDITIONER 


Six beautiful illuminated color transparencies show applications 
and installations. All the strong selling benefits of owning a 
Fedders are dramatized. Models and features are spelled 


out to cue your salesmen when making a pitch. 


SEND COUPON FOR NEW PROFIT-PRODUCING IDEAS ! 


FEDDERS-QUIGAN CORPORATION, 

Refrigeration Appliances Division 

Dept. ES-3, Buffalo 7, N. Y. 

Sirs: Please send me complete information on your new 
Fedders “Demonstration Center”’. 














. om 
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Service Association and the N: 
Alliance of Television and 


Electronic Service Associations. 


tional 


Replacement price 
squeeze relief 

RELIEF from replacement price 
squeezes was provided on March 22 
by the Office of Price Stabilization 
for wholesalers and retailers af- 
fected by specified suppliers’ ceil- 
ing increases. The OPS action is 
in the form of an amendment, No. 
8, to General Ceiling Price Regula 
tion, Supplementary Regulation 29. 

The effect of this amendment is 
to permit retailers and wholesalers 
to pass on any increases in the sup- 
pliers’ prices which resulted from 
a Capehart price boost granted by 
OPS to a manufacturer. 

Under the Capehart amendment 
to price controls, manufacturers 
can seek adjusted ceiling prices for 
increased labor, material, and some 
overhead costs up to July 26, 1951. 
The regulations implementing the 
so-called Capehart amendment to 
the Defense Production Act of 1950 
are: General Overriding Regula- 
tions 20 and 21; Supplementary 
Regulations 2, 17, and 18 to Ceiling 
Price Regulation 22; and the hard- 
ship adjustment regulation, GOR 
10. 

OPS directs attention to the fact 
that the newly issued amendment 
requires retailers and wholesalers 
to decrease their ceilings when 
their suppliers’ ceilings are lowered. 


Less bookkeeping for 
dealers under CPR 7 


RETAILERS will find some of the 
bookkeeping required in connection 
with price ceilings to have been 
reduced as a result of Amendment 
15 to Ceiling Price Regulation 7, 
issued recently by the Office of 
Price Stabilization. 

The new amendment eliminates 
those provisions of Section 53 
which require retailers to prepare 
current records of initial percent- 
age markups or current records of 
gross margins and to make regular 
reports of increases to the Office of 
Price Stabilization. 

Experience in the administration 
of CPR 7 has shown that the value 
to OPS of the information supplied 
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by these reports is not great enough 
to justify the difficulties encoun- 
tered by retailers in preparing 
these current reports. 

OPS points out, however, that re- 
tention of those provisions of Sec- 
tion 53 requiring retailers to report 
and preserve for inspection base 
period records of initial markups 
or gross margins insures the OPS 
a yardstick by which to measure 
future increases or decreases. 


New warranty prices 
need OPS approval 

BECAUSE some manufacturers are 
unintentionally violating ceiling 
price regulations by offering five- 
year warranties at new prices, 
without first applying to OPS for 
approval of increased ceiling prices, 
OPS has recently issued a state- 
ment emphasizing that authoriza- 
tion must be obtained from OPS 
before manufacturers can increase 
their ceiling prices by offering 
longer term warranties in place of, 
or in addition to, customary one- 
year warranties. 

Some of the violations have oc- 
curred among manufacturers of 
air conditioning and refrigeration 
equipment. 

OPS explained that the sale of a 
new warranty does not differ from 
the sale of any other new com- 
modity or service. This is true even 
though the new warranty differs 
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from previously offered warranties 
only as to scope of coverage or ex- 
tension of time. 


Eeonomist’s views 
of 1952 business 


THIS MONTH marks the first an- 
niversary of the “lull” in inflation. 
For one year now the majority of 
general business indicators have 
alternated between stability and 
softness. At times during the year 
output has borne the brunt of ad- 
justment. At other times, prices. 
But the general trend of civilian 
business has been downward and 
continues so as we near the end of 
the first quarter of 1952, according 
to Martin R. Gainsbrugh, chief 
economist of the National Indus- 
trial Conference Board, New York 
City, in an address before a recent 
meeting of the National Electrical 
Manufacturers Association. 

For the rest of 1952, Mr. Gains- 
brugh said, there is thus. still 
no clear ground for expecting a 
sharp recovery of private business. 
Defense expenditures should con- 
tinue to climb, to reach above 
$55 billion by year-end. If mate- 
rials continue to subside, 
price adjustments plus rising in- 
come should make for a stronger 
tone. But no new round of infla- 
tion now seems to be on the horizon. 

A new round of softness has re- 

(Please turn to page 133) 


costs 













“| don't care if you did get into a 
crap game with our salesman in your territory ... 
Nelson had no right to bet his job! 
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More appliance dealers use 


Commercial Credit financing 


than any other national plan 


WAR OR PEACE, prosperity or depression, times 


of shortage or plenty—appliance dealers have come to depend 
on the CommerciaL Crepit Pian for financing as usual. 
CommerciaL Crepit’s complete financing package enables 
dealers to control stock right from the production line to 
customer's living room. Commercial Crepit provides the 

ary financing for adequate floorstocks, eliminating the 

sity of the dealer tying up capital he needs elsewhere. 


MILLIONS OF TIME BUYERS have financed 
neces rs ‘ vith the ComMMERCIAL 

ple vant credit, they 

they need credit to buy. With 

the CommerciaL Crepir PLAN, you offer “brand 
name ftinaneins 


and dealers alike 


that is preferred by customers 


<_-» 


INSURANCE PROVIDES DOUBLE PROTECTION. 
In the sale of any ippliane e on the ComMeERcIAI 
Crepit Pian, both parties are protected against 
loss by Automatic Property Insurance coverage, 
which cancels the unpaid balance in event of 
loss of or damage to the merchandise defined 
] 


in the policy Life Insurance coverage cance 


the unpaid balance in event of purchaser's death. 


@ Wholesale Financifig 

@ fast Credit Approwal 

© life Insurance Protection 
@ Property Insurance Protection 
@ Automatic Sales Follow up 
© Tested Collection Service 
© Builds Customer Good Will 
© Nationwide Facilitie: 


THIS BOOK explains how OMMERCIAL 
Crepir PLAN can he on 

minimize credit losses, bul 

Ask your distributor for a copy 


write the CommerciaL Crepit office ne 


There is no obligation 


COMMERCIAL CREDIT 
CoRPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
..« Copital and Surplus over $125,000,000 . . . offices 
in principal cities of the United Stotes and -Canado. 








SUBURBAN OPERATION 


Located three miles from the nearest house, 


this new 6500-square-foot building of Better 


Housekeeping, Inc., Waco, Texas, is kept lit all 
night every night. The store is open until 9 
p.m. every night, and from 9 a.m. until noon 


on Sundays to draw family crowds. 


by Robert A. Latimer 





Texas dealer faces the future with 


Long-range plan for sales 


® TWO AND A HALF miles from the 
front door of Better Housekeeping, 
Inc., Waco, Texas, is the nearest 
sidewalk—yet Albert Cross, enter- 
prising appliance retailer, enjoys 
some of the heaviest foot traffic in 
central Texas appliance merchan- 
dising. 

This unique situation is the re- 
sult of a “cow pasture” location and 
some farsighted, long-range plan- 
ning. 

Cross spent 10 years as a spe- 
cialty appliance salesman for other 
firms before branching out on his 
own. During that period he had 
plenty of time to absorb a working 
knowledge of the good and bad 
points of appliance retailing. 

Early in 1951, he decided to 
throw out a lot of traditional no- 
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Heavy advertising and “those little extras” 


bring customers out in the country 


tions in setting up a smoothly op- 
erating appliance sales organiza- 
tion out in the “sticks.” 

“We had a lot of reasons for lo- 
cating almost three miles trom the 
nearest house,” Cross said. “First, 
there was the matter of low over- 
In the future there may be 
periods when the pickings are go- 
ing to be extremely slim. Ability 
to get along without the usual ex- 
pensive operating costs will be an 
important 


head. 


asset. 

“Next, we felt that by giving 
families, out for a ride in the even- 
more to look at 
than weedy fields, we would attract 
a lot of attention. Third, we wanted 
to do away with the congestion 
problem.” 

Cross designed the colorful Bet- 


ing, something 


ter Housekeeping building himself 

a “glass box” for the display of 
a corollary high-style 
furniture line, a hardware depart- 


appliances, 


ment, and seasonally, a toy depart- 
ment. 

The original building of cinder- 
block construction, completely air- 
conditioned and steam-heated, con- 
tained 3200 square feet. 
during the first five months were so 
promising that Cross doubled the 


Sales 


square footage of the building to 
6500 feet. 

The 150-foot frontage, set back 
80 feet off the highway, gives a 
clear view of the interior, particu- 
larly during the night hours. All- 
night lighting expense amounts to 
over $130 a month. 

Between the building and the 
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highway is a parking lot which can 
accommodate 200 automobiles. At 
the right is a completely equipped 
free playground for children, which 
Cross has found enables many fam- 
ily customers to visit the store. 

Cross has made a lot of changes 
in the usual pattern of appliance 
retailing. What turned out to be 
one of his most important steps 
was to keep the store open until 
9:00 p.m. each evening, when the 
store does something like 65 to 75 
per cent of its total volume. 


Evening shopping 

Husbands and wives and entire 
families take advantage of the 
evening shopping hours. The store 
also provides something to do for 
many suburban and farm families 
who enjoy just looking around. Im- 
pulse buying. has accounted for 
much of the store’s total sales. 

Next, he is open from 9:00 a. m. 
until noon on Sundays, partially as 
a convenience factor but mostly be- 
cause Sunday morning is another 
time when the entire family can 
shop together. 

“We seldom have a Sunday when 
we do not sell around $1,000 in ap- 
pliances or 


supplementary lines,” 


“We do not mark up 


Cross said 


in principal cities of the United Stotes and ‘Canada. 


Better Housekeeping enjoys some of the heaviest foot traffic in central Texas 
appliance merchandising. One of their slogans included in all newspaper 


advertising is partly responsible 


anything in the store to make our 
customers pay a penalty for the late 
hour or Sunday convenience, so 
there is no hesitation on the part 
of even the most thrifty customer 
to stop by.” 

A large asset to the business is 
the West 


drive-in 


View Theater, a huge 


theater located directly 


Albert Cross, right, head of the company, spent 10 years as a specialty 

appliance salesman before opening his own operation. Early last year he 

threw out a lot of traditional notions and made some changes in the usual 
pattern of appliance retailing. 
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for this—‘It’s 
Town For! 


Worth Driving 


Across 


across the highway. 
families 


“About 5,000 
attend the theater each 
week,” Cross said, “and a lot of 
them look over our windows both 
before and after the show.” 

Promotions put on by the color 
ful establishment, which did its 
$200,000 volume last year with only 
three sales people on the staff, have 
been varied. 


First, aware of the display value 


of smart, modern 
furnishings 


appliances and 
“out in the sticks,” 
Cross has arranged for fast service 
from manufacturers on every new 
item which he can display in the 
store. 

Early last 
Magazine 


spring, when Life 
made much ado about a 
new all-plastic chair resembling a 
plastic bucket on spindly steel legs, 
Cross had some of the chairs on dis- 
play in his front window within a 
week. 


Advertising tie-in 


Lamps, living room furniture, 
breakfast sets, etc., which back up 
his appliance lines, are as modern 
as alert buying can make them, and 
always in good taste. 

Similarly, the hardware section, 
which incorporates a complete paint 
department, tools, housewares, gar- 
den tools, and electric housewares, 
is replete with brand-new ideas on 
the market, and is recognizable 

(Please turn to page 133) 
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The design of ceiling shutters is such that the 
trim covers the rough edges of the hole and is 
often finished in a light neutral shade of baked 
enamel that harmonizes with any room colors. 
(All photos courtesy of Hunter Fan and Ven- 


tilating Co.) 


Attic fan. selling 


=a program tor action 


@ THE SALE OF attic fans is gain- 
ing momentum. Better product de- 
sign, a larger number already in 
use, reduced installation costs are 
some of the factors that account 
for this growing acceptance of at- 
tic ventilation as a means of ob- 
taining summer home comfort. 
First of all, homeowners have 
more comfort conscious. 
When hot weather comes around, 


become 


they are no longer willing just to 
“sweat it out.” 
comfort and are 
for it. 

Interest in home cooling has been 


They want cool 
willing to pay 
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accelerated by articles in national 
magazines and by the advertising 
of ventilating fan and air condi- 
tioning manufacturers. 
Also, people who have 
homes with attic fans quickly 
become dissatisfied with their own 
hot houses. When husband and wife 


visited 


return home after an evening in a 
neighbor’s home cooled by gentle 
breezes, they right away 
going to suffer 
another hot summer. 
going to have an 


decide 
that they aren’t 
through 
They're attic 
fan, too. 

This creates “hot prospects” for 

















attic fan dealers. No longer do 
dealers have to do a lot of explain- 
ing about the advantages of home 
ventilation with attic fans, as was 
the case a few years ago. 

Their principal job now is to let 
home owners know they have attic 
fans for sale and to give them good 
advice on how the fan should be 
installed in their particular home. 

The development of the package 
attic fan has also revolutionized the 
attic fan business. Since this ver- 
tical discharge unit is so compact 
and is complete with ceiling shut- 
ter, and because it requires no suc- 
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The development of attic fans as a single package unit has made installation 


easier and more econo 


ical, The vertical-type fan with its low head room 


requirement has made it possible to meet the needs for ventilation in the 
modern, low-roof type of construction. 


tion box, it is easily and effectively 
displayed in the dealer showroom. 

A display stand enables the pros- 
pect to see and feel the fan in op- 
eration. It gives the dealer a chance 
to make a convincing demonstra- 
tion, which was out of the question 
with previous models of attic fans. 


Time and labor 
The package unit also cut in half 
the time and labor required for at- 
tic fan installation. This unit is 
simply placed on the attic floor or 


joists over a rough ceiling opening 


of the proper size. The ceiling 
shutter is fastened over the opening 
with metal trim which covers the 
rough edges of the opening—thus 
requiring no replastering or re- 
painting. 

The ceiling shutter and the trim 
are often finished in a light neutral 
shade of baked enamel that har- 
monizes with any room colors. Pre- 
fabricated louvers are also available 
that simplify the job of providing 
adequate exhaust areas. 

Another big advantage of the 
package attic fan is adaptability to 
modern low-roof construction. Re- 
quiring only about 18 inches over- 
head clearance in the attic, this type 
fan can be installed in almost any 
home. 

While all of these factors are 


ELECTRICAL SOUTH for APRIL, 1952 


making the sale of attic fans easier, 
there is still a need for careful 
planning on the part of the contrac 
tor-dealer to co-ordinate fan selling 
with the other phases of his busi- 
ness. 

Salesmen must still make calls, 
demonstrations, surveys, and ask 
' 


for the orders! And management 


must back up its salesmen with 
good display, advertising, and effec- 


tive promotion plans 


Effective display 

Foremost on the list of what to 
do to sell fans is effective display. 
Many of the manufacturers offei 
display stands which permit the 
display of one or more fan models 
in actual operation. 

Other 
form of cards, banners, national 


display material in the 
magazine ad blow-ups, etc., can be 
used to build up attractive, traffic- 
stopping window displays. 

One of the most effective displays 
that any dealer can use to demon- 
strate what his fans will do is to 
have one or more fans installed in 
his own place of business doing the 
job for which they are designed. 

And equally important is a fan 
installation in the dealer’s own 
home that can be demonstrated to 
his customer friends and prospects. 


Almost equal in importance to 


effective display is effective sales 
training for the salesmen. They 
need to know certain fundamentals 
about the fan business in order to 
do a good selling job. 

For example, they need to know 
what the market is for the fans 
handled by the dealer; to under- 
stand just what the various models 
can do for the prospect; what the 
advantages of their line, or lines, 
are over competitive makes; and 
how to apply the various models to 
the different ventilating problems 


that arise. 


Four major markets 

Local circumstances will deter- 
mine the market for which the fans 
are best suited, but in training 
salesmen where to look for pros- 
pects, the dealer should not neglect 
any possibilities in the four major 
markets—farm build- 
ings, industrial buildings and ap- 
commercial uses, and 


homes and 


plications, 
residential ventilating needs. 

A careful study of these markets 
will reveal that there are an almost 
unlimited number of opportunities 
in every field. 

For example, in the residential 
field there are such varied applica- 
tions as kitchen ventilation, night 
cooling with attic fans, individual 
room ventilation with window fans, 
laundry ventilation (especially 
needed with indoor drying lines or 

Please turn to page 130 





Demonstration units such as this. 
or other variations in the form of 
cul-a-way nture homes with 
small ribbons to illustrate air move- 
ment, have been used effectively by 


many dealers. 
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Plan merchandising operations 


from the salesman’s viewpoint 


@ THE DEALER WHO plans all of his 
merchandising operations from the 
salesmen’s viewpoint is the dealer 
who is bound to maintain the most 
profitable sales volume, according 
to J. A. Hood, president of Hood 
Electric Co., outstanding appliance 
dealership in Charleston, S. C. 

The Hood organization does a 
yearly volume of more than $245,- 
000 from a comparatively small but 
modern store. They can point with 
pride to the fact that most of their 
specialty appliance salesmen have 
been on the staff five years or more, 
and that there has been little or no 
turnover problem since the organ- 
ization began. 

Hood attributes his success to the 
fact that his organization is set 
up the way the salesmen want it— 
to give each maximum income and 
benefits. 

Under the plan developed by 
Hood Electric Co., all salesmen go 
through a_ concentrated 90-day 
training program, immediately 
upon being accepted by the firm. 
Each must be thoroughly investi- 
gated, show excellent references, 
and a sincere desire to learn the 


108 


Success of this South Carolina dealership is attributed 


to the fact that it is set up the way the salesmen want it 


by John Greenwood 


appliance business, before he is 
even considered. 

Then, once he joins the payroll, 
the salesman goes through the en- 
tire LaSalle appliance merchandis- 
ing course, and must actually grad- 
uate from all of the correspondence 
plus demonstrations and 
tests developed by Mr. Hood and 
William Zeigler, store manager. 

The correspondence course is am- 


lessons, 


plified by regular sales meetings in 
the store, when Mr. Zeigler, Wil- 
liam A. Smith, a veteran salesman, 
and Mr. Hood co-operate in teach- 
ing salesmen how to handle various 
types of prospects, etc. 

“We even require our salesmen 


to go to night school, at which we ° 


show manufacturers’ training films 
on specific appliances. We concen- 
trate on one at a time, until the 
salesman knows all there is to pre- 
sent on each,” Mr. Hood pointed 
out. 

Such a program is costly, but 
Hood Electric Company assumes 
the costs until the salesman is con- 
sidered a graduate and ready to 
start meeting the public. 

“Naturally, we have not had to 


use this plan too frequently, since 
we have added only a few salesmen 
during the past several years,” 
Hood indicated. “We now have 
eight on the staff, all graduates of 
the training program outlined 
above.” 

As soon as he is put on the sales 
floor, each Hood Electric Company 
salesman is in business for himself. 
Under the plan, each receives a 
pie-shaped section of Charleston, 
which is his own territory. 


Salesmen’s zones 

There are eight such zones, di- 
vided into population blocks which 
give each salesman the same oppor- 
tunities. Under the system, there is 
a commission paid to each salesman 
on all appliances sold to his own 
block, whether or not his direct, in- 
dividual effort was required to com- 
plete the transaction. 

This means that each salesman 
reminds the homeowners who make 
up his own territory to call on him 
for service of any kind. He will be 
rewarded with a commission on 
anything from a pop-up toaster up 
to a home freezer, whether he spent 
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any time with the prospect or not. 

In order to keep this system fair, 
and to stimulate interest, the sales- 
man who is on duty on the floor 
receives a 2 per cent commission on 
the appliance which he sells a home- 
owner from one of the blocks; the 
outside man representing that sec- 
tion receives 6 per cent. 

“The commissions are the same, 
whether personal effort is expended 
or the customer comes in of her 
own volition to make the purchase,” 
Hood emphasized. “We find that 
while this means a smaller over-all 
profit for the store, the enthusiasm 
of the salesmen is well worth the 
difference. ” 

Each of the eight salesmen on 
the staff receives a base guarantee 
of $150 plus a sliding scale of com- 


Dignified trade-ins . . . 





missions. Hood has set up a com- 
mission plan so that each salesman 
receives 2 per cent on the first 
$2,000 worth of merchandise sold, 
3 per cent on the next $1,000, 4 
per cent on the next $1,000, and a 
flat 8 per cent on anything over 
$4,000. 

Hood Electric is proud of the 
fact that few of its salesmen fail to 
hit the 8 per cent 
month. 

To keep close personal contact 
with his salesmen and to correct 
any deficiencies, Hood sits in on a 
half-hour sales meeting which is 
held each morning, before store- 
opening time. The Charleston store 
requires its sales staff to come in 
early, for this reason, but there has 

(Please turn to page 129 
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Florida dealer reeommends 
special trade-in store 


by Robert A. Latimer 


@ GIVE TRADE-IN appliances the 
same dignity and salesmanship as 
new appliances, and the result will 
be a profitable turnover of the re- 
builts, according to R. W. Irving, 
of Todd-Hyatt Co., St. Petersburg, 
Fla. 

The Todd-Hyatt concern, a lead- 
ing appliance dealership in the 
eastern Florida city, has discovered 
many advantages from setting up 
a separate trade-in store at the 
firm’s warehouse. 

This trade-in store, located in a 
residential section of the city, a 
long distance away from the down- 
town store, was developed by Mr. 
Irving as a means of selling trade- 
ins without the conflict in interest, 
embarrassment, and other factors 
which enter into showing them 
alongside new appliances in the 
main showroom. 

“Most limited-income appliance 
prospects have to enter a showroom 
full of gleaming new refrigerators, 
washing machines, and ranges and 
ask to see used, rebuilt models,” 
Mr. Irving pointed out. 
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“There is no hesitancy about 
looking for a bargain if the store’s 
main purpose is the sale of recon- 
ditioned appliances. For that rea- 
son, we conceived the idea of set- 
ting up a separate sales room at 
our parts warehouse.” 

The trade-in store is regularly 
advertised by means of newspaper 
classified ads, all aimed at letting 
the reader know that Todd-Hyatt 
offers a complete choice of fully 
guaranteed rebuilts, in a_ store 
which sells no new appliances. In- 
asmuch as the repair shop and the 
trade-in store are side-by-side, it is 
now routine policy to pick up trade- 
ins which are accepted on new ap- 
pliances, and to deliver them di- 
rectly to the repair shop, where 
after thorough reconditioning and 
testing, they are moved a few feet 
to the trade-in store. 

The trade-in store was built in 
1949, and given the same sort of 
showroom dignity as the downtown 
store. Neat rows of refrigerators, 
ranges, and washing machines are 
completely separated, with active 


display at each point. A comfort- 
able lounge, table, and chair for 
salesman and prospect closely dupli- 
cate those in the downtown store. 

Every customer is greeted with 
the same courtesy as if coming in 
to buy a $300 refrigerator in the 
downtown store. Customers are 
given the same type of demonstra- 
tion, encouraged to select the appli- 
ance that best fits their pocket- 
book, and are sure of the fact that 
the Todd-Hyatt guarantee covers 
the appliance for a specified period. 

How did the trade-in store work 
out? Results were literally astonish- 
ing, according to Mr. Irving. Dur- 
ing the first year, the store sold 313 
refrigerators, of which 212 were 
used; 105 washing machines, 82 of 
them used; 55 ranges, including 29 
used models; and such corollary 
sales as 55 reconditioned ice boxes. 

From that number of sales also 
stemmed 16 new-refrigerator sales, 
when the used-box prospect was 
not able to find precisely what he 
wanted, and after urging by Mr. 
Irving, was determined to buy a 
new one instead. 

There is no longer any pressure 
on the Todd-Hyatt company, from 
a trade-in allowance standpoint, in- 
asmuch as the suburban store pro- 
vides an outlet from which each 
appliance can be depended upon to 
move rapidly. 

The 557 individual sales which 
were made during the first year 
were superseded by some 750 sales 
the year after, each of which in- 
volved a modest, but worth-while 
profit. 


Unusual price tags 

Prices asked for used major ap- 
pliances at the Todd-Hyatt trade- 
in store are a bit above the aver- 
age scale for the St. Petersburg 
area. This difference Mr. Irving 
explains by pointing to a tag ac- 
companying every rebuilt appli- 
ance in the showroom. 

Listed on the tag are all of the 
steps which the repair department 
took to put the appliance into war- 
ranty condition, plus the addition 
of new. hardware, replacement of 
controls, and other such steps. 

The result is that the customer 
is usually willing to pay a slight 
difference in order to insure him- 
self of Todd-Hyatt quality and the 
dealer’s extended guarantee. 
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by Ross L. Holman 


After installing this room air conditioner in a home, the Morris service man 

: is explaining one of their descriptive folders on air conditioning to the home- 

owner. Service men are instructed to follow through on each installation by 

: getting the customer interested in buying additional units in the future until 
she has cooled her entire house. 


3 


i 


Use the sales possibilities 


ol 
home air conditioners 


With more economical cooling, this field is now ripe for harvest 


@ ONE OF THE LINES that will pay Aaron Morris has four stores in The 1951 sales were considerably 
any dealer to promote is the home Nashville, Tenn. He had a fifth one greater than those of 1950, and he 
air conditioning unit—that is the at Old Hickory, near Nashville, says 1952 will top them all. 

opinion of Ted Ray, whose job it is which burned recently. While owners of commercial 
to sell as many people as possible Ted’s air conditioners have been buildings have been installing air 
on an electrified way of life, and do revising the temperature downward conditioning equipment for many 
it the Morris Furniture way. in Nashville homes for three years. years, homeowners bought very few 
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units until three or four years ago, 
and even now they rarely equip 
more than one room in a house, says 
Ted. 
The job now is to sell more homes 
on that one-room starter and get 
the single-room buyers to keep buy- 
ing until they cool their entire 
house. 
One problem in the past has been 
the prohibitive cost of servicing 
units in the home. Morris has met 
this problem by sticking moderate- 
ly priced room units, such as a few 
manufacturers are now producing, 
and promoting the sale of them to 
his thousands of customers who are 
already using his other appliances 
and getting them serviced by his 
service department. 
While the sale of Morris appli- 
ances in general was somewhat off 
in 1951 as compared with the year 
before, Morris was awarded a 
plaque by a manufacturer’s nation- 
al headquarters as being one of the Morris advertising brings customers to his store with a minimum of outside 
few dealers who exceeded his 1950 selling. Full picture-pages are run in both Nashville newspapers each week- 
end, and a similar picture-page is sent out monthly to a mailing list of 


; 30,000. This customer has brought in her iling piece to show Ted Ray 
more than his quota, and, although she unit she 


sales quota. He sold 108 per cent 


has selected. 


there was a slight drop in sales last 
year on most appliances in his four 
stores, it is significant that there 
was a nice gain on home air con- 
ditioners. 

One reason why the sales pos- 





sibilities are so encouraging to Ted 
is that he can offer a room unit at 
about the same price as a large-size 
home refrigerator. Like a refriger- 
ator, it can be plugged into any 
120-volt socket, and uses about the 
same amount of kilowatts. 

He sells units of two sizes for the 





average home a half-ton at 
$329.75, and a one-ton at $469.75 
With one of these units installed 
in a window, the moderate-income 
family can enjoy a cooler tempera- 
ture in the summer. 


Importance of service 

With more economical cooling, 
the field of home air conditioning 
is now ripe for harvest, according 
to the Nashville dealer. Morris has 
no regular outside salesmen. “Our 
service men are our only outside 
contact men,” says Ted, “and they 


oe A ‘ J have been much more help in selling 
4 - . 
our customers than the field sales 


a i ie a J oa men we used to employ. 
Good prompt servicing,” says Ted Ray, “sells more air conditioners and - , paul 


keeps them sold than does the make or model of the unit.” “Unlike most dealers, we keep 
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our own service department and use 
six full-time men on the Morris 
payroll. They enter hundreds of 
homes to service appliances of all 
kinds. 

“Their recommendations on the 
purchase of a new appliance, such 
as a room air conditioner, for in- 
stance, carry more weight than 
those of a field salesman because the 
prospects know that the service men 
know what they are talking about. 

“The service men know all the 
mechanical details of the machines 
they are selling or recommending, 
and since they have been repairing 
appliances in the same homes for 
years, customers are willing to risk 
the servicemen’s judgment.” 

The Morris service man fre- 
quently increases his service income 
with straight-out sales, but much 
of his help in this respect is fur- 
nishing names of prospects. 

When in a home on a regular ser- 
vice call for a refrigerator, for ex- 
ample, he can check on whether the 
customer has or needs an air con- 
ditioner, and advise both the cus- 
tomer and the firm about the size 
unit that will fill the customer’s 
need, and tell him what he can ex- 
pect from the air conditioner. 

The same service man does the 
whole job on an installation. He can 
fit a machine into any normal-size 
window without outside help, even 
if special wiring is required. 

The machine is set in an open 
window. It is secured to the win- 
dow frame with metal fasteners 
and the window lowered to the top 
of the air cooler. Other windows 
and doors in the room are kept 
closed to get best results. Some 
users leave the conditioner in the 
window the year round, which, with 
a certain amount of chinking, will 
keep out cold winter air. 


Prospects’ questions 

Ted says that the two questions 
most asked by prospects are: “Will 
the unit cool the room efficiently?” 
and “What does it cost?” 

In answering the first question, 
he tells them that with the use of 
a thermostat, which can be added 
at a small extra cost, the user can 
control the temperature within one 
or two degrees the same as with an 
automatic heating unit. 

As to the cost, he tells the pros- 
pects that each room conditioner 
adds very little to their monthly 
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electric bill. The sealed-in unit has 
the same five-year warranty as that 
of a refrigerator, he says, which 
means that it is replaced free if it 
wears out within the five-year 
period. Morris has had to replace 
only one sealed unit so far. The 
less expensive mechanical parts of 
the machine have a one-year war- 
ranty. 

Attached to the machine is a filter 
that catches all the dust that the air 
conditioner draws in with the out- 
side air which is distributed over 
the room. This filter can be cleaned 
or replaced after several years at 
a very low cost. 

When the buyers are told that 


Trade-in sales . . . 





both the length of life and cost of 
upkeep are approximately that of a 

—something they al- 
a lot of sales resistance 


refrigerator 
ready own 
is gone. 

Ted says that having his own 
service men to send instantly to 
any trouble spot is a sales point 
which attracts customers. Good 
prompt servicing, he sells 
more air conditioners and keeps 
them sold than does the make or 
model of the unit. 

Unlike many dealers, he doesn’t 
have to call some independent shop 
that may have several other dealers’ 
troubles to take care of, and wish- 
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says, 


“Bargain department” 


display sign 


@ LACKING SUFFICIENT space which 
he could devote permanently to the 
display of trade-in refrigerators 
and other appliances, Joe Schwarts, 
owner of the Modern Appliance Co. 
Waco, Texas, has solved his prob- 
lem with the development of a “‘por- 
table bargain department” sign. 

Operating one of the most mod- 
ern and eye-appealing retail appli- 
ance stores in central Texas, 
Schwarts wanted to steer clear of 
any distraction. 

While he did not want to devote 
part of the space to 
trade-ins, there seemed to be no 
alternative. Rebuilt trade-ins had 
to be sold, and there was no other 


showroom 


available space for their display. 

He therefore realized that some 
system would have to be developed 
whereby trade-ins would sell quick- 
ly so that they would not be on the 
floor any longer than necessary. 

The plan devised by Schwarts 
was the clever portable bargain de- 
partment. This is a_ lightweight 
wooden frame which may be ad- 
extended 
sideways to partially enclose any 
size appliance, all the way from a 
small refrigerator to a large auto- 
matic clothes drier. 


justed up or down, or 


On top of the wooden frame is a 
sign, 6 feet long by 1 foot high, 
which reads in black letters: “Bar- 
gain Department.” Easily moved 
by one man, the sign can be rolled 
out of sight when it is not needed. 

Now, whenever Schwarts has 
from one to half a dozen trade-in 
appliances to sell, he groups them 
compactly in one corner of the 
store, and places the “Bargain De- 
partment” sign over them. 

Located near the downtown shop- 
ping district, the store has heavy 
traffic every shopping day in the 
year. Because the sign is in such 
sharp contrast with the other ap- 
pliances on display, it catches the 
attention of bargain-minded house- 
wives. 

“The bargain department sign 
calls attention to trade-ins which 
would not be noticed 
Schwarts “and 
our turnover has increased tremen- 


probably 
otherwise,” said, 
dously. 

‘By positioning the sign here 
and there around the store, we have 
found that a trade-in appliance sel- 
dom remains on the floor longer 
than two days. In this way we move 
them out much faster than if we 
had a permanent place reserved.” 
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Do your servicemen sell? 


The homeowner has confidence in the serviceman’s ability, 


and often accepts his recommendations for new appliances 


by Rush Holton 


@ BUILDING UP an efficient appli- 
ance service department, in which 
all mechanics are trained either to 
sell themselves, or to efficiently 
bird-dog possible sales for the regu- 
lar sales crew, may be the dealer’s 
way out of his present market 
troubles, according to J. M. Mc- 
Daniel, head of McDaniel’s Re- 
frigeration Co., in Gulfport, Miss. 

Mr. McDaniel, who recently com- 
pleted one of the state’s most strik- 
ing new showrooms, has never suf- 
fered a setback month since he 
first began operations in 1945. 
Currently, at a time when many 
dealers are finding it necessary to 


give away valuable premiums, or 
to cut prices sharply in order to 
maintain volume, his profits have 
continued to climb. 

“It takes a lot of volume to make 
possible construction of a new 
showroom and shop building when 
conditions in the industry are gen- 
erally slow,” he indicated. “How- 
ever, we felt that instead of re- 
trenching, opening up our opera- 
tions still farther would form a 
bulwark against lowered sales.” 

The beautiful showroom carries 
the complete line of one appliance 
manufacturer. In addition to home 
appliances they carry commercial 


Construction of this new showroom and shop building of McDaniel’s Re- 

frigeration, Gulfport, Miss., was made possible by a large volume of sales 

through the efforts of the eight servicemen with the company. They make 
the same commission as outside specialty men. 
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refrigeration, package air condi- 
tioning, and home freezers, a wide 
variety of which McDaniel’s Re 
frigeration sells successfully to 
back-bay farmers in the Gulfport 
trading area. 


Basis for service 

The real success story of the firm, 
however, is based on the complete 
service department, opening off the 
main showroom, in which is dis- 
played modern power tools, testing 
benches, and electrical equipment 
for repair and rebuilding of every 
appliance sold by the firm. 

From the beginning, Mr. Mc- 
Daniel protected his relationships 
with customers through refusing 
to farm out any aspect of appliance 
The firm maintains all of 
its own guarantees, and in addi- 
tion, offers an on-call appliance 
repair service, which now has built 
so large a volume that it requires 
eight mechanics to meet the load 

Half a dozen trucks are on the 
fleet, traveling distances of as much 
as 50 miles to maintain homeown- 
ers’ appliances, to service commer- 
cial installations, air conditioning, 
etc., all installed by the firm 

It is from these eight mechanics 
that the Mississippi 
dealer has derived his steadily in- 
creasing annual volume. Unlike 
most dealers, who regard service 
and sales as worlds apart, Mr. Mc- 
Daniel has resolved to capitalize 
upon the glorious opportunity which 


repairs. 


appliance 
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the serviceman represents in mak- 
ing home repair calls. 

“Unless a prospect has telephoned 
in and signified her interest in a 
new refrigerator, range, or wash- 
ing machine, the specialty sales- 
man is largely in the 
dark,” the dealer said. “However, 
the mechanic who is sent out to re- 


shooting 


pair a refrigerator, rewire a range, 
or adjust the controls on a water 
heater, is in the house for a long 
period, has full co-operation from 
the homeowner, and has every op- 
portunity to size up the condition 
of the appliances in the home. 

“We reasoned that our service- 
men could spend at least part of 
the time in the home in actual sell- 
ing, and that the confidence which 
the public had in our servicemen’s 
abilities would allow them to make 
recommendations which would be 
far better accepted.” 

For that reason McDaniel’s eight 
servicemen are all actually sales- 
men, well-trained in matters of ap- 
proach, courtesy, sales-closing, and 
every other detail. Each man at- 
tends regular sales-training classes, 
held in the McDaniel’s showroom, 
and volunteers his own time for the 
purpose. 

In return for this extra duty 
while making service calls, each 
man has the opportunity to earn 
the same commission as outside 
specialty men, on sales they make 
themselves, plus a set percentage 
on bird-dogged tips, which also re- 
sult in sales. 


Extent of carnings 

“We have made practically a fet- 
ish of this aspect of the business,” 
Mr. McDaniel said, “until we have 
the enthusiasm of every man well 
in hand. One of our servicemen, 
with a pleasant manner and willing 
to spend a lot of his evening time 
in making calls, has been earning 
as much as $50 to $75 per week in 
extra commissions, and as much as 
$200 through his own selling ef- 
forts. Others earn slightly less, 
but all share in some measure in 
this type of reward.” 

Out on the job, the mechanic- 
salesman makes it routine policy to 
examine appliance in the 
home, while he has the opportunity, 
and to bring up the subject of re- 
placing an appliance which is in 
bad shape, and for which repair 


every 
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would prove too costly. 

The No. 1 appliance item is the 
refrigerator, which the mechanic 
can repair. In many instances, how- 
ever, the mechanic simply points 
to the housewife that the expense 
of repairing the refrigerator will 
occur again and again, as the box 
grows older, and offers instead lit- 
erature on new models, presenting 
its advantages. 

It is 
overall-clad 


nothing unusual for an 
mechanic, tool kit in 
one hand, to sell an expensive re- 
frigerator, home freezer, or an- 
other appliance on what would nor- 
mally be a $3 service call. 

Mr. McDaniel keeps after each 
of his men, and if tabulations at 
the end of the month show that a 
serviceman is not earning addi- 
tional income in this way, the dealer 
has a talk with the man, gives him 
help, and always a “friendly go-get- 


’em” pat on the back. 


Tips for the profit-minded . 


While the 
shows a small profit, its chief value 


service department 
has been these additional sales op- 
portunities, which could not be de- 
veloped in any other way, McDan- 
iel’s is convinced. 

It is nothing unusual for a sale 
3:30 or 4:00 o'clock 


in the morning, inasmuch as the 


to be closed at 


company’s refrigeration service is 
available 24 hours per day, seven 
days per week. With many night 
clubs, restaurants, tourist camps, 
night 
through the summer months, when 
100,000 


and hotels crowded — all 


tourists pour into the 
Biloxi area, the hours of the day 
are pretty much the same to Mc- 
Daniel’s Refrigeration. 

No matter when the housewife 
experiences a breakdown, or a sud- 
den need for repairs, she is always 
able to get a man on the job within 
a very short time, which she appre- 


ciates. 





How to cut costs 


in an appliance dealership 


@ THAT THE appliance retailer can 
show with a 
diminished 
sales through cutting unnecessary 


extra profits even 


volume of appliance 


expenses has been proven by the 
experience of a number of stores in 
St. Louis, Mo., which have banded 
together their ideas for economical 
operation. 

After experimenting over a pe- 
riod of six months, the stores de- 
veloped 


methods by which every 


appliance store can cut costs io 
realize better returns from sales 
volume. 

The first method is cutting down 
on charity advertising. Several 
times during the year, almost every 
appliance retailer is subjected to 
appeals for taking an ad in church 
programs, local newspapers, or spe- 
cial publications. 

“These may seem like inexpen- 
sive items at the time,” it was indi- 
cated by May Appliance Co., “but 
added up they can amount to a sur 


prisingly large percentage of total 
advertising expense, and much of it 
wasted. Doing away with this form 
of charity will result in a better 
return,” the St. Louis firm has 
found. 

Another appliance dealership has 
made a careful study of returns 
from various forms of advertising 
and has found that radio promo- 
tion is, in the long run, the most 
economical. 

“The average independent neigh- 
employs 


borhood store 


from five to 10 people,” it was 


appliance 


pointed out, “and has a volume too 
small to permit large, colorful dis- 
play ads which will fix the name 
of the store in the minds of many 
newspaper readers. 

“On the other hand, low-cost spot 
radio announcements, run through 
the morning hours when women 
are listening to their favorite soap 
operas, reach far more people, and 

Please turn to page 128 
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Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


Low-saturation items 
need sales promotion 

A COMPREHENSIVE booklet outlin- 
ing 1952 sales plans and objectives 
for lighting, merchandise, and rural 
development departments, has been 
issued by the Southwestern Gas and 
Electric Co., of Shreveport, La. 

In the section outlining plans and 
objectives for the merchandise sales 
department for 1952, appears the 
statement, “Not alone do we need 
to sell more, but we must do more 
selling. More selling to our dealers, 
our distributors, our customers, on 
the advantages of electrical living.” 

The outline points out that appli- 
ances such as refrigerators and 
wringer washers have progressed to 
the acceptance stage and should no 
Icnger require the sales assistance 
of the utility company to maintain 
volume sales. On the other hand, 
special promotional activities will 
push electric ranges, home freezers, 
dishwashers, water heaters, iron- 
ers, clothes driers, and room air 
conditioners. 

The utility company’s responsi- 
bility in promoting the sale of these 
newer appliances is recognized, and 
the company’s program will be 
three-fold: to assist the dealers of 
electrical offering 
sales promotional ideas and help; to 


equipment by 


offer appliance sales training oppor- 
tunities to dealer sales personnel 
and to offer instruction in the care 
and use of electrical equipment to 
the consumer; and to be ever alert 
to develop new residential and com- 
mercial load through the demon- 
stration and promotion of low-satu- 
ration appliances. 

In order to fulfill the three-fold 
responsibility, the company has de- 
veloped a six-point action sales pro- 
gram for 1952: advertise, display, 
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demonstrate, train dealer sales pet 
sonnel, encourage dealer promotion, 
and offer consumer appliance edu- 
cation. 


Nashville show 
scheduled for May 

PLANS are proceeding rapidly for 
Nashville’s 1952 Electric Show 
which will be held in the new Elec- 
tric Center Building 
week of May 12-17. 

The opening of the show will co- 
incide with the dedication of the 
Electric Center Bldg., and the rest 
of the week will be devoted to visi- 
tors’ open house. It is conserva 
tively estimated that nearly 100,000 
visitors will take advantage of this 
double opportunity to visit the show 


during the 


and inspect the new building at the 
same time. 

The 1952 Electric Show will be 
Nashville 
Service, and co-sponsored by the 
Nashville Electrical Dealers Associ- 
ation. The show will be held in the 


sponsored by Electric 


spacious basement of the new Elec- 
tric Center Building and will pro- 
mote the sale of appliances, televi- 
sion sets, and air conditioning. 


W. A. Blees 


Fr. F. Duggan 


Every effort will be made to make 
this a selling show for exhibitors ir 
the fullest sense of the word, re 
ports William D. Hall, sales prom: 
tion manager for NES, and a spe 
cial plan to promote floor sales i 
being worked out for the benefit of 
dealers who participate in the show 

Advance publicity announcing 
the show will include newspaper ad 
vertisements, radio announcements 
on four local stations, special bill 
inserts and two tickets to be mailed 
to each of the 100,000 light and 
power customers of Nashville Elec 
tric Service, triple-size bus cards, 
billboards, large window display 
cards for use in stores of exhibi 
tors, and “across the street” ban 


ners 


Crosley expands 
sales organization 

THE CREATION of two separate 
sales organizations to adequately 
take care of the broad expansion of 
the lines of products now sold by 
the Crosley Division of Avco Manu- 
facturing Corp., was announced re 
cently by John W. Craig, Aveo vice 
president and Crosley general man 
ager. 

Effective immediately, there will 
be a complete sales organization for 
refrigerators and appliances, and 
one for television and radio. Both 
sales organizations will be under 
the direction of W. A. Blees, vice- 
president of Avco in charge of 
Crosley sales. 

Concurrent with this announce- 
ment, Mr. Blees announced the ap- 
pointment of F. F. 


general sales manager for refriger- 


Duggan as 


ators and appliances, and E. W 


E. W. Gaughan 


115 














Gaughan as general sales manager 
for television and radio. Mr. Dug- 
gan recently came to Crosley from 
the general sales managership of 
the American Kitchens Division of 
Avco. Mr. Gaughan has been Cros- 
ley eastern divisional sales man- 
ager. 

Mr. Blees also announced the fol- 
lowing appointments to his staff 
with headquarters in Cincinnati: 
R. K. White, assistant general sales 
manager in charge of coordinating 
general advertising, promotional, 
and public relations activities, and 
R. H. Schneberger, general service 
manager. 

The expansion of the Crosley field 
sales organization for appliances 
includes the appointment of five re- 
gional managers on appliances. 
They are: F. D. O'Sullivan, New 
York; L. R. Walker, Atlanta; J. E. 
Shelton, Chicago; R. O. Adkison, 
Kansas City; and C. E. Germaine, 
San Francisco. 


New retailers must 
comply with OPS 


INJUNCTIVE actions against a 
number of retailers of consumer 
durable goods and some service es- 
tablishments will be filed in the 


near future, according to an an- 


nouncement by 
of OPS. 

The injunctive actions apply par- 
ticularly to a number of retailers 
who went into business since the 
effective date of the regulations in- 
volved, and have failed to comply 
with their provisions. The injunc- 
tive actions may result in the re- 
tailers being restricted from fur- 
ther business operations until they 
have come into compliance with the 
OPS regulations. 


district directors 





News of wholesalers 





Interstate Electric Co., New Or- 
leans, has announced the appointment 
of J. D. Tillman as sales manager of 
their electrical division. Mr. Tillman 
was formerly branch manager of Gen- 
eral Electric Supply Corp., Cape Gi- 
rardeau, Mo. 

= 


Announcing the recent 15th anni- 
versary of the J. A. Walsh and Co., 
Gulf Freeway, Houston, was a 20- 
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page magazine supplement put out by 
the Houston Post. 

Handling major appliances, radio 
and TV, heating, and air conditioning, 
the company also celebrated their an- 
niversary by moving into a beautiful 
new building. 

Included in the supplement were 
photos and biographies of officers and 
staff members; descriptions and pho- 
tographs of display rooms, warehouse, 
parts department, auditcrium, and ex- 
ecutive accommodations; photographs 
of officers of companies whose lines 
are handled by Walsh, and who at- 
tended the opening of the new build- 


ing; and manufacturers’ ads. 

Officers of J. A. Walsh and Com- 
pany are: president, James A. Walsh; 
vice-president and assistant secretary, 
John C. Rose; vice-president in charge 
of sales, James W. Derr; treasurer, 
James E. Trivette; and secretary, 
Robert W. Kurtz. 


Eaco, Inc., New Orleans, electrical 
wholesalers since 1901, have recently 
moved to 601 So. Peters St., where 
they occupy a much larger area than 
in their previous location. 

(Please turn to page 121) 


20th ANNIVERSARY FOR ELECTRIC SUPPLY—This attractive office (top) 
and showroom (bottom) comprise a portion of the facilities of Electric 
Supply Co., Asheville, N. C., wholesale light and power suppliers, who recently 
celebrated their 20th anniversary. The company covers the central and west- 
ern portions of North and South Carolina, and stocks 17 lines in their 12,000- 
square-foot warehouse. William Farr is president and manager of the com- 
pany; George Farr, asst. manager; Mrs. Louise Duff, secretary; John Haly- 
burton, office salesman; O. C. Mills, sales manager; Jack Becker and Charles 
Hogsed, in charge of the warehouse; and Doris Vess, billing clerk. 
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POPULAR MODELS TABLE AIR CIRCULATOR—It's a Table— QUIET MODELS 
10-, 12- and 16-inch sizes, distinctively t's @ Fan! Decorative, functional—for 12. and 16-inch sizes, for homes, 
designed for universal appeal. Beauti- year-round comfort in offices, homes, offices, hospitals, theatres, etc. Attrac- 


ful, high-lustre, Blue-Gray finish. waiting rooms, etc. In genuine Walnut, tive, lustrous Dark Green finish. 
Mahogany or Blond Oak finishes. 


DE LUXE 20-INCH WINDOW-TYPE VENTI- 

“Leaders” in appearance ...in quality ...in performance LATOR—for quiet and adequate ventilation 
...in all-around appeal ...these profit-building Noe anal Ga Me dee prove 
prestige-creating models offer you the ideal set-up blades and fittings. 
for a banner year in fan sales! 

The market for the “Four Leaders” is unsurpassed! 
Homes, offices, stores, doctors’ and dentists’ offices, 
beauty parlors, hospitals, theatres, etc.... all 
are excellent prospects for quick sales. 

Feature “Four Leaders” in your windows...on your 
counters...in all your promotions... look forward 
to the “tops” in profit opportunities. 


MANUFACTURING CO. 


FINDERNE PLANT— SOMERVILLE, N. J. TO HELP YOU SELL! 


Electrical Division of THE SINGER MANUFACTURING COMPANY Ask for full details on our dy- 
District Offices namic new promotional cam- 

an © Baltimore ¢ Boston @ Chi ’ . ‘ 
co * New Gee Piledetphte . waa page --- cooperative pewapaper 
: : S advertising, trade-paper ads, 
Other Diehl fans you can sell with profit! unique displays, punch-packed 
Pedestal Fans, Air Circulators, Attic Ventilators, Ventilating literature, etc....all designed to 
and Exhaust Fans—a size and type for every need! help you make 1952 the best fan 


44TH ANNUAL CONVENTION, ATLANTIC CITY, N. J. year you've ever had! 
OF THE NATIONAL ASSOCIATION OF ELECTRICAL 
@ 072 DISTRIBUTORS. BOOTH 178 — JUNE 9TH TO 12TH. 
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Mitchell— 
Floor display 


A  CUSTOMER-ATTRACTING, | sturdy, 
easily shipped floor display for the 
new 1952 Mitchell room air condi- 
tioner has just been announced by 
the Mitchell Mfg. Co., 2525 No. Cly- 
bourn Ave., Chicago 14, Ill. 

Constructed of heavy-wall tube 
aluminum and masonite, the quickly 


assembled stand is capable of support- 
ing three times the 250-pound weight 
of an air conditioner and will take 
Me-, ly-, %4-, or 1-hp models of the 
Mitchell room air conditioner. 

With the attractive stand is a dis- 
play board which fits over the cabi- 
nets of the three larger models. 
Printed in three colors, the board 
shows the essential features of cool 
ing, filtering, ventilation, and de- 
humidification performed by thx 
Mitchell room air conditioner. 

The display performs the all-impor- 
tant job of pre-selling the waiting 
customer and also allows for ease of 
salesmen demonstration. Also pic- 
tured on the board are two possible 
installations of the Mitchell unit; one 
shows a home installation and the 
other shows a typical office use of the 
unit. 


. 
General Mills— 
Package deal 


A NEW “PACKAGE DEAL,” which of 
fers the Tru-Heat iron and the Betty 
Crocker picture cook book for the 
price of the iron alone, has been an- 
nounced by General Mills home appli- 
ance division, 400 2nd Ave., So., 
Minneapolis 1, Minn. 

The cook book, which broke all rec- 
ords for book sales last year, sells 
for $3.50, so retailers will offer an 
$18.45 value for $14.95 
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ITS YouRS! 
This °3” edition of 
F Bc Tinchy) PTURE COOK BOOK Frm 
: with you purchase of 
the TRO-HEAT IRON < 


Sales meetings are now being con- 
ducted to acquaint General Mills dis- 
tributors and their salesmen with the 
sales promotion program. 

A powerful three-phase advertising 
schedule is planned including tele- 
vision, radio, newspapers and maga- 
zines. 

The new General Mills 1BB iron, 
which was introduced to distributors 
and dealers last fall, will now be fea- 
tured along with the cookbook in the 
displays at retail stores. 

The cookbook, which has sold over 
,200,000 copies since it was intro- 
duced in September, 1950, was the 
leader in the field among both fiction 
and non-fiction in 1951. It contains 
633 how-to-do-it illustrations in addi- 
tion to 36 color pages. The 2,161 re- 
cipes in the book were tested by home- 
makers in America and in the Betty 
Crocker kitchens before they were 
approved for publication, 

* 
Kelvinator— 
Display program 


EXTENSIVE USE of colorful animated 
displays, backgrounds, and signs. to 
dramatize at the point of sale its 
product story for 1952 has been 
planned by the Kelvinator Div., Nash- 
Kelvinator Corp., 14250 
Rd., Detroit 32, Mich. 


Plymouth 


, LL ED 4, 
SEE THs SWE GPa 
‘ ° 
schumator 
SELF- DEFaOSTING 


bo 


Heavy emphasis has been placed on 
their major improve 
ment, the Magic Cycle self-defrost- 


refrigerator 


ing feature. 

One display is an actual refrigerat- 
ing system mounted on a decorative 
framework, with a section of refrig 
erating coil in place of the frozen 
tood <¢ t for demonstration pur 
poses. By turning the control dials 
on the display, the coil can be made 
to frost up and then defrost rapidly. 

Another is a full-size Kelvinator 
with a glittering golden finish, 
mounted on a revolving pedestal, de 
signed for special itinerant use. In 
stead of the usual condenser up the 
back, the refrigerator has a pane! 
with lighted tubes which demonstrate 
the flow of refrigerant during no) 
mal operation, and during defrosting. 


international Harvester— 
Point-of-sale display 


INTERNATIONAL Harvester refrig- 
eration dealers are getting powerful 
support in the merchandising of the 
1952 line of IH refrigerators in a 
point-of-sale display unit. 

In addition to placards which point 
out features of the interior of the 
refrigerator, each display kit con- 
tains a full-line poster, window 
streamer, four Mystik pieces for use 
on doors of individual refrigerators, 





and a set of eight silent salesmen to 
help tell the feature and price story 
on each model displayed. 

IH has also supplied all dealers 
with reproductions of the Society ot 
Motion Picture Art Director’s Award 
for America’s Most Beautiful Refrig- 


erator. 


Shirt laundering booklet 


AN ILLUSTRATED booklet on how best 
to wash and iron a man’s shirt has 
been prepared in co-operation with 
the Manhattan Shirt Company by 
General Electric Co., 570 Lexington 
Ave., New York 22, N. Y. 

Twenty-four pages long, the two 

(Please turn to page 121) 
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More for YOU.... in '52 


More Sales...More Profits and 


More Satisfied Customers 


with “Niteair’ Fans! 


the complete Package Unit 


Rancher Fan 


America's most popular Fan for homes with 
low-pitched roofs! 
A complete unit (available with automatic 
ceiling shutters and aluminum moulding). 
Rubber-cushion mounted for quiet perform- 
ance... sealed bail bearings need no oiling. 


Simple and easy fo install. 
Four sizes, 24”—30”—36” and 42”. Write 
for specification sheet No. 630. 








Lau Panel Units 


Residential, Commercial and Industrial 





Featuring exclusive LAU self-aligning pillow 
blocks and Durex bronze bearings, which hold 
shaft rigidly . . . prevent vibration. Five blade 
sizes, 24’ —30” —36” —42” and 48” per- 
mitting great flexibility of installation and 
superior performance. LAU Panel Units are built 
for efficiency and long, trouble-free service. 
Write for specification sheet No. 629. : 
| 


All LAU Fans comply with Commercial Standards V. X\ —> 
CS 178-51. All are fully warranted, UL approved YY, | u po 


id, 


and carry Certified Ratings by PFMA 
yu 


we 


THE LAU BLOWER COMPANY - 2019 Home Ave., Dayton 7, Ohio 


See Your Jobber or Distributor or write us Now. for details! 
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News from Nanda 





News for this department is furnished by the 


National Appliance and Radio-TV Dealers Association 








Price cutting can 
undermine business 


DEALER INDIFFERENCE to the threat 
presented by price-cutting and lack 
of understanding of its implications 
can undermine an entire market and 
jeopardize the structure of our indus- 
try, H. B. Price, Jr., vice-president of 
the National Appliance and Radio-TV 
Dealers Association, told the Char- 
lotte, N. C., Merchants Association at 
a meeting early in March. 

“Price-cutting is an armament race 
nobody can win. Its result is a rav- 
ished market and a discredited indus- 
try,” he warned. Mr. Price attributed 
this trend to two causes: (1) the 
dealer who, because of economic dis- 
tress or a desire to make a quick kill- 
ing, setting off a chain reaction which 
others follow “like a bunch of stupid 
sheep, regardless of the cost of the 
original merchandise or its replace- 
ment,” and (2) lack of business, 
which dealers seek to stimulate by 
“bribing consumers with their 
profits.” 

The cure for the former is usually 
patience and an analysis of the price- 
cutter’s offers for weaknesses to which 
prospects must be educated aggres- 
sively. These might be lack of ser- 
vice by the dealer, shoppers’ reports 
of attempts to switch to off-brand 
goods, or simply questioning whether 
that dealer will be here later to make 
good if the product goes bad. 

For the latter cause, he recom- 
mended aggressive selling. “‘There is 
a direct ratio of quality between a 
retail appliance operation and the 
calibre of its salesmen. You don’t find 
an unhealthy store with really good 
salesmen, or a healthy one without 
them.” 

Organization doesn’t mean con- 
certed action in violation of anti- 
trust laws, Mr. Price emphasized. It 
means, at its best, that men with 
more in common than almost any 
other group you could name get to- 
gether to develop and improve their 
industry, to educate themselves about 
it, and to acquaint the public with 
its stature and its services. 

“When a bunch of appliance deal- 
ers get together to buy an iron lung 
for the local hospital, when they tie 
in with the local newspaper for a 
gigantic freezer, dryer, range, or re- 
frigerator promotion, when they know 
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each other as a bunch of regular 
guys with the same kinds of trouble 
with their cars, personnel, families, 
customers, gardens, and distributors, 
or when they’re all working to get 
the appliance dealers’ Community 
Chest contributions farther ahead of 
quota than any other business group’s, 
there’s less likelihood of the fierce 
price-cutting you find in metropolitan 
markets.” 

Mr. Price stressed the importance 
of using established, quality brand 
names as the core of a retail opera- 
tion, regardless of whether a store 
handles promotional merchandise. 
“These lines, skillfully sold and hon- 
estly serviced, create customers that 
last long after the profits-whittler 
has gone out to seek new areas for 
destruction.” 

* 


NARDA offices moved 


THE EXECUTIVE offices of the Na- 
tional Appliance and Radio-TV Deal- 
ers Association have been moved to 
larger quarters in the Merchandise 
Mart, Suite 1141, Chicago. NARDA 
headquarters were formerly located at 
1437, Merchandise Mart. 

The association has issued an open 
invitation to appliance and radio-tele- 
vision dealers visiting the Mart to 
use the facilities of NARDA’s new 
offices to leave luggage, wraps and 
bundles, write letters, receive mail, 
secure information, or just to rest 
a while. 


* 
Cook joins NARDA staff 


Ron L. Cook has been appointed 
assistant director of member services 
of the National Appliance & Radio- 
TV Dealers Association, A. W. Bern- 
sohn, NARDA managing director, an- 
nounced recently. Mr. Cook, for the 
past four years, has been a member 
of the staff of the American Institute 
of Laundering. 

hal 


Racket problems call 
for intensive selling 


HARD-HITTING, intensive, clean sell- 
ing by the established appliance and 
television dealers is the best method 
possible for combatting the series of 
rackets and the fact-distorting adver- 


tising that have arisen in these fields, 
Mort Farr, president of the National 
Appliance and Radio-TV Dealers As- 
sociation, told the members of the 
Memphis Appliance Dealers Associa- 
tion at a recent meeting. 

“Our industry is becoming racket- 
ridden,” he warned. “We're getting 
discredited and our profession is be- 
coming insulted by promoters who ad- 
vertise sirloins at 66 cents a pound, 
television service at $1 a call, or $100 
discount to anyone who can recognize 
the Star Spangled Banner as a tune 
to be identified. 

“Let’s realize that we can’t follow 
the precepts of Ralph Waldo Emerson 
about the world beating paths to our 
doors to buy our better mousetraps in 
the face of this kind of selling. You 
can’t win a fight by sulking, or retir- 
ing from the field of battle. The store 
that’s out selling won’t be outsold.” 


Freezer business lost 

He warned the retailers that they 
were losing an excellent opportunity 
te profit from the precipitous rise in 
interest in freezers by letting this 
business go to the professional door- 
to-door salesmen from other indus- 
tries which have recognized the effec- 
tiveness of the food plan for making 
sales. 

“Today the frozen food industry is 
operating at a $750 million level,” he 
reported, and he quoted predictions 
by E. W. Williams, publisher of the 
trade publication Quick Frozen Foods, 
that sales of frozen foods will exceed 
$2 billion within five years and $10 
billion in 10 years. 

He cited washers, dryers, ironers, 
and garbage disposal units as other 
low-saturated items dealers should 
concentrate on as sources of “secure 
and profitable dollars that come from 
well-directed effort.” 

He advised the dealers to put them- 
selves in the shoes of the housewife 
when planning a sales story for 
washers. 

“If the washing chores were yours,” 
he said, “imagine how nice it would be 
if you were told that this product 
didn’t compel you to stay home on 
sunny days, but let you do your wash 
on rainy, unpleasant ones, and go out 
on the others.” 

He said the advertising picture 
showing the woman trudging up an 
interminable flight of stairs carrying 
a heavy load of damp wash is a pic- 
ture that should be created in the 
minds of everyone of the dealers’ 
automatic washer customers. 

When you open the door with a 
washer, he said, the next step for 
laundry ease is the dryer, and you 
could if you make a determined effort, 
find yourself selling every dryer you 
can get your hands on. 

Once the customer is sold on the 
merits of the washer and dryer, the 
next logical move is to convince her 
of the economies and work-saving fea- 
tures of the ironer, he said. He ad- 
vised the dealers to learn the opera- 
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tion of an ironer so they would be 
able to show the customer how easily 
and quickly she can do the family 
ironing cheaper than it»can be done 
outside the home. 

In selling garbage disposal units, 
he told the dealers to emphasize the 
health and sanitation features. You 
can create a wonderful sales story on 
these points, he said, and you will 
earn the profits to be had in low-sat- 
uration goods that you have to get to 
keep from slipping backwards in busi- 
ness this year. 

More intensive selling, devoted to 
quality, service, and brand names 
identified with the retail establish- 
ment is the major mandate imposed 
on the retailer by today’s business 
conditions, he said. 

“There are no evils, no difficulties 
facing this industry or any of the 
individual retail establishments in it 
that intense, well-directed selling ef- 
fort cannot solve.” 

e 
Silent salesmen 
(Continued from page 118) 


color booklet was compiled by home 
economists of the General Electric 
Consumers Institute. It is the first 
time ‘a summary of the institute’s 
study in this field has been published. 
The booklet traces the course of a TH = FASCO — Y EA GU RA NT 
shirt from initial preparations for = R a E E 
washing through to ironing and fold- 
ing. Each of the operations involved, ‘ eRe 4 
such as bluing, bleaching, and sprin- able mark-up. It applies to FASCO’s 6 best-selling de- 
kling, is discussed individually. luxe fans—10, 12 and 16-inch oscillators, 10 and 12-inch 
Particular attention is given iron- 
ing and folding, the most difficult 
phases of laundering a shirt, and the of Guarantee which your customer fills out and sends to 
main reasons women have avoided do- 
ing shirts at home. The complete 
ironing-folding operation is broken product of unquestioned quality. So—stock and sell the 
down into 18 distinct steps, each il- Leader—F ASCO! 
lustrated by a photograph. 


Another helpful feature of the pub- 2 NEW FAN DISPLAYS FEATURE THE GUARANTEE 


lication is a chart on how to remove 


is the “‘final touch” which clinches sales at full, profit- 


floor fans and 16-inch pedestal oscillator. The Registry 


the factory is proof positive that he’s invested in a 


different types of stains from wash- : peers 
MEW hs Gees Aig 
ilabl listrit i deal or 28 
available to distributors and dealers 7 NJ NOW 
of General Electric housewares. q DF-10 Fasco Floor Fans Guaronteed 
- AM ae The Madore Wi 4, tor B Years 


able fabrics —s, N , 
The booklet is currently being made Me . 0. “emething 





Wholesalers’ news ; 4 1 
(Continued from page 116) , No. 


Ty : fal 
James M. Ber, treasurer of the com- 4 : : FC-12 
pany, reports that they now have a 7 - - 3 
large residential lighting fixture dis- — 
play that is very unusual and some- 
thing new in New Orleans. The fix- : 
tures are displayed on island ceilings, in yellow and blue-green. Hooks heavy-duty card in golden yellow 
and Mr. Ber stated that this method over the guard of 10”, 12” or 16” and blue-green. Die-cut to slip 
of showing residential and commercial oscillators. FREE with any stock over No. 40 or 55 floor fan; pro- 
lighting fixtures allows the customer order for Nos. 101, 127, 163 or 165 vided with ribbons to show air 
to select fixtures without having to FASCO fans, or will be gladly 
choose from a large mass of ceiling sent to you on request. 
fixtures. 

Eaco has had printed colored pic- 
ture post cards depicting their gen- 


eral office and residential lighting fix- Fa ial I fe| vi ] 
a yo wae These ae are sent nN ustries, nc, 


out as invitations to visit their show 


room, and are also used as follow-ups. 203 AUGUSTA STREET, ROCHESTER 2, NEW YORK 


flow when fan is on. FREE on 
request. 








ELECTRICAL SOUTH for APRIL, 1952 














ig 


General Mills 9 


Truffest tron <7 





Product Parade 





Polisher attachment 


A NEW ATTACHMENT, a vacuum 
cleaner driven polisher, has been 
added to the attachment list for the 
tank-type cleaner manufactured by 
Westinghouse electric appliance divi- 
sion, Mansfield, Ohio. 

The air-driven polisher is attached 
to the exhaust end of the tank cleaner 
and the stream of air turns a turbine- 
type mechanism and does a highly 





efficient job of floor polishing and 
scrubbing, according to the manufac- 
turer. 

The design of the polishing unit 
makes it possible to polish or serub 
close to walls and corners. It has 
rubber bumpers to protect furniture. 
The turbine-like mechanism has only 
two moving parts and grease-sealed 
ball bearings eliminate oi!ing. 

The brush for polishing and scrub- 
bing is 6% inches in diameter and 
is equipped with an easy-to-attach 
lamb’s wool buffer for a_ superfine 
finish. A side handle also comes with 
the unit that enables the user to 
polish furniture and the family car. 
The side handle acts as a convenient 
guide in furniture and car polishing 
operations. 


s 
NARDA Trade-In Guide 


A NEW 1952 edition of the National 
Appliance Trade-in Guide has been 
announced by the National Appliance 
Trade-in Guide Co. 

Over 9,000 models of 72 manufac- 
turers of refrigerators, electric 
ranges, gas ranges, vacuum cleaners, 
washers, and food freezers are repre- 
sented in this year’s guide. 

Dealers and distributors wishing 
to show their customers that they are 
being treated fairly will find this 
year’s suggested trade-in values fai 
and workable. 


Handy, pocket-size, with over 200 
pages, the 1952 National Appliance 
Trade-in Guide can be purchased for 
$5 per copy. Quantity discounts are 
available. 

For further information, write Na- 
tional Appliance Trade-in Guide Co., 
2132 Fordem Ave., Madison 4, Wis. 


Murray 1952 line 


AN ALL-NEW fully automatic “Su- 
preme” model electric range, equipped 
with two of the largest ovens in the 
industry and a push-button panel for 
fingertip “color control” of all four 
of its surface cooking units, supplies 
the major news in the 1952 line of 
all-steel appliances introduced by the 
home appliance division of the Mur- 
ray Corporation of America, 7700 
Russell, Detroit 11, Mich. 

The two top models are the new 
10-inch model (EB-76), and a new 
“Supreme” 40-inch gas model (TGB- 


= oo 


14). Presented with these two top 
models are seven additional electric 
ranges, and six other gas models. 
These 15 ranges span the field in 20- 
inch, 36-inch, and 40-inch sizes, and 
irelude for both the electric and the 

series 20-inch “Rangettes,” two 
36-inch utility models, and a choice 
of 40-inch ranges in standard, deluxe, 
and “Supreme” models. 

The company’s greatly expanded 
line of all-steel cabinets, sinks, and 
combinations with baked-on enamel 
finish is highlighted by seven brand- 
new cabinet-sink combinations. The 
new units bring the Murray cabinet- 
sink series up to a tota! of 12 models, 
ranging from a 42-inch economy 
model to a deluxe 66-inch combination. 
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Toaster and waffle iron 


A NEW MopeL 1225 (chromium- 
plated) combination sandwich toaster 
and waffle iron, which also serves as 
2 table grill, has been announced by 
Dominion Electric Corp., Mansfield 
Ohio. 

In an attractive modern design, it 
bakes a giant-size waffle large enough 
to serve four people. Equipped with 


an extra set of grids for toasting and 
cooking, the appliance can toast four 
sandwiches at one time. An expan- 
sion hinge allows the top grid to rise 
high enough to accommodate triple- 
decker sandwiches. 

When the top grid is placed back, 
there is available 162 square inches 
of cooking surface upon which can 
be prepared small steaks, chops, ham 
and eggs, and pancakes. 

A temperature selector accurately 
controls cooking speed. Dimensions 
are 10 inches square and 4 inches 
high. 


a 
Kitchen disposal 


AN ELECTRIC foodwaste disposer, in- 
corporating new design principles, has 
been introduced by the United States 
Radiator Corp., 300 Buhl Bldg., De- 
troit 26, Mich. 

Known as the “U. S. Kitchen Dis- 
poser,” the new unit has been designed 
to permit greater ease of installation 
and quicker servicing. The U. S. 
Kitchen Disposer is driven by a 14-hp 
motor. Operation of the unit is con- 
trolled by a safety-cover mechanism 
which permits grinding only when the 
cover is locked in place. 

Split-section design of the U. S. 
Kitchen Dispenser assures easier in- 
stallation. High efficiency of opera- 
tion in disposing of foodwaste is a 
major-feature of the new unit. 

The U. S. Kitchen Disposer can be 
equipped with a water-flow switch 
enabling operation of the unit by a 
turn of the cold-water tap. 


a 
Timer bulletin 


BULLETIN No. 352, on attic fan and 
ventilating timers, also household tim- 
ers, is now ready for distribution from 
The Tork Clock Co., Inc, Mt. Vernon, 
nm. ; 

Tork fan timers—for circulation, 
ventilation, cooling, and heating—are 
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BERNS AIR KING 


summer business! The 
NEW. jMrRo D BERNS AIR KING 
Hagan. hy ampere mt 
eee ke agen 
syle ter for added appeal. . . priced for 
greater value. Four big reasons why the 
ers BERNS AIR KING line is your 
assurance of profitable selling weather. 


ad 4 
ORI-AIRE FAN-MOBILE 
Electric Dehumidifier powerful— portable — all-purpose 
The dehumidifier market is nai Now you The one fan that does pote anriiee= 
can offer typical BERNS AIR KING quality, helps you sel! — prospect ! moved 
style and value in a unit that efficiently gn aes room to .ventilates an entire 
midifies 8,000 to 10,000 cubic feet. apie home or ‘or eparteprn . exhaust or 
requires only 13°x13" of floor space. pam Adjustable in height, 3speed = 
Ste 5 quia, of aban qusry O° boos. Porm Soa, eee:o biade and more efficient 
nently ey Cen, design. Hammertone gr ey finish and 
List, incl. excise tax, only ‘$139.95 Chrome tr. List, incl. oan $69 .95 

tax, only. . 


evecTRICALly 


Ww 
peversiBle 


cheer gelling cdwartagts 

20” PORTABLE Blower Type Fan Blade 
WINDOW VENTILATOR BUILT-IN KITCHEN FAN 
Extremely lar thin model NOW ELEC- Most improved kitchen fan ever available! 
TRICALLY VERSIBLE to make it even Extremely shallow mounts in CEILING 
more sales-appealing! Does a big job of cooling 4 Equipped with blower 


= can be easily moved from room to room. pe pressure blade maintains —_ 
pg with just 4 screws, adjustable in } Lad igh air exhaust volume—hel 
20” mode! with 2 speeds. 


vent mo: burnouts due to clogged ducts 
ALSO: rey BERNS AIR KING One screw removal of grille liv Auto- 
Y REVERSIBLE WINDOW VEN- matic. Wall Switch Controlled and Pull 
TLATORS that permit adjustment to Chain models, 8-inch and 10-inch sizes 
. America’s fastest selling modelo also available $27 is list, incl. 
available in 10", 12° and 16” sizes. priced from ° excise tax. 


Avoilable Through Leading Electricol Wholesalers Everywhere or write for complete catalog to . . . 


BERNS MANUFACTURING CORP. 


3050 NORTH ROCKWELL STREET, CHICAGO 16, ILLINOIS 
FOR EXPORT, WRITF TO: THOMAS INTERNATIONAL, INC., 608 SO. DEARBORN ST., CHICAGO $, Ihks,-4. 5. A. 
. 4 
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available in both portable and _ in- 
stalled types, and operate at 115 volts, 
60 cycle, Telechron motored. Simply 
set the dial for the desired interval, 
plug in the fan, and forget it. 

For attic fans, permanently built- 
in, installed type Tork attic fan tim- 
ers are available. They are similar in 
all respects to the plug-in models 
without cord and plug for permanent 
mounting to wall or switch box. 

Household timers include the Tork 
kitchen timer, No. 925-1P, a portable 
one-hour interval timer which con- 
trols appliances, the Model No 
925-4P, which has a four-hour time 
eycle, and the Tork defroster, which 
automatically defrosts refrigerators 
every night. 

+ 


Automatic iron 


UNIVERSAL’S answer to the demand 
for a serviceable, popular-priced auto- 
matic electric iron is the new Uni- 
versal Leader, with a full plastic han- 
dle, manufactured by Landers, Frary 
and Clark, New Britain, Conn. 
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The beveled edges provide wrinkle- 
free ironing ease. It weighs just un- 
der 4 pounds and is perfectly bal- 
anced to afford easy handling without model, the ER-3D, in the company’s 
fatigue. 40-inch standard series for 1952, gives Nash-Kelvinator Corp., 14250 

The fast, 1,000-watt heating ele- Kelvinator an important price and mouth Rd., Detroit 32,-Mich. 
ment is recessed close to the bottom feature advantage in the popular- * 
of the soleplate for quick even heat priced bracket. 


available from the Kelvinator 


: . ‘ ¢ percolator 
Their low-end single-oven range, Automatic p 


the ER-2, was recently featured in 
national magazine advertising, and 
the ER-3D was featured in ads as a 
“two-oven range at a one-oven price.” 

The five-point selling story includes 
“five reasons why Kelvinator is a bet- 
ter range”: styled better, cooks 
faster, cooks better, cleans easier, and 
more economical. 


A NEW AUTOMATIC percolator is the 
latest addition to the line of Empire 
electric housewares manufactured by 
Metal Ware Corp., Two Rivers, Wis. 


Among the current models in the 
new line is the top number, Model 
ER-9D, which is 40 inches wide, has 
two ovens, deluxe control panel, 
“automatic cook” electric clock con- 
trol, “colormatic” controls with col- 
ored lights, top-light, minute-timer, 
and a full-width storage drawer. 

T 


and for long trouble-free service. The 
Universal Leader iron is modern in 
design with tapered, chromed steel 
bedy and a full black plastic handle 
with thumb rest, scientifically de- 
signed to reduce fatigue 


he complete line contains eight 
is, and additional information is 


The 6-foot cord is permanently at 
tached at the side of the handle, out 
of the way for ironing speed and ease. Gracefully streamlined contour dis- 
The iron operates on 110-120 volts a-c tinguishes ‘the design of this new 
only. a om model No. 1942, with its four- to 

bd . _— eight-cup capacity. Made from lus- 

trous aluminum, the new appliance is 
completely automatic in operation. 
Perking stops automatically when the 
coffee is at the right flavor point, and 
with a low-priced double-oven range the beverage stays serving hot for 
and a five-point product story the ma- hours without repercolation. 
jor spearheads. No regulating is required — just 

The addition of a  double-oven plug in the cord. 


Kelvinator range line 


THE KELVINATOR electric range line 
for 1952 has been introduced recently, 
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The appointment of George E. 
Simons to be advertising manager of 
all appliances of the Crosley Division 
of Aveo Manufacturing Corporation 
has been announced by F. F. Duggan, 
general sales manager for appliances. 


George E. Simons 


Mr. Simons’ appointment as appli- 
ance advertising manager is in line 
with the expansion of Crosley sales 
activities recently announced by W. A. 
Blees, Avco vice-president in charge 
of Crosley sales, in which two sepa- 
rate divisions were created—one to 
handle the refrigerators and appli- 
ances, and the other to take care of 
television and radio sales activities. 

In his present position, Mr. Simons 
will supervise the advertising of Cros- 
ley Shelvador refrigerators, Shelvador 
home and farm freezers, electric 
ranges and water heaters, kitchens, 
air conditioners, and waste disposers. 
He will make his headquarters in 
Cincinnati. 

v 


Jules Alexandre has been appointed 
sales manager of Appliance Mfg. Co., 
Alliance, Ohio, according to R. F. 
Doyle, vice-president and _ general 
manager. 

Mr. Alexandre’s experience of more 


Jules Alexandre 


than 25 years in appliance selling in- 
cludes both wholesaling and manufac 
turing positions. He 
cently vice-president and general man- 
ager of S. S. Fretz, Inc., Philadelphia, 
major appliance distributors 

The appointment, according to Mr. 
Doyle, is part of a pro- 
develop addi 


sales was re 


long-range 


gram to and market 


tional products under the Duchess 
brand. A new advertising and 
promotion program for the new appli 
ances is being developed now. 


i] . 
saies 


Four personnel changes have been 
announced recently by Paul W. Davis, 
general sales manager, Dulaney’s, 
Inc., Oklahoma City distributor for In- 
ternational Harvester refrigerators 
and freezers. 

After three years as a territory 
salesman, Jordan B. Reeves has been 
appointed sales manager in charge of 
Dulaney’s four major appliance lines. 











Nothing to nail or screw down 


or 


rubber 


Any-one-caon 


the fostest selling, 


ven tilotin 


fan rides free 


For beauty, comfort, ap- 
peal pnd getting the-job- 
done—nothing sells like Murray window 
ond ventiloting fons. Be prepored for 
the summer boom in ventilation, See 
your Murray distributor today. See 


below. 


Mutray's flat-os-o-flounder 


1 whisper-quiet in a cushion ¢ f foom 


JUST DROP IN PLACE 


nstoll-it simplicity mokes Murrny 


most demonded package ur 


g fan ovailable. 


_— 
Shutters ore fully cutomotic. No pull cords, no adjust 


meons 


Simply report unsold fan inventory to Murray ofter 
season—for FULL CASH CREDIT. No inventory 
carry-over, no tie-up of copital. Report inventory 


ond get check. You can't lose. 
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Prior to joining the Dulaney’s organi- 
zation, Reeves was a district manager 
for another appliance manufacturer 
and in the retail business. 

A. V. “Bert” Williamson, formerly 
district and regional manager for 
washer lines, has been put in charge 
of the Oklahoma City and Tulsa area 
on the IH line and ABC washers. 

A new addition to 
Louis W. Pyle, formerly 
the Dunn & Glosser 
in Oklahoma City, who has been made 
territory salesman for the southeast 
portion of the state. 

In an expansion of the 
department, Mr. 
R. E. 


man for several years, 


Dulaney’s is 
manager of 
retail operation 


parts sale 
Davis has 
a field ter 
to the post of 
manager of the department. 


promoted 


Lawyer, itory sale 


Sargent 
as manager of major appliances and 
of R. M. Oliver as manager of appli- 
ance specialties have announced 
by T. J. Newcomb, 
the West 


division. 


The appointments of R. J. 


been 
sales manager of 
inghouse electric appliance 

The appointments are new posts in 
the Westinghouse organization, Mr. 
Newcomb said, and are designed to fill 
the need for the and co- 
ordination of the two appliance prod- 


supervision 


uct groups in line with the company’s 
expansion program in the electric 
home appliance field. 

Mr. Sargent 


appliances will be 


as manager of major 


responsible for the 


rR. J. Sargent 


supervision and co-ordination of al 
activities associated with major appli- 
ance product departments. These in- 
clude 
tising, 


engineering, production, adver- 


sales and services for such 
products as 
laundry 
wate) 


ranges, refrigerators, 


equipment, home freezers, 
heaters, kitchen utilities, and 
other major household appliances that 
may be added later. 

The headquarters’ managers of 
these departments will renort to Mr. 
Sargent who, in turn, will report di- 
rect to Mr. Newcomb. 

Since January, 1949, Mr. Sargent 
has been manager of the 
equipment department. 

Mr. Oliver 


laundry 


as manager af appliance 


R. M. Oliver 


specialties will have the same broad 
responsibilities in the supervising and 
co-ordinating of all activities for elec- 
tric housewares, fans, vacuum clean- 


ers, and other appliance 


that may be added later 


specialtie 


The headquarters’ 
these products in Mansfield and in 
Springfield, Mass., will report to Mn 
Oliver who, in turn, will 
to Mr, Newcomb. 

Mr. Oliver first joined Westing- 
After several other po- 
sitions in the industry, he rejoined 
Westinghouse in December, 1951. 


managers of 


report direct 


house in 1936. 


Robert E. Kocher has been named 
district manager of the electric house- 
wares division in Washington, D. C., 
of Landers, Frary & Clark, according 
to S. G. Fisher, sales manager of the 
division. 
new association, M1 
Kocher was connected with the Schick 
Electric Shaver Company as sales rep- 


Washington, D. ¢ 


Prior to his 


resentative in the 
territory. 
. 


appointed 
Fresh’nd- 
Cory Corp., ac- 


ager H. Hart- 


Hayden Kelly has been 
advertising manager of 
Aire Co., a division of 
cording to General Mar 
mann. 

Mr. Kelly, 


formerly associated with 


Hayden Kelly 


Hotpoint, Inc., in their advertising di- 
vision, joins the company as they are 
preparing a greatly expanded na- 
tional advertising and sales promotion 
program for 1952. 
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Paul R. Copeland, Jr., has been 
named advertising and sales promo- 
tion manager of the home appliance 
division, The Murray Corporation of 
America, it was announced by T. W. 
Hardy, vice-president in charge of the 
division. 

Mr. Copeland will direct the na- 


Paul R. Copeland, Jr. 


tional auvertising and promotion of 
the Murray line. He was advertising 
manager of The National Sugar Re- 
fining Co., New York City, from 1948 
through 1951. 


John W. Bullock has been appointed 
Eastern Regional sales manager for 
the Hallicrafters Co., according to an 
announcement by Rollie J. Sherwood, 
vice-president in charge of sales. 

Mr. Bullock’s office is a new position 
in the company, and he will direct all 
sales of Hallicrafters television and 
home radio in that portion of the 
United States east of Denver. 

He was formerly manager of Halli- 
crafters-Chicago, distributor for Hal 
licrafters. 

~ 


Jack H. Cronk has been appointed 
district manager for Florida, Georgia, 
Alabama, and North and South Caro- 
lina for the Hallicrafters Co., accord- 
ing to an announcement by Rollie J. 
Sherwood, vice-president in charge of 
sales. 

A. H. Thyness, who formerly cov- 
ered the territory for Hallicrafters, 
will now be located in the Middle West, 
working in Kansas, Minnesota, Ne- 
braska, and Iowa. 

Until recently, Mr. Cronk was TV 
and radio sales manager for the Cros- 
ley Distributing Corporation in At- 
lanta. He will handle both Hallicraft- 
ers TV and home radio for the 
southern territory, headquartering in 
Atlanta. 

e 


William H. Kelley has been elected 
vice-president in charge of sales and 
E. A. Holsten has been named general 
merchandising manager in the radio 
and television division of Motorola 
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Inc., tresident Paui V. Galvin an- 
nounced recently. 

Mr. Kelley’s elevation to vice-presi 
dent follows eight years of association 
with Motorola during which he has 
been general sales manager. The an 
nouncement credits Kelley with being 
instrumental in developing the firm 
national distributor organization. 

Mr. Holsten has been Motorola’ 
special merchandising manager since 
July, 1951. In his new capacity as 
general merchandising manager, he 
will administer the advertising, sale 
promotion, sales training, and service 
departments. 


Richard M. Burbank has bee: 
named as assistant sales manager, 
unit ventilator division of the Herman 
Nelson Division, American Air Filter 
Co., Inc., according to an announce 
ment by Robert W. Nelson, company 
vice-president. Mr. Burbank was for 
merly manager of the company’s Bos- 
ton branch office. 

Other announcements named Frank 
T. Carroll, Jr.. and Harold F. Meyer 
as regional product application eng 
neers for the merchandised product 
division. Mr. Carroll will serve the 
east and west coast offices of the com 
pany, while Mr. Meyer services He 
man Nelson offices in the Middlewe 
and South. 

* 

Jack Dorie, Lee Ginn, and Kenneth 
Olson have been appointed sales man 
agers in the Radio City Distributing 
Co., Dallas, Texas. 

J 


Robert M. 
Fichter as sales promotion manager 


The appointment of 


of consumer products, a new post, has 
been announced by Roger H. Bolin, 
assistant to vice-president, Westing- 
house consumer products division 

Mr. Fichter will be responsible for 
co-ordination and staff supervision of 
all consumer products sales promotion 
activities. He will also direct any 
over-all] consumer products promo 
tions such as the televising of the cur 
rent political campaigns. Mr. Fichter 
will maintain headquarters in Pitts- 
burgh and will report to Mr. Bolin. 

Prior to his present appointment, he 
was major appliance advertising and 
sales training manager 


The appointments of Charles N. 
Presnail as head of major appliance 
advertising and sales training, and 
Roy A. Bridges as laundry equipment 
advertising supervisor have been an- 
nounced by J. R. Clemens, advertising 
manager of the Westinghouse electric 
appliance division. 

Mr. Presnail succeeds Robert M. 
Fichter, who was recently named sales 
promotion manager for the Westing- 
house consumer products division in 
Pittsburgh. Mr. Bridges, who suc- 
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ceeds Mr. Presnail, was supervisor of 
laundry equipment sales training. 
e 

James M. Embree, a former district 
manager in the New York area for 
The Hoover Co., has been promoted to 
district manager in Atlanta and will 
have a territory including the city and 
a number of counties in that area. 

R. H. J. Willoughby, branch man- 
ager for the company in Atlanta, said 
Mr. Embree is a “great admirer” of 
the South, and the promotion to a po- 
sition in this southern region was 
made following requests that he might 
be transferred somewhere in the 
southern states. 


How to cut costs 

(Continued from page 114) 
as we have found through inter- 
rogating customers, bring in more 
prospects. 

“We have found that switching 
from newspaper to radio advertis- 
ing has cut our advertising costs 
by 66.46 per cent, and that we are 
saving substantially. 

A downtown St. Louis appliance 
store has found that operating its 
own delivery trucks was a wasted 


expense which had never been 
closely checked before. 

Figuring the individual cost of 
the truck, its upkeep, licenses, per- 
sonal taxes, wheel taxes, and other 
charges, they found that operating 
their own trucks cost almost three 
and a half times as much per appli- 
ance delivered as hiring an express 
truck to do the same job. 

Therefore, the company has sold 
the truck and now, when an appli- 
ance is sold, arranges with a truck- 
ing concern to make the delivery, 
pick up trade-ins, etc. 

Costs per operation amount to 
less than $3, where deliveries with- 
in the city limits are involved, be- 
cause of the large volume of busi- 
ness given the trucking agency. A 
saving of at least two-thirds of 
delivery cost, when all factors are 
considered, has thus been effected. 

A fourth store, the Peoples Fur- 
niture Co., large-scale appliance 
dealership, has hit upon a unique 
means of cutting expenses. This is 
to pay each of its five outside spe- 
cialty salesmen a commission which 
runs from 10 to 20 per cent, far 
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higher than the average in the area. 

“By paying much higher salaries, 
we attract elticient, contented sales- 
men who can be depended upon to 
stay on the job and apply them- 
selves,” it was stated. “The amount 
of additional volume which has 
been in direct ratio with the extra 
hours expended, has more than 
justified every cent expended in 
extra payments to salesmen.” 

Doing away with expensive 
printed forms has resulted in a 
substantial saving for Corey Ap- 
pliance Co., a small neighborhood 
organization. 

Formerly, the store spent as 
much as $90 per season on contract 
forms, letterheads, and _ invoices 
which, although handsome, were 
frequently used as scratch paper. 
Using instead a mimeograph ma- 
chine to print up plenty of low-cost 
forms and booklets used in conduct- 
ing an appliance sales market has 
proven an effective saving. 

With competition constantly on 
the rise, and less profit per sale an- 
ticipated in the future, any such 
effort is well worth investigation, 
according to this group of St. Louis 
dealers. Almost any appliance 
dealer in the South will agree. 
Air conditioners 

(Continued from page 112) 
fully hope the truck will get there 
before the customer gets too mad. 

Ted says the room that most 
home owners want air-conditioned 
first is the living room, with the 
bedroom a close second. So far, he 
hasn't sold any home more than 
three room units. As with heating 
equipment, the size of the unit and 
the service it will give depend on 
the house. 

A large room in a well-insulated 
house, tightly built, may require a 
smaller unit than a small room in 
an uninsulated house with a certain 
type of metal roof. 

While Morris gets many good 
leads through his service work, he 
has a system of advertising and 
promotion that brings customers to 
his store without any doorbell ring- 
ing or pavement pounding. He has 
a saturation coverage that few deal- 
ers can boast. 

He runs a full picture-page of 
Morris Furniture items in both 
Nashville newspapers each weekend. 
Sometimes it is a two-color page. 
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Going along with the idea that a 
picture is worth more than a thou- 
sand words, he may place on the 
page pictures of 15 to 36 items with 
just enough wording to give price, 
terms, and maybe a snappy descrip- 
tive sentence. 

A similar picture-page is sent out 
once a month to a mailing list of 
30,000, spread over middle Tennes- 
see. Morris offers free deliveries 
within 100 miles. Included with 
this mailing piece is usually a multi- 
graphed Morris letter. 

He also has a 15-minute daily 
program over radio station WLAC, 
an hour-and-a-half daily program, 
10 to 12 properly spaced spots over 
station WMAK, and frequent use 
of station WKDA. 

All this promotion is _ supple- 
‘mented by some of the best store 
and show window displays that his 
staff artists can think up. Ted Ray 
himself is the chief window dresser. 
Last spring he won the $100 prize 
for the best show window array of 
appliances in Nashville. It was 
awarded by the Nashville Electric 
Service, the power - supplying 
agency for the city. When the ap- 
propriate time comes for a window 
display of air conditioning equip- 
ment, he is equal to the task. 

Morris is using his manufac- 
turer’s air conditioning equipment 
for his store and the offices up- 
stairs. If necessary, he can show 
any customer what his air condi- 
tioning units can deliver. 

Every credit sale is financed by 
Morris himself and not by a bank 
or finance company. He pursues 
this policy, first, because if an hon- 
est buyer finds it hard to meet a 
given installment, he can hold his 
good will by extending the time, 
while a bank is primarily interested 
in collecting on time. 

The second reason is that it keeps 
the buyer coming back to the Morris 
store to pay his installments, and 
often the buyer sees something else 
he would like to buy. This has 
created many new sales, and has 
also given the firm a fine chance to 
check on complaints without going 
to the customer’s home. 

If the customer is paying his in- 
stallments on an air conditioning 
unit, for example, he can be asked 
then and there if it is working 
properly. Many a customer whose 
appliance is not working satisfac- 
torily is unhappy, but he does not 
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make a complaint. If he has a gripe, 
he will usually explode at install- 
ment-paying time. 


Salesman’s viewpoint 


(Continued from page 109) 


never been a complaint from the 
staff. 

It is here, at these conferences, 
that tips from one salesman to an- 
other are brought out, discussed, 
enlarged upon, and adopted or re- 
jected by the group. Similarly, any 
friction over split commissions, or 
the ownership of a prospect, is 
fairly and squarely decided by the 
group. 

“We think that maintaining har- 
mony among our salesmen is first 
implemented by the sectional plan,” 
it was stressed, “with all small per- 
sonal angles invariably brought out 
into the light where the whole sales 
staff can decide upon it. This, of 
course, insures maximum fairness, 
inasmuch as at least seven disin- 
terested 
matter.” 

Hood Electric Company keeps an 
extremely close finger on the pulse 
of things. This is done by a daily 
sales log which is turned in by each 
of the salesmen, representing his 
efforts and results of the previous 
day. The report is actually a “log 
journal” of the salesman’s activi- 
ties, with plenty of written re- 
marks, instead of checkmarks or 
scribbled-in figures, to work with. 

Thus, going over these at each 
sales meeting, it is easy to discover 
why a salesman is not hitting his 
quota, while another man is far ex- 
ceeding his, etc. Once again, group 
discussion, almost approaching the 
seminar theory, bears fruit. For if 
a salesman is barking up the wrong 
tree, the tips and help of the other 
seven men are bound to straighten 
him out. 

In recognition of the fact that 
salesmen are only human, Hood has 
laid out a definite time schedule by 
which each handles his job. Under 
this plan, there are time blocks from 
9:00 o’clock until 1:00 o’clock each 
morning, and 1:00 o’clock to 6:00 
o’clock in the evening, which are 
scheduled for outside calls, floor 
time, house - to- house canvassing, 
telephone prospect followup, etc. 

Each salesman has his work de- 
finitely cut out for him, and turns 


parties are judging the 





This ad is one of a series telling indus- 
trial and commercial management the 
story of Coolair Breeze Conditioning 
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With Coolair Breeze Conditioning Fans 
you can introduce cooling, healthful 
breezes into plants and offices at low 
cost, without major installation expense 
and at a minimum outlay for operation 
and upkeep. No water required! Result 
—more comfort, better summertime 
production 


Coolair Breeze Conditioning Can 

Solve Your Summertime Heat Problem! 
The Coolair line ranges from window 
fans up to 9’ industrial giants. Remem 
ber, it takes a real breeze to keep you 
cool. And your Coolair representative 
will be glad to plan the installation with 
the capacity to provide you with cool- 
ing breezes all summer long 


Low-Cost Cooling ? You'll be surprised 
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formation and the name of your local 
Coolair representative. American Cool 
air Corporation, Jacksonville 3, Fla 


The complete line of Cooloir 
Breeze Conditioning Fans includes 
mouse- quiet, spring- mounted mod 

els for cooling apartments, homes, 
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in a report on whether he did so or 
not. On three days a week, usually 
Monday, Wednesday, and Friday, 
the entire crew is cold canvassing. 

In cold canvassing the firm has 
hit upon a simple idea which makes 
many friends and opens the door to 
later appliance sales. This is for 
the salesman to ring the doorbell, 
introduce himself and tell the 
housewife that he wishes to fill out 
a card, listing all of the appliances 
in the house, for survey purposes 
and later sales calls. 

Few housewives, unless very 
busy, refuse to volunteer this in- 
formation, although it is made 
plain that it is the basis for later 
follow-up calls. While filling out 
the card, the salesman points out 
that Hood Electric Company car- 
nation’s best- 
known appliance lines, maintains a 
huge service department, offers to 
make any adjustments, or give any 


ries some of the 


advice desired. 

No effort is made to press the 
housewife on possible purchases at 
this call. However, all of the in- 
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formation accumulated by sales- 
men in this way—which may be as 
many as 150 calls in a day — is 
studied, averaged, and the names 
made into future prospect lists. 
Followups, made on this basis, show 
an unusually high ratio of sales 
per call. 


Attic fan selling 

Continued from page 107) 
driers that do not dispose of the 
moisture extracted), bathroom ven- 


tilation, recreation room ventila- 


tion, basement ventilation where 
moisture is excessive, etc. 

An even larger number of appli- 
cations could be listed for farm 
homes and farm buildings. These 
would include a large number of 
special drying applications, ventila- 
tion of storage areas, and air circu- 
stock and 


lation in live poultry 


buildings. 


Using your users 

Recognizing these multiple needs 
for ventilating equipment, a dealer 
can plan a most successful cam- 
paign around customers to whom 
he has already sold fan_ instal- 
lations. 

Early in the season, for example, 
he might have one or two of his 
salesmen or sales-service men call 
on a selected list of customers, of- 
fering a free checkup service to 
ascertain that ventilating equip- 
ment is in suitable condition for 
operation. 

This checkup service could in- 
clude oiling or greasing as required, 
inspection of belts on belt-driven 
fans, condition of automatic lou- 
vers, fire safety controls, ete. 

At the same time, the men mak- 
ing the checkup could survey the 
premises for other needed ventila- 
tion applications. The results of 
these surveys could be used for an 
intensive direct mail campaign and 
sales effort later in the season. 

Such would also 
provide an opportunity to obtain 


checkup calls 


from these 
friends of theirs who had 
seen their fan 


names of prospects 
users 
installations and 
may have similar needs. 

Sales training in the correct ap- 
plication of the dealer’s fan line can 
generally, 


be achieved, through 


planned use of manufacturers’ liter- 


ature. It is not enough to simply 


provide reading material. 

The training program should in- 
clude actual discussion sessions on 
fundamentals and specific applica- 
tions. Even experienced salesmen 
need refresher training when they 
have been busy several months on 
other products. 

The merits of your fan line will 
frequently be the deciding issue 
especially if it is a quality line that 
must compete with cheaper prod- 
ucts. 

Consequently, salesmen should be 
able to present these merits to the 
prospect in a way that helps them 
to justify the extra expenditure for 
quality equipment. 

Some of the things which the 
salesmen should be able to discuss 
intelligently are air delivery rat- 
ings; quietness of operation; main- 
tenance factors; efficiencies; and 
dependability 

The fan sale season is short, and 
effective selling requires a definite 
Most 
better when given a definite plan. 

Wherever 
should 


sales plan. salesmen work 


possible, the dealer 
supply his fan salesmen 
with a definite list of prospects 
upon whom calls are to be made 
that day. When a list of 10 names 
are given a salesman, the chances 
are good that 10 calls will be made; 
but when told to call on 10 people, 
he may or may not get around to 
that many calls 

Most successful fan dealers have 
used some sort of salesman’s con- 
trol system, which will keep the 
dealer informed of the number of 
calls made and the results of each 
call. Such a plan may include a 
daily contact record for the sales- 
men to fill in. 

One such record sheet includes 
spaces for name and address of the 
prospect with a list of “result col- 
umns” at the right. The salesman 
simply puts a check mark in the 
column that applies. 

Some of the headings are: Sur- 
vey, Interview, Presentation, Dem- 
onstration, Asked for Order, Call 
Back, Order Signed, Call on Pros- 
pect Source, Dates to Call Back. 

Such a form provides a valuable 
source of prospect information and 
keeps the dealer adequately  in- 
formed of the salesman’s activities. 

A monthly record sheet of a sim- 
ilar nature can be used to post the 
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coming aboard the 
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are made with a colorful eye stopping 


Fryryte oisPiay 
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total number of calls made each day 
in each of the various categories. 

Most salesmen work best when 
given live prospect names, and get- 
ting these names becomes one of 
the dealer’s principal problems. 

Experience of other dealers indi- 
cates that the six most effective 
methods are: (1) newspaper adver- 
tising with coupons offering free 
surveys; (2) radio advertising, 
also offering free surveys; (3) can- 
vassing by telephone and house-to- 
house; (4) using your users; (5) 
direct mail; and (6) special pro- 
motions. 


Long-range plan 
(Continued from page 105) 


through the store windows. 

Better Housekeeping, Inc., is a 
heavy user of newspaper advertis- 
ing, averaging two half-pages per 
week, and with stunt promotions 
often involved. When Macy’s and 
Gimbel’s in New York City staged 
their now-historic price war re- 
cently, Cross saw an opportunity to 
get in the act and sent each a wire 
challenging them to meet his re- 
frigerator prices. 

Macy’s and Gimbel’s promptly re- 
sponded by welcoming him into the 
“battle,” and Cross reproduced his 
two original telegrams in a news- 
paper ad headed, “Better House- 
keeping, Inc., Declares War! 

On Macy’s and Gimbel’s . . . In fact 
on anyone who attempts to under- 
sell us!” 

Three paragraphs of copy point- 
ed out that the Texas store man- 
agement had watched with interest 
the war going on between the two 
New York retailers, and had de- 
cided to prove its own mettle to the 
Waco public with its stocks. An 
all-time record number of people 
was attracted to the store during 
this promotion, which reduced stock 
by no less than 96 refrigerators in 
the space of 10 days. 

Regularly rotating his newspaper 
advertising over all of his lines, 
Cross has popularized a_ slogan 
which almost any Waco youngster 
can repeat. Hammered home with 
inclusion in all cuts, at the top of 
every newspaper ad, the slogan is, 
“It’s Worth Driving Across Town 
, ~ 

Since the store is anticipating 
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a third expansion and is turning 
over appliances at a really astonish- 
ing rate, it would seem that many 
of Waco’s residents believe in the 
slogan! 


Economist’s views 
(Continued from page 102) 

placed the price stability of the lasi 
quarter of 1951. Wholesale price 
have again turned down—gentl) 
but surely—since the beginning o 
the year. All of the gains in th 
brief climb of prices during th 
fall of 1951 have been wiped out. 
The general price level is now back 
to late 1950 and even raw materia 
prices are back to where they were 
in just the first few months afte: 
Korea. 

Most of the decline has been con 
centrated in farm prices whic! 
broke sharply in February. Th¢ 
break in farm prices in February 
has not been matched in severity 
since February, 1949. 

But industrial commodities have 
not been entirely exempt: chemi- 
cals, some building materials, and 


textiles have subsided further. 
What is particularly important 
about this new weakness is that 
while raw material prices are still 
somewhat high relative to the gen- 
eral wholesale and retail levels, they 
are no longer very much out of 
line. Further declines of raw ma- 
terials could, in general, set up 
new weaknesses in other price 
levels. 

In addition to price softening, 
retail trade continues to move 
sluggishly, in spite of heavy promo- 
tional activity. In 1949 inventory 
reduction was simplified by a con- 
tinuing high rate of personal con- 
sumption expenditures. In_ real 
terms—corrected for the price 
deadline of 1949—consumption in 
that year actually exceeded con- 
sumption in 1948 by a little bit 
This time clearing inventory at the 
retail level has been much tougher 
Real consumption is now running 
about 5% below 1950. The abun- 
dance of finished consumer goods, 
at manufacturing and retail, is also 
exerting considerable pressure on 
the retail price level. 














heater in America to sell 


when you sell 


WATER HEATERS 


When your customer sees all THREE State Water 


Heater models — the Standard, the Low Boy, the Table 
Top When your customer hears all NINE points 
which make State as fine as any water heaters at any 
price When you show that low State price tag 
Mister, you've made a water heater sale! 

No matter what line you stock or plan to stock, it 
will pay you to investigate State water heaters and 
the NINE points which make State the easiest water 
Your letter will bring 


catalogue and the full State Story 
aes? Dhar ne, ie < aie Pie 
ee Cue ifiak, 


STATE STOVE & MANUFACTURING CO. 
509 25th Avenue N. 


Nashville, Tennessee 
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Begin building now for the summer sel- 
ling season directly ahead. REX-AIRATE 
comfort cooling fans are made in 30 
styles and sizes---a model to fit any re- 
quirement---with an attractive profit on 
each model you sell. 





WINDOW 





Send us the new big catalog. 
Have your man drop in. 

Our jobber is 

Name 

Street 





DIV. CLEVELAND HEATER CO. 
» 2310 SUPERIOR AVENUE 
CLEVELAND 14, OHIO 
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\ FRESHAIR MAKER 


CASEMENT WINDOW FANS 


QUALITY FEATURES 
SELLING APPEAL... 


Y 
LOW PRICE 


Designed primarily for the popular sizes of case- 










ment windows, steel or aluminum, but equally at 


home in sash windows, wood or metal. 





Its handsome cabinet, convenient handle, two 
speeds, and light carrying weight qualify it as 
a fine portable fan for homes, offices, shops, The best fan on the market for the price 


reception rooms, etc. WRITE FOR PARTICULARS 
2 Speeds—Delivery 2560 cfm— 1600 cfm. 
Twin Fans 12”—Dimensions 27” x 147%” x 7%” deep. 


SCHWITZER-CUMMINS 
ee 


VENTILATING DIVISION 
INDIANAPOLIS 7, INDIANA 
Builders of Pine Fans and Slowers 
for ouer a Thind of a Century 
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its extra money in 


? BOTH POCKETS - 
for Westinghouse Retailers 











NEW 
GUARANTEED 
VALUE 
TRADE-IN PLAN 


Provides a Tested, 
Timely Tonic for 
Refrigerator Sales 


Not just ove profit on a refrigerator sale but a double in Plan shows how to handle the trade-in . .. how to move 
profit when you take a trade-in! And Westinghouse retail- it in and out fast,and supplies all the training material, 
ers get the cream of the trade-in business because Frost- promotion and point-of-sale items needed. 
Free is obsoleting thousands of conventional refriger- The plan is simple and inexpensive to operate and fits 
ators. Homemakers are so sold on the only 100% _ the requirements of both large and small retailers. Get 
automatic refrigerator that they willingly trade in re- full details from your Westinghouse distributor. 
frigerators still in warranty! The “Guaranteed Value” Plan is just another reason 
The field-tested and proved “Guaranteed Value” Trade- why your Westinghouse franchise is so valuable and why— 


You CAN BE SURE... iF ws Westinghouse 


WESTINGHOUSE ELECTRIC CORPORATION ¢ ELECTRIC APPLIANCE DIVISION ¢ MANSFIELD, OHIO 


Towster + Water Heater - Food Crafter + Menge + Electr Griddle + Cleaner + Laundromat + Home Freener 
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1) Standard Square D 
rol Centers 
closures are 
majority 


Plug-in Cont 
in Nema I en 
designed for the 
of installations. 


plug-in units can be 


itch and circuit 


e 100% re 


iTy! Square D's 
ll. Both fusible sw 


ns and units ar 





or exchanged 
Standardized sectio 


| removed, added, 
ments 


available. 









@ Space on Important 


Factor? Back- 





= 
+ breaker types 
t usable after plant conversions OF rearrange 
tanh Write for Bulletin 8938. Address Square D Company, yen : 
Be , “ Q . enclosures prov? e maxi 
rt 4041 North Richards Street, Milwaukee 12, Wisconsin. pi concentration pppoe 
trol in limited space. 
— 
aaa 
f | ter & a" . O for Outdoor Installations [5] Need Filtered Air Protec- 
SS a tel oo” et ~ “sd .- poe vr ™ pber-gasketed, Nema Ill en- tion? Built-in fan and filter com- 
2k S| a a i" ae = — ee tal closure protects equipment trom bination pressurizes enclosure 
| ? t —s jor foundries, smelting 6 weather Special rust-prool, for moderately dusty or certain 
refining plants yinyl-clad finish types of corrosive atmospheres 
- ASK your ELECTRICAL pisTRIBUTOR FOR SQUARE D propucts 
+ ee . ta z 8 sie 
Sees 
v RO O 
CANADA LTp., TORONTO . SQUARE Dde MEXICO, S.A. mEXICO city, © fF 





SQUARE o COMPANY 








THREE MASTER SELECTOR 
firefighters on their way 
switches give instant control 


SWITCHES 








Carolina Life Insurance Co 


100% LIGHTING CONTROL with G-E remote- 
control wiring makes this building a standout 


for up-to-date electrical control. Architects — 
La Faye, Fair, Lofaye & Associates. Gen. Contr 
General Construction Co. Elec. Contr.—Dunn 


Electric Company. 


at control operator's right hand) help to speed 
in fifteen seconds after alarm. These G-E remote-control multicircuit 
of every inside and outside light. 









Columbia State Farmers Market 


EFFICIENT LIGHTING CONTROL sparks efficient produce han 
dling. All lights—including parking area and loading platform 
flood lights—are operated with master selector switches. Architect 

Heyward S. Singley. Gen. Contr 
Elec. Contr.—Miller Electric Company 


Charleston Constructors 


Columbia Fire Station 
Architect—Hey ward 





Atlantic 
Building Corp 
Elec. Contr.—Miller Electric 
Company 
. 


"Fs 


CONSULTING ENGINEER a 
strong supporter of extro-useful 
electrical wiring systems, Gerald 
H. Preacher, specified G-E re 
mote-control wiring for these 
three jobs. 


G-E REMOTE CONTROL WIRING 
MAKES NEWS IN COLUMBIA, S. C. 


@ In Columbia, S. C. 


stallations have made headlines in a national news serv- 
ice and have furnished information and illustrations for 
interesting articles in several trade magazines. In homes, 


or in commercial installations, G-E remote control pro- 





CONFIDENCE AND APPROVAL of practical 
G-E remote-control wiring prompted general 
contractor H. B. Kahn, to design his own 
home to take advantage of this system. Wir- 
ing was installed by Dunn Electric Co. 
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outstanding remote-control in- 


throughout the country. 


vides added flexibility of control. 

The low cost and simplicity of G-E remote control 
have proved practical to owners, electrical engineers, 
and contractors in Columbia as well as in other cities 


It will pay you to consider G-E remote control for any wiring installation. 
rhe helpful G-E Remote-Control Contractors Manual contains the com- 
plete story. Write for your copy today. Section D29-424, Construction 
Materials Division, General Electric Company, Bridgeport 2, Connecticut 
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